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Full Understanding 
In Company-Agency 
Relations Stressed 


New York Agents at Garden City 
Hear Bladen, Avery, Allen, White, 
Lusby, Thorn and Others 


/COMMISSIONS DISCUSSED 


Nothing Final Announced on N.Y. 
_ Auto Rate a i Mandatory EC 
| Deductible; L. I. Farm ee 


By Epwin nn N. EAGER 


About 1,000 insurance agents, 
pany representatives and others attended 
‘the annual down-state regional meeting 
of the New York State Association of 
Insurance Agents at the Garden City 
| Hotel in Garden City, Long Island, on 
| Tuesday. This down-state meeting is an 
f annual affair co-sposored by the state 
“association and the Suburban New York 
| Association. Insurance agents from the 

New York metropolitan area including 
the counties of Suffolk, Nassau, West- 
chester and Rockland as well as the five 
Doroughs of New York City, discussed 
the agent and company relationships 

well as what is new in package poli- 

Ss, perpetuation of an agency and 
the NAIA advertising program. 

The session started at 10 a.m. with 
4 panel on agency company relationship 
moderated by Ashby Bladen, vice presi- 

nt of the Aetna Insurance Co. and 

cluded on the panel were George 

‘Avery, vice president, “eg States Fi- 

lity and Guaranty Co.; W. Allen, 

e president of the aii Insurance 

.; Newell Lusby, vice president of 

the America Fore Group, and Morton 
» V.. White, member of the executive 
nmittee, National Association of In- 
surance Agents. 


Thorn Luncheon Speaker 


At the luncheon session the agents and 
Their guests were addressed by Craig 
horn, Jr. of Hudson, president of the 
ew York State Association of Insur- 
mce Agents. 
The afternoon session was moderated 
“by R. Warren MacGrath, Rockland Coun- 
ty, president of the Suburban New York 
sociation. The schedule of speakers 
ncluded Harry Perlet, general manager, 
™ fulti Peril Insurance Conference, dis- 
Pane “What’s New in Package Poli- 
; Alan Miller, chairman, advertising 
Benmittee, National Association of In- 
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507 1 F igshlew Mortality Table 


IS YOUR CLIENT PROTECTED? 


More people — friends and 
strangers alike — are making more 
personal liability claims than 

ever before. Court records prove it. 


Here’s just another reason 
why your assured deserves the best 
in protection against a costly 
liability suit or expensive 
medical bills. 

Recommend the protection of 
a Comprehensive Personal Liability 
Policy. It’s inexpensive, up to 
the minute and easy to sell. There 
are still many prospects not 
covered by any form of policy. 
Get your share. 


He came-a Visitor 
He left-a Plaintiff 


Lonpon & LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 

STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
20 Trinity Street, Hartford, Connecticut 

NEW YORK e CHICAGO e SAN FRANCISCO 


LONDON & 
LANCASHIRE 
GROUP 


ey a 


American Agency 
System 


EXPANSION PLANS 


PROVIDE 


DIVERSIFIED OPPORTUNITIES 


Colonial Life offers fine opportunities to ambitious 
young men who aspire to salaried executive sales positions. 
This is an invitation for men with ability and experience 
who are interested in a broader horizon than they may have 
at present. 

The men we are seeking can stand responsibility. They 
should be between ages 25-35 with college education. Definite 
growth in income is assured capable men. 

If you feel you can fill one of these challenging positions, 
write to us with complete resume for an appointment. 


ERIC G. JOHNSON, Vice President 


THE COLONIAL LIFE 


Oy ) 
SAY INSURANCE COMPANY OF AMERICA 


HOME OFFICE ° EAST ORANGE, NEW JERSEY 








Weighed By Experts 
At ALC Meeting 


Many Problems Inv. Involved in Adop- 
tion of Proposed Table X-17 
Thoroughly Discussed 


COMPANIES ARE DIVIDED 


Some Cite Problem If Table Became 
Mandatory for Both Par and 
Nonpar Companies 


By CrarENcE AxMAN 


9—Pros and cons about 
table for life 
at Edgewater 


Chicago, Oct. 
adopting a new mortality 
insurance were discussed 
3each Hotel meeting of ALC 
Wednesday by representatives of both 
and_ stock John A. 
as president of was mod- 
Specific table 
temporarily 
Insurance Commissioners 


annual 


companies. 
ALC, 

under 
named 


mutual 
Lloyd, 
erator. 
been 
adopted, 
give it a more appropriate name. 

New 


cial committee of 


discussion 
X-17. If 


will 


has 


table was constructed by 
Actuaries 
appointed to National 
Association of Insurance Commissioners, 
was ALC actuary 

committee 
commit- 


a spe- 
Society of 
cooperate with 
chairman of which 

A. N. Guertin. The 
recommendations to NAIC 
action was deferred because of 


made 
life 
tee, but 
some opposition to X-17 in its ranks. 
Said Mr. Guertin to ALC meeting 
“The whole question as to whether a 
new table should be adopted has become 
a controversial This controversy 
has been heightened by suggestions that 
These broader 


one. 


it be made mandatory. 
proposals have caused some to look into 
the table’s under these 
different suggested conditions. Behind all 
this, as the hard core of the 
controversies involved, are differences of 
opinions as to possible effect of the use 
of such a new table on the competitive 
situation as between companies of differ- 
ent kinds and sizes within the life insur- 
ance business and the financial effect on 
operations of the companies. All of these 
will be explored by the companies’ repre- 
sentatives on this panel. 

“Tt must not be forgotten that the 
table is in the hands of the Commis- 
sioners for consideration. NAIC is not 
a business organization but a supervisory 
one. Interest of NAIC is the public’s 
interests. On balance in terms of main- 
tenance of strong growing and safe com- 
panies on the one hand and of fostering 
spread of life insurance to policyholders 
at reasonable rates on the other, a de- 
cision must be made by the Commission- 
ers and that decision in the long run 
will be on basis of public interest. 


Those on the 


characteristics 


however, 


Panel 


today were Richard B. 
Colonial Life; V. E 
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The Travelers Premium Budget Plan 


helps you fight your real competition 


Statistics tell the story. 


Your real competition for the insurance 
dollar is not from rival agents but from 
rival products: new cars, new clothes, new 
luxuries. And now, The Travelers Com- 
panies are giving their producers the weap- 
on to fight this competition . . . a modern, 
businesslike method of merchandising and 
financing all the personal lines of insurance. 


Intensive market and product research 
revealed a public demand for account sell- 
ing of personal lines by an independent 
local agent with premiums on a company- 
agency pay-by-the-month plan. 


The Travelers new Premium Budget Plan 
was devised to satisfy this demand. Now, 


on FAMILY INDE De, 





% | pays 
(°) we 
UGH THE TRAVE 


Travelers agents and brokers can show 
their prospects how they can wrap up all 
their personal insurance in a single pro- 
gram and pay for it by the month with 
a single check. This new advance in mar- 
keting cuts red tape, builds premium 
volume, and helps meet competition on 
all fronts. And it will save you expense 
dollars in the operation of your office. 


The public is learning about the Travelers 
Premium Budget Plan through dramatic 
advertisements in the nation’s leading 
magazines. To find out what it offers you, 
inquire at any Travelers Branch Office or 
General Agency. Or write to Millard T. 
Wilson, Vice President, The Travelers, 
Hartford 15, Connecticut. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of business and personal insurance including 
Life » Accident « Group « Fire « Marine « Automobile « Casualty « Bona 
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Fallacy to Feel Inflation Inevitable 


John A. Lloyd Says Time to Battle It Is Now; Scores Theory 


That “A Little Inflation Is Good Thing” 


John A. Lloyd in his address as pres- 
ident of American Life Convention at its 
annual convention in Chicago this week 
said emphatically that inflation is not 
inevitable. “I want to join with those 
who want to fight it out on this line 
and do it right now,” he said. 

Mr. Lloyd said that present public dis- 
cussion resolves around the oft-expressed 
prophecies by so-called experts that 
“further inflation is inevitable and that 
business must accept and prepare for it.” 

Scores Current Fallacies 

Mr. Lloyd commented that “the theory 
that inflation cannot be stopped, hence 
we must accept it and plan accordingly, 
is as vicious a fallacy as the siren song 
of the ‘Depressed 30's’ that ‘a little in- 
flation is a good thing; let’s have some.’ 

“There are those who insist that we 
will all come down with the Asiatic Flu, 
so we might as well prepare to be sick,” 
Mr. Lloyd continued. “I am one of 
those stubborn ones who say, ‘No, thank 
I don’t care for any’ and go to my 


you, 

doctor and get inoculated against the 
flu germ. 

“There are those who are scared to 
death because the Soviet Union an- 


nounces that it has perfected a world- 
girdling guided missile and who want 
to appease the ravaging Russia Bear on 
all fronts. My old-fashioned reaction is 
for America to take courage and to 
make herself so strong that no other 
nation ‘will dare invoke her wrath.’” 
By the same token, he added, inflation 
is not inevitable. Assuming that the 
desire of people to purchase goods for 
which they can pay over a reasonable 
time is sustained, the predicted increase 
of population alone should create suf- 
ficient demand to keep the country busv 
and to sustain production at a high level. 
A Debt to Policyholders 
believe we can have the prosperity 
which is predicted for the next 20 years 
without having values destroyed by need- 
less inflationary trends,” Mr. Lloyd con- 
tinued. 
“I cannot that 


avoid the conviction 





Chairman Legal Section 


DUDLEY PORTER, JR. 


Chicago—Dudley Porter, Jr., general 
counsel of Provident Life & Accident, 
Chattanooga, was elected chairman of 
the Legal Section of ALC at its meeting 
here Monday. 

Mr. Partie received his law degree 





JOHN A. LLOYD 


we owe it to our policyholders to give 
additional and quite vigorous leadership 
to the struggle to conserve and maintain 
values and to strengthen the worth of 
the American dollar,’ Mr. Lloyd said. 
“IT again want to see the day when it 
will ‘ring true on every counter in the 
world’ with a value we can count on 
from day to day and from year to year. 

“If American consumers understand 
the basic truths underlying this problem 
and will make their voices heard with a 
properly outraged, intelligent and deter- 
mined roar, the politicians will respond.” 


Public Becoming Aroused 


There are signs that indicate that at 
long last the public is beginning to un- 
derstand, Mr. Lloyd declared. “The Grass 
Roots revolt against Government spend- 
ing during the last year, while not as 
effective as we would like to have seen 
it, Was a most heartening sign and while 
the economy drive was outwitted in greac 
part again by the usual spendthrift 
tendencies of a certain type of politician, 
there is every indication that the people 
who pay the bills are going to demand 
further reduction in spending — a real 
beginning at retiring the public debt and 
at reducing income taxes. 


Shortage of Manpower 


Mr. Lloyd said that the life insurance 
business itself faces a serious manpower 
shortage in the future — not a remote 

(Continued on Page 6) 





from Cumberland University. He served 
as assistant attorney general of Tennes- 
see from 1937 to 1940 and entered the 
Army as a private in 1942. Later he was 
commissioned, attained the rank of major 
before his discharge in 1946 having 
served as judge advocate of the 100th 
Infantry Division in France and Ger- 
many. Meanwhile he had been connectea 
with the legal department of National 
Life & Accident, Nashville, and was also 
a member of the law firm of Tyne, 
Peebles, Henry & Tyne. 

Mr. Porter resigned as associate gen- 
eral counsel of National Life & Accident 
in 1949 to become associate general coun- 
sel of Provident Life & Accident, pres- 
ently being: general counsel. He is a 
member of the Association of Life Insur- 
ance Counsel, Tennessee and Chatta- 
nooga Bar Associations, Chattanooga 
Chamber of Commerce, Lookout Moun- 
tain Fairland Club and other civic or- 
ganizations. 


Convention Annual 


Meeting 


In Chicago 


Powell B. McHaney, New President, 
Carries Heavy Civics Schedule 


McHaney, presi- 
Life of St. 
Ameri- 
week, 
the 


Chicago—Powell B. 
dent of General American 
Louis, was elected president of 
can Life Convention here this 
being the unanimous selection of 
nominating committee headed by Wal- 
ter O. Menge, president, Lincoln Na- 
tional Life. Nationally known insurance 
executive and long active in ALC 
affairs, he is one insurance company 
head who has served in a State Insur- 
ance Department. 

3orn in White Oak, 
Mr. McHaney is a graduate of the 
University of Missouri and Harvard 
University Law School. Admitted to the 
Missouri Bar in 1928, he was associated 
with Igoe, Carroll, Higgs & Keefe, in 
St. Louis from 1928 to 1933, when he was 
appointed Assistant Attorney General of 
the State of Missouri and later chief 
counsel of the Missouri Insurance De- 
partment, 1933-35. In 1935 he returned 
to the private practice of law in St. 
Louis, specializing in insurance law. 

Mr. McHaney was a trustee in the 
General American Life mutualization 
program, 1936-46 and has been a mem- 
ber of the board of directors and the 
company executive committee since 1936 
In 1942, he was named vice president and 
general counsel. Named executive vice 
president in 1950, he became president in 
1951. 


Missouri, in 1905, 


Mr. McHaney has served the ALC in 
many capacities. He has been a member 
of the executive committee for two 
terms, 1952-1957. In 1948-49, he served 
as ALC state vice president for Mis- 
souri. He also served as chairman of 
the Legal Section 1950-51. He _ has 


served on ALC and joint ALC-LIAA 
committees, particularly the committee 
on insurance regulations and the legisla- 
tive committee. 

Mr. McHaney has been very active in 


other life insurance organizations. 
member of the Association of Life In- 
surance Counsel, he served on the ex- 
ecutive committee in 1948-50. He is a 


member of the National Committee for 
Education in Family Finance and the 





Chairman Agency Section 





JACK D. McSPADDEN 


Chicago — Jack D. McSpadden, vice 
president of Liberty National Life of 
Birmingham, Ala., was elected chairman 
of the Agency Section of ALC here this 


week. He succeeds Grant L. Hill, vice 
president and director of agencies, 
Northwestern Mutual Life. 

A native of Birmingham, Mr. Mc- 





Edwyn Portrait 


McHANEY 


POWELL B. 


Insurance Committee of the U. S. Cham 
ber of Commerce. Presently, he is a 
member of the board of directors and 
the executive committee of the Institute 
of Life Insurance. 
Civic Activities 

Mr. McHaney is active in St. Louis 
business and civic affairs. He is a mem- 
ber of the board of directors and execu- 


tive committee, Southwestern Bell Tele- 
phone Co.; director of Anheuser-Busch, 
Inc.; St. Louis Insurance Corp., Transit 


Transit Insurance and 
Selective Insurance Co., 
and Securities 


Casualty Co., 
Securities Corp., 
General Contract Corp., 
Investment Company. 
One of St. Louis’ most distinguished 
citizens, Mr. McHaney was _ secretary 
and a member of the Citizens’ Commit- 
tee supervising $44,000,000 Post-War Im- 
provements and Employment Program, 
1944 Bond Issue, serving as chairman 
1949-55. He was general chairman of 
the Citizens’ Committee for Home Rule 


on the Earnings Tax sponsoring an 
amendment to the Charter of St. Louis, 
1954, and was chairman of the educa- 
tional committee in the Municipal Bond 
Issue campaign in 1955. 

Mr. McHaney is also a member of 
Civic Progress, Inc. and served as its 
president in 1953-55. He is a director of 


the Urban Development Corp of St 
Louis; member, board of trustees, Gov 
ernmental Research Institute, and a di 
rector of the United Fund of Greater St 
Louis. 

Active in the 
Mr. McHaney is 


(Continued on 
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a member of the board 
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Spadden was graduated from University 
of Alabama in 1927, went to work for 
a Birmingham bank, then in 1932 joined 
Liberty National. He served as agency 
secretary and director until he was made 
vice president in 1942. He was elected 
to the board in 1943. Last year he was 
secretary of the Agency Section. 

Mr. McSpadden is a member of 
mingham Rotary Club of which he 
president in 1951-52. He was_ president 
of Jefferson Tuberculosis Sanitorium 
Society in 1955-56, has been active in 
Boy Scout work, served on Jefferson 
County Boy Scout Board for many years 
and was chairman of Jefferson County 
Chest Campaign in 1952. He is also a 
member of advisory committee for Bir- 
mingham Hospital School of Nursing 
and director of Junior Achievement of 
Birmingham. 


Bir- 


was 
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Endowments Popular 
In United Kingdom 


WOOD CITES TAX ADVANTAGES 


President, Institute of Actuaries, London, 
Tells ALC Why Investment Appeal 
Is Emphasized 





Charles F. Wood, president, Institute 
of Actuaries, London, and general man- 
ager of Manufacturers Life in United 
Kingdom, told American Life Conven- 
tion this week that there are six times 
as many endowment insurance policies 
as whole life policies in the United King- 
dom. At end of 1954 a breakdown of 
Ordinary insurance there shows that 
59% is in form of endowments, and about 
17% is in whole life policies. 

“p articipation policies in UK usually 
show a better return than non-participat- 
ing ones,” he said, “and it is not surpris- 
ing that the agents tend to stress ad- 
vantages of the invesement return to 
their prospects. In such curcumstances 
the greatest merit of a life insurance 
contract seems to the prospect to be a 


Peirce Tells Need 


Chicago — Raising the question, “Are 
we somehow failing in the marketing of 
our product?” the managing director of 
Life Insurance Agency Management As- 
sociation, Frederic M. Peirce, suggested 
that the life insurance business find some 
way to turn concern-for-family-security 
into the basis of “keeping up with the 
Joneses.” 

“Why do people more frequently per- 
ceive a raise in pay as a key to that 
new super-duper automobile than as a 
chance to provide increased security for 
their families and themselves ?” he asked. 

An answer must be found to questions 
like these if the life insurance business 
is to keep pace with the public and 
economy in distributing its product, Mr. 
Peirce declared. At the same time the 
sale of the life insurance business, as 
well as of its product, is vital. 

“It seems most unlikely that this prob- 
lem can be met entirely by the life in- 
surance much more 
effective attempts are made to convince 
people and particularly those people 
with greatest potential for the future — 
college graduates — that a life insurance 
company is a good place to work, pro- 
viding rewards both for the pocketbook 
and the spirit,” Mr. Peirce said. 

“Those of you who have interested 


business unless 


yourselves in the problem which now 
confronts us in the recruiting of young 
material for your actuarial departments, 
your underwriting departments, legal de- 
partments and all the rest — but spe- 
cifically your agency force are prob- 
ably only too well aware that other 
industries and other businesses are al- 
ready far in front of us in interesting 
the college man.’ 

Mr. Peirce said that at the moment 
the evidence shows that the life insur- 
ance business has not adequately made 
its sale at the college level. Each year 
an increasing percentage of the coun- 
try’s manpower consists of college grad- 
uates. A beginning attack on this prob- 
lem has been made at an institutional 
level by representatives of such trade 
organizations as Life Insurance Agency 
Management Association, Life Office 
Management Association, the Institute of 
Life Insurance and the General Agents 
and Managers Conference, with the So- 





first-class investment with an incidental 
benefit payable on death. This form of 
selling plays down emotional motiva- 
tion and appzals to the prospects’ more 
material instincts.” 


Tax Advantage 


In UK the owner of a life insurance 
policy obtains valuable income tax relief, 
and that these tax reliefs have a marked 
influence on marketing methods. In the 
most favorable circumstances the tax 
saving at present is equal to about one- 
sixth of the premium. Moreover, the 
sum insured is regarded as capital, and 
is not subject to tax. For a policyholder 
who pays full rate of income tax the 
investment return on an_ endowment 
policy is substantial. Mr. Wood said the 
popularity of endowment policies in UK 
accounts in part for the lower amount 
of life insurance per capita of the popu- 
lation compared with the United States. 
But, he added, although the amount of 
insurance per capita is lower, the prem- 
iums paid in relation to personal income 
are approximately in the same propor- 
tion in each of the two countries. 

In UK there are no restrictions on in- 
vestment of life insurance funds and 
there has been an increase in common 
stocks investment. 


For Young Talent 


ciety of Actuaries as interested observ- 
ers, who have tested the opinions of 
college placement officers about life in- 
surance. A _ pilot conference between 
Eastern life insurance companies and 
college placement officers soon to take 
place will lead to better understanding 
of each other’s needs, and set the pat- 
terns for similar conferences in other 
parts of the country. 


Mendel Raps Role Of Title Cos. 


In Mortgage Loan Situation 


A “noticeable ground swell of opposi- 
tion” to the organized bar to increased 
participation of title companies in the 
closing of mortgage loans was reported 
by Warner H. Mendel, vice president 
and counsel, investments, Equitable So- 
ciety, in his address before American 
Life Convention in Chicago this week. 
He said that “lawyers have begun to 
realize that, with what has amounted 
to their tacit approval, title companies 
have been preempting their role in draft- 
ing papers, supervising closings and dis- 
bursing funds. 

“In California,” Mr. Mendel declared, 
“this has gone so far that lawyers no 
longer participate in the average real 
estate transaction, the local practice be- 
ing such as to permit title companies to 
handle every step following the original 
agreement between the mortgagor and 
the lender. In other states, statutes have 
been adopted, the purpose of which is to 
assure that lawyers participate in the 
drafting of papers, even though such 
participation may consist merely of fill- 
ing in the blanks of printed forms. In 
still other states, the degree of participa- 
tion by lawyers has been established by 
agreements between the title companies 
and the local bar associations.’ 

Mr. Mendel explained that his purpose 
in mentioning this problem to life !n- 
surance company lawyers is that in a 
particular state, they may, without any 
intention on their part, be charged with 
conspiring to aid or abet title companies 
in violation of local law or local bar 
association agreements by phrasing their 
closing instructions to ‘title companies 
















management. 
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A WELL-BALANCED COMPANY 


balance... 
essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 


Fidelity is 


a well-balanced company. 


The 


FIDELITY MUTUAL 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


f LIFE INSURANCE COMPANY 





so as to oblige the companies to breach 
the law or agreements. 

Turning to a related problem, \Air. 
Mendel noted that in the past 30 years 
there has been a trend toward corporate 
specialization by lending institutions in 
obtaining evidence of title and formalitz- 
ing closing procedures. 

In the event of any substantial reces- 
sion and consequent necessity for whole- 
sale foreclosures, insurance compantes 
find themselves seriously handicapped 
because of the gradual termination or 
their former relationships with toca: 
counsel whose services will be requirea 
for the enforcement of remedies. 


Insurance Lawyers’ 
Role as Seen by Lloyd 


WIDE RELIANCE ON THEM 





Notes Professional Responsibility in 
Protecting Millions of People; 
Anything But Negative 





Chicago—First speaker at ALC, Legal 
Section, was John A. Lloyd, speaking as 
president of that association. In a warm 
tribute to insurance lawyers he explained 
the wide range of their responsibilities. 
They are responsibilities which have not 
been lightly taken. 

“Tt is to their credit and to that of 
their clients that our institution main- 
tains proudly its merited fine reputation 
for fair dealing and for strict perform- 
ance under its policy contracts,” he said. 

Mr. Lloyd described the lawyer’s posi- 
tion in any corporation as unique. Con- 
tinuing, he said: “He is a professional 
man in a business organization. Some 
companies even make him an administra- 
tive officer. Whatever he is and whatever 
he does, however, the lawyer must cling 
to his independent professional status if 
he is to perform his function properly. 

“T have known corporation heads who 
looked upon a lawyer as ‘A Mister Don’t 
Do It’ and others who considered a law- 
yer’s function being to tell them how to 
do whatever they wished, right or wrong. 

The Corporation Lawyer 

“The corporation lawyer, whether he 
be in outside practice or on a full time 
salaried basis, should never be asked to 
abdicate his honest and independent pro- 
fessional judgment. He is the one man 
above all others upon whom the chief 
executive must rely for unbiased advice 
and the one man who occasionally may 
have to say to his big boss: ‘No, you 
cannot do that.’ The wise executive wants 
that kind of a lawyer and encourages 
him.” 

This is not to say that the company 
lawyer’s approach should be negative, 
said Mr. Lloyd. “Quite the contrary. He 
is part of the team; he knows what the 
company’s goals are and he should seek 
the right way to achieve them, but he 
should never shade his own professional 
honor to cover the course of expedience.” 


Section Officers Elected 


Chicago—New officers have been elected 
for agency, combination companies, legal 
and medical sections. 

Agency section: Jack D. McSpadden, 
Liberty National, president; A. E. Wall, 
Confederation Life, secretary. 

Legal: Dudley Porter, Provident Life 
& Accident, president; Harold Leavey, 


California-Western States Life, secre- 
tary. 
Combination companies: Rufus E. 


Fort, Jr., National Life & Accident, 
president: Glenn Spahn, Metropolitan 
Life, secretary. 

Medical section: Dr. Joseph Travenick, 
Jr., medical director, Occidental of Cali- 
fornia, chairman, 
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Ralph Kastner Reviews Legislation 


Chicago — A rundown on Federal and 
State legislative activity affecting life 
insurance was given to ALC by Ralph 
H. Kastner, general counsel of the or- 
ganization. The problem of Federal 
income taxation of life insurance com- 
panies remains unresolved, Mr. Kastner 


reported. The present tax base will re- 


vert to the 1942 law, which would in- 
crease the tax rate by roughly 50%— 
unless the existing stop-gap law is 


extended before the filing date next year. 

Mr. Kastner cited “current rumors” 
that the Treasury Department will sug- 
gest a permanent tax plan early 
next year, based on the general cor- 
porate income tax theory, and where a 
52% tax rate prevails. 


new 


Social Security Bills 


Turning to Social Security, Mr. Kast- 
ner said that nearly 300 bills had ap- 
peared before Congress, and will con- 
tinue before the second session. Mainly, 
they would extend coverage, lower the 
retirement age, increase the annual base 
and expand the qualifications for disa- 
bility payments. 

One such bill is significant in that it 
seems to reflect liberal Republican views. 
Among other things, this bill would in- 


crease the Social Security base from 
$4,200 to $4,800 and raise maximum 
monthly benefits from $200 to almost 


In the area of individual retirement 
legislation, Mr. Kastner said that pres- 
sure continues for enactment of the 
Jenkins-Keogh legislation, but it did not 
succeed in 1957. The sponsors have an- 
nounced this as “must” legislation for 
1958 and strenuous efforts will be made 
for its enactment. The Administration, 
particularly, has opposed this legislation 
because of the substantial tax loss that 
would be involved. 

Several measures that would have the 
effect of including “outside salesmen” 
under the Wage and Hour Law were 
introduced. Life insurance company op- 
position to classifying agents as “outside 
salesmen” was voiced, Mr. Kastner said. 

Deliberations of the Ways and Means 
Committee of the House covered possible 
adoption of a provision denying tax 
deduction for interest payments on 
amounts borrowed to pay life insurance 
premiums where there is evidence of 
systematic borrowing. This reportedly is 
intended to curb bank loan plans. 

Still in the conversation stage are pro- 
posals to broaden the power of the 
Federal Trade Commission in the area 
of advertising. Mr. Kastner said that 
further steps may be taken in the direc- 
tion of legislation if the Supreme Court 





H. S. Redeker Discusses 


Beneficiaries, Options 
Chicago — Harry S. Redeker, general 
counsel, Fidelity Mutual Life, discussed 
“Problems in Designating Beneficiaries 
and in Using Settlement Options” before 
the Legal Section of ALC. He de- 
scribed a number of pitfalls that are 
encountered when the beneficiary is 
named in a life insurance policy or when 
the insurance is paid either in cash or 
under one of the interest or instalment 
arrangements. He said that these pit- 
falls cause problems that range all the 
way from litigation to long delays in the 
Payment of claims. Mr. Redeker’s in- 
formation is based on more than twenty 
years of experience with his company 
and from research he undertook as co- 
author of the first comprehensive text- 
book on this subject. The book is cap- 
tioned “Life Insurance Settlement Op- 
tions,” and was published by Little, 
Brown aand Company earlier this year. 


upholds the accident and health insur- 
ance companies where the FTC is cur- 
rently seeking certiorari. 


State Legislation 


In regard to states, Mr. Kastner noted 
that legislatures met in all states but 
three, and in Alaska and Hawaii this 
year. “A staggering volume” of bills con- 
fronted legislators in nearly all jurisdic- 
tions. Mr. Kastner’s report covered tax- 
ation, retaliatory laws, compulsory in- 
vestments, variable annuities, employe 
welfare plans, insurance codes, policy 
provisions, investments, policy forms, 
minors, insurance departments, and other 
areas affecting life insurance companies. 

The threat of compulsory investments 
generated considerable heat this year, 
Mr. Kastner said, with particular dif- 
ficulty in Arkansas. At present an in- 
terim study is being undertaken by the 
Insurance Department, the University of 
Arkansas and the Arkansas Industrial 
Another in- 
North 


Development Commission. 
terim study 
Dakota. 


is now going on in 








Bryan Weighs A.& H. Litigation Rise 


Chicago—An apparent increase in the 
litigation involving accident and health 
insurance was noted in a report pre- 
sented by C. Clark Bryan, assistant gen- 
eral counsel of ALC. (Mr. Bryan told 
the Convention’s Legal Section that 90 
cases out of the 275 digested during the 
year involved accident and health insur- 
ance, where a decade ago, only 34 cases 
out of 356 for the year concerned acci- 
dent and health insurance. 

Speculating on the reasons for this 
increase, Mr. Bryan that it 
be due to the fact that many companies 
have entered the health insurance field 
recently, and with all the experimenta- 
tion going on in different types of cover- 
age, there is honest 
disagreement as to liability in the health 


insurance field. He added that the law 
has become pretty well established in 
many facets of life insurance, and claim 


said may 


more room for 





through to us. 
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Manager “down there 


a higher plane! 


MY 3 Wee Devil! 


Our Switchboard Operator didn’t even turn a hair 
when she heard the Devil’s voice. She calmly put him 


Know what? He wanted us to appoint him Brokerage 


Imagine! He thought he could do a nice business with 
our Term plans because so many of his prospects were 
in need of Maximum Protection at Minimum Cost! 


Unfortunately, we had to pass up the business. 
couldn’t get anyone to take the broker’s contract “down 
there” for signature. Anyway, all our brokers deal on 
POOR DEVIL! 


He knew term insurance means the kind of low-cost 
coverage that pays off in immediate business. Too bad 
he couldn’t take advantage of our competitive rates! 


A SAMPLE of OUR TERM RATES 
($10,000 Minimum) 


We 








AGE 5 YR. 10 YR. 15 YR. 20 YR. 5 YR. REN. 
40 $ 7.15 $ 8.17 $ 9.51 $11.50 $ 7.89 
45 9.28 10.93 13.41 16.35 10.24 
50 12.82 16.04 19.74 24.30 14.66 
55 19.39 24.27 30.19 22.10 
60 30.44 yi | cre 32.10 
65 POO. i) waateecat tS eeanmenren | Neeeeuena oY 2 oenenon 


Sub-Standard risks, Double Indemnity, Waiver of Premium and 











i «ee 





Disability Income may be included. 


Phone: MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 





10 COMMERCE COURT 


NEWARK 2, NEW JERSEY 








practices and settlements have improved 
over the past several years. He said 
that he anticipated a similar decline in 
accident and health insurance litigation 
after a few more years. 

Mr. Bryan attributed part of the in- 
creased accident and health litigation to 
the activity of the Federal Trade Com- 
mission, which in the past year was in- 
volved in three important appellate cases. 
In all of these cases the FTC was re- 
versed on the jurisdictional ground of 
Public Law 15. At present petitions for 
certiorari on all three cases are before 
the United States Supreme Court. 

Further support of the exclusive jur- 
isdiction of state insurance departments 
to the exclusion of Federal regulation 
came out of a decision involving the 
Securities and Exchange ‘Commission 
and a life insurance company selling 
variable annuities, Mr. Bryan said. The 
SEC had sought an injunction against 
the company until its variable annuity 
policies were registered with the agency. 
Mr. Bryan said it was his understanding 
that the National Association of Securi- 
ties Dealers is preparing an appeal to the 
Court of Appeals. 

Other cases reported on by Mr. Bryan 
involved aviation and war clauses; torts: 
the Sherman Anti-Trust Act: Soldiers’ 
and Sailors’ Civil Relief Act; Credit Life 
Insurance; Tron Curtain beneficiaries; 
and taxation. 


More Recognition of 
Responsibility By Cos. 


SELF-DISCIPLINE GROWS 





President Navarre of Commissioners 
Feels ‘States Will Maintain Regu- 
lation Authority 





Joseph A. Navarre, president of Na- 
tional Association of Insurance Commis- 
told ALC this week that 
majority of the 


sioners, a great 


insurance companies 
have recognized their tremendous 
sponsibility to the public and have vol- 
untarily adopted policies practices 
which are in the public’s 
other instances, he added, 
business has developed codes of ethical 
practices to this end. Often there has 
been cooperation with the State Insur- 


rT 


and 
interest. In 
the insurance 


ance Departments in the formulation of 
statutes and regulation designed to give 
the public the greatest protection pos- 
sible. But because of the char- 
acter of the life insurance business the 
institution of life insurance must ever 
alert. Efforts of the compa- 
and the associations to 
exercise strong, vigorous and effective 
self-discipline cannot be urged too often. 

Commissioner Navarre pointed out 
that regulation of insurance is a device 
to protect the interest of the public in 
a business impressed by its very nature 


social 


be on the 


nies industry 


with a public trust. Until the South- 
eastern Underwriters case in 1944, su- 
pervision of insurance was under the 


exclusive jurisdiction of the states. It 
is now settled that the Federal govern- 
ment has authority to regulate the insur- 
ance business to the extent that it 
involves interstate commerce. 

“Whether or not the Federal govern- 
ment will exercise that power is subject 
to the will of Congress, and ultimately 
to the wishes of the people,” Mr. Na- 

varre said. “For the present at least, 
Congress has decided, by its enactment 
of the McCarran Act in 1945, that in 
general the obligation of regulating the 
insurance business shall remain with the 
states.” 
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Claris Adams On Current Problems 


State Insurance Departments Maintaining Their Jurisdictions; 
Group Limits Situation Confused; Union Welfare Fund 
Code Status; Family Policies Grow in Popularity 


Chicago — Although Claris Adams, 
executive vice Agri s and general 
counsel, American Life Convention, was 
unable to attend the meetings here this 
week his annual report was made avi uil- 
able to those in attendance. It is gen- 
erally regarded as one of the most com- 
prehensive descriptions of important 
matters currently concerning the insur- 
ance business which has yet been offered 
at an ALC convention. 

Starts Report with FTC Comment 

Mr. Adams began his report by com- 
ments on Federal Trade Commission 
cases as a development of major impor- 
tance to the business. It has a major 
interest in the maintenance of the na- 
tion’s traditiong il system of State Insur- 
ance supervision. 

The attempt of FTC was to assume 
jurisdiction over the advertising prac- 
tices of accident and health companies 
in spite of the clear declaration of the 
McCarran Act that FTC and other Fed- 
eral agencies have no jurisdiction over 
insurance practices in those states which 
have laws regulating such activities. 
American Life Convention and Life In- 
surance Association of America jointly 
filed briefs amicus curiae in the Americ an 
Hospital case in the Fifth Circuit Court 
of Appeals and in that of the National 
C asualty Co. in the Sixth Circuit. 

30th courts held unanimously that the 
McCarran Act was fully effective in 
barring the jurisdiction of FTC in those 
states which had state statutes dealing 
with the subject matter of those cases. 
The Government has asked the Supreme 
Court for a writ of certiorari to review 
these cases. It is probable that the 
Convention and Kaieeativd will again 
file a joint brief as a friend of the court 
in the Supreme Court if the writ is 
grareted., 

Variable Annuity Case 

Another case interpreting the McCar- 
ran Act was decided by the Federal 
Court in Washington last month. SEC 
had attempted to enjoin the Variable 
Annuity Life Insurance Co. of America 
from selling its V.A. policies without 
submitting the same to the. approval 
of SEC and also to the regulation of 
such Commission. Intervenors in the 

‘ase were Equity Life Insurance Co. and 
Matton: il Association of Security Deal- 
ers, Inc 

The court concluded as a matter of 
law that under provisions of the Mc- 
Carran Act the District of Columbia In- 
surance Superintendent and insurance 
officials of the states in which the de- 
fendants had been licensed to transact 
tl eir insurance business have exclusive 
regulatory jurisdiction. SEC has not 
been made an exception. 

Group Insurance 

Next Mr. Adams discussed group in- 
surance, He said: 

“The restrictions and limitations which 
as a matter of public policy should be 
placed upon the writing of Group in- 
surance has been a matter of consider- 
able controversy in the business for 
some years. The NALU, certain at least 
of conventional writing companies and 
indeed some companies which write 
Group insurance themselves, strongly 
contend that the unrestricted sale of 
Group insurance in large amounts and 
to tenuous groups is encroaching upon 
the field of permanent personal insur- 
ance to the detriment both of our field 
forces and the insuring public. On the 
other hz and, most companies which are 
strongly in the Group field feel that the 
only effect of undue restriction upon 
mass selling of this character will be to 
drive the larger employers at least, and 
many associations to self-insurance. This 
they contend would be detrimental both 


Harris & Ewing 
CLARIS ADAMS 


to the institution of life insurance and 
to the employers and employes them- 
selves, 

The 20-40 Limits 

“Some years ago when the income 
level was considerably lower than it is 
at present and Group insurance was a 
considerably smaller factor in the gen- 
eral business pattern than it is today, 
a committee of the ALC, LIAA, and 
NALU agreed upon a model law which 
placed a general limit of $20,000 on in- 
dividual Group coverage which could 
be increased to $40,000 if not more than 
114 times income received from the 
employer purchasing such policy, Other 
limitations imposed were those which 
required a degree of homogeneity in the 
group. 

“Tle business was not unanimous in 
the acceptance of this proposal although 
it was adopted by the NAIC. Subse- 
quently, the model law was passed in a 
large number of states and some states 
adopted laws even more restrictive in 
character. On the other hand, because 
of local company opposition, such statute 
was not passed in a number of impor- 
tant states and although it was once 
enacted in the State of New York, it 
was later repealed. At present there is 
no law providing limitation of amount 
in several of the largest industrial states 
where a large proportion of cases of 
national significance are written. 

A Confused Situation 

“The present confused situation is so 
illogical and incongruous that a_ high 
level committee, representative of all 
types of companies and all variations of 
interest was appointed as a joint com- 
mittee of the ALC-LIAA to review this 
whole problem in order to try to reach 
an authoritative institutional decision 
which the company organizations might 
support 

“This committee under the chairman- 
ship of Henry Beers, president, Aetna 
Life, is studying the problem in consul- 
tation with re presentatives of the NALU 
in order to reach if possible a consid- 
ered, intelligent and realistic position in 
view of current conditions. Whether the 
effort will end in the formation of a 
policy or the committee will reach an 
impasse is not yet clear. However the 
committee is composed of leaders of the 
business and it is to be hoped that a 

(Continued on Page 8) 





Tax $4 On Every $100 of 
Premiums on Policies 


FACTS GIVEN BY GUERTIN 


Federal and State Governments Each 
Get Half of $597 Million Total, 
Says ALC Actuary 


“More than $4 out of every $100 paid 
in premiums by policyholders of the 
United States in 1957 must be turned 
over to the tax gatherers, State and 
Federal, by the life insurance compa- 
nies,” said Alfred N. Guertin, actuary, 
American Life Convention, speaking at 
the annual meeting in Chicago this week. 

Continuing he said: “The total tax 
load involved will reach about $597 mil- 
lion, of which the Federal Government 
and the State governments will each 
receive about half. There is no doubt 
that the life insurance business is more 
heavily taxed than any other type of 
savings institution. 

“The level of taxation has had dra- 
matic effects in certain areas of our busi- 
ness, particularly in the pension field, 
where competition with other types of 
savings institutions is especially keen. 
Aside from the competitive aspects, it 
should be evident that a tax load this 
size is a tremendously heavy burden by 
policyholders who strive to save their 
money,” he said. 

ALC Companies Percentage of Out- 
standing Business 

In a report dealing with many aspects 
and problems in the life insurance field, 
Mr. Guertin pointed out that the mem- 
ber comps inies of the ALC have in force 
over 98% of all the life insurance in 
force in the United States. Member 
companies collected 94.7% of the life 
and annuity premiums and 78.4% of all 
the accident and health premiums col- 
lected by all American life insurance 
companies and United States branches 
of Canadian companies. 

“Upon consideration of these figures,” 
said Mr. Guertin, “the importance of 
the position of the American Life Con- 
vention as a representative of the life 
insurance business cannot be denied. We 
speak upon life insurance matters with 
authority and may be heard with confi- 
dence that what is good for our member 
companies is good for the business and 
what is good for the business is good for 
our members.” 

A considerable part of the report was 
devoted to growth trends in the life 
insurance business as contrasted to 
those in other savings institutions and 
against the background of the general 
economy. In addition, the report con- 
tained factual material in connection 
with problems involving the Federal tax- 
ation of life insurance companies, the 
trends in new forms of policies and a 
statement as to the developing situa- 
tion in connection with the proposal for 
a new mortality table for use by the 
life insurance companies. 


Mistake in Contract Proper 


Subject for Reformation 

Any mistake in a life insurance con- 
tract is a proper subject for “reforma- 
tion”—a legal remedy by which a court 
can correct a_ valid written document, 
G. Frank Purvis, Jr., vice president and 
associate general counsel, Pan-American 
Life, told ALC legal section this week. 

Mr. Purvis said that among the mis- 
takes that have been considered by the 
courts are maturity values, cash surren- 
der values, extended insurance, tapse 

values, beneficiary designations, use of 
w rong. printed form, reserve at maturity, 
issuance of duplicate on wrong form, 
error in disability benefits and error in 
double indemnity. 

“The power of a court of equity to 
reform and correct a valid written 1n- 
strument has been so long and so gen- 
erally recognized as to need no citation 
or authority,” Mr. Purvis declared. “This 
power to reform is an extraordinary one, 


John A. Lloyd 


(Continued from Page 3) 
future, but of a future for which tne 
business must plan. 

“This problem is serious because it is 
a competitive matter wherein life insur- 
ance companies are at a disadvantage 
with purely commercial and industrial 
companies in the constant auction for 
the services of the best young men as 
year after year they achieve maturity 
and move into business,” he said. 

On the present salary basis life insur- 
ance companies can meet the asking 
price. he declared. While the life com- 
panies can meet competition on the basis 
of fringe benefits, they are at a dis- 
advantage in stock options and deferred 
compensation plans. 

“T am sure that you agree with me 
that it will be tragic if, as a business, 
we become so hedged about with archaic 
statutes and impractical regulations that 
we cannot employ our share of tne best 
among the incoming generation of young 
men and women from which tomorrow’s 
corporate officers will emerge.” 


Situation Must Be Met With Reason 


Mr. Lloyd told the meeting that he 
does not advocate the removal of all 
legislative restrictions, or that life insur- 
ance companies be permitted unbridled 
sanction for fantastic salaries or unreal- 
istic compensation schemes. Rather, he 
suggested that the life business seek 
practical methods for solving its com- 
mon problems in this area. 

“Our goal should be to make careers 
in life insurance companies attractive 
and keep them so,” he said. “The price 
we must pay for the kind of brains we 
need should be carefully computed and 
the way found to do it.” 


Powell McHaney’s Career 


(Continued from Page 3) 

and a director of the St. Louis Crime 
Commission. He is a member of the 
3oard of the YMCA; the executive 
board of the St. Louis Council, Boy 
Scouts; board of governors, Automobile 
Club of Missouri and is vice chairman 
of the St. Louis Symphony Society. 

Mr. McHaney has received many ‘hon- 
ors for his activities in state and city 
affairs for his interest in educational 
matters. He is a member of the board 
of curators, University of Missouri, 
which he served as president, 1951 - 54. 
He is also a trustee, Lindenwood Col- 
lege for Women. 


Leavey Tells ‘ells of Survey on 
Policyholders’ Affidavits 


Because of a dual desire to reduce 
administrative costs and to please policy- 
holders, most life insurance companies 
will issue a duplicate policy to a policy- 
holder who completes an affidavit indi- 
cating loss or destruction of a policy. 

This was indicated by a survey re- 
ported to legal section, American Lite 
Convention in Chicago. The survey was 
conducted by H. Harold Leavey, vice 
president and general counsel of Cali- 
fornia-Western States Life. 

Out of 100 companies answering the 
survey, Mr. Leavey said, 90% will issue 
a duplicate upon receiving a policyhold- 
er’s affidavit. Sixty percent require all 
beneficiaries and assignees to sign an 
affidavit. A very few require a waiting 
period after a reported loss and before 
issuing a duplicate. Twelve compamies 
m: ake a charge for issuing a duplicate. 

“Ninety percent of those who will is- 
sue a duplicate ordinarily make no in- 
vestigation of the facts, but accept the 
affidavit of loss,” Mr. Leavey said. 





and its exercise is guarded by the courts 
with zealous care and it is used with 
great caution. Reformation | iis therefore 
granted only in clear cases.’ 
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Cummings’ Blast On “Net Cost’ 


President of Minnesota Mutual Says Using That Argument 
in Sales Is a Myth Which Misleads Public 


Chicago — Harold J. Cummings, pres- 
ident, Minnesota Mutual, told American 
Life Convention’s agency section this 
week that too much emphasis by agents 
on “net cost” as a sales clincher is shak- 
ing confidence of the public. Plunging 
immediately into the subject as he began 
his address he said: 

“So, the life insurance industry has 
lumbered along for years with the myth 
that ‘net cost’ figures are a sound basis 
for choosing one life insurance company 
or plan of insurance instead of another.” 

Calls It a Delusion 

And here’s his viewpoint of treating 
this theory: 

“It is a stubborn delusion which has 
now broken out in a pandemic of con- 
flicting claims that must surely leave the 
poor public as confused as the boy who 
dropped his gum on the henhouse. floor. 
A succession of fine companies, each 
offering life insurance at the very low- 
est cost or at prices that are ‘cheaper 
by the dozen’ must, sooner or later, 
force any thoughtful prospect or policy- 
holder to conclude that at the very least 
some one must be mistaken. And that 
company or agent that would have ‘him 
choose solely or mainly on lowest cost 
must be either uninformed or insincere.” 


Reasons For His Attitude 


Mr. Cummings gave five reasons to 
back up his conclusions. 

1. Surrendered net cost figures plainly 
imply that benefits and privileges in the 
policies compared are _— substantially 
aquivaleat They are not. 

2. Surrendered net cost figures are 
specious because experience demon- 
strates that they will not prove out as 
represented. 

3. SNC figures mean exactly nothing 
except to that rare buyer who survives 
for the period illustrated; and, having 
survived, surrenders his contract. 

4. SNC figures let the buyer assume 
that the company or plan_ illustrating 
lowest cost for one period would provide 
lowest cost for intervening years also. 
eee s rarely if ever true. 

There are many other variables. 
Pigsies comparing SNC between any 
two companies point to divergent con- 
clusions with change in age, plan of 
insurance, sex. They disregard a hodge- 
podge pledge of restrictions for payment 
of termination dividends, overlook in- 
terest on yearly inequz ities in actual 
net payments. They completely ignore 
superior service that may be rendered 
by the agent or his company. Adequate 
evaluation of these and other disparities 


is an utter impossibility. 
His Company Using “A Net Cost 
Debunker” 


Now, what does this add up to. In 
Mr. Cummings’ opinion it is this: 

“We may as well be blunt about it. 
With all these five reasons before him 
any prospective customer must conclude 
that net cost comparisons, ‘however 
plausible, are inconclusive if not mislead- 
ing, ill advised, if not fictitious, decep- 
tive if not deceitful, asinine if not dis- 
honest. And so the good public must 
finally have its confidence shaken in the 
fine institutions that make up the life 
insurance industry.” 

Minnesota Mutual has what it calls 
“A Net Cost Debunker.” It indicates, he 
said, that the relative net cost position 
on Ordinary Life at age 35 of “17 
excellent companies” in event of surren- 
der the first, fifth, tenth, fifteenth and 
twentieth years, The company has tested 
the pattern for other plans and_ for 
various ages. 

“Originally, we used the figures for 
dividend scales effective in 1955,” said 
Mr. Cummings. “We have just rechecked 
the figures for current dividend scales. 


The results are always similarly con- 
clusive: your back is behind you no 
matter how fast you turn around.” 
Gives Some Examples 

One example he gave was this: “A 
company which at one time was in the 
forefront of the rate war now quotes 
the third highest initial premium. And, 
in event of first year surrender it would 
rank twelfth in ‘net cost.’ For sur- 
render, in the fifth year it takes third 
place; the tenth year fourth place; the 
fifteenth year tenth place. In the twen- 
tieth year, thanks to a_ termination 
dividend, it climbs back to fifth place. 

“In no two years does it show up in 
the same cost position. Another 
company which at one time was a 
prime SNC competitor now charges the 
second highest initial premium of al] 17 
companies. In SNC it would rank next 
to the highest the first year, eighth the 
fifth year, sixteenth the tenth vear, And 
it shows the highest cost of all in both 
the fifteenth and the twentieth year.” 

Mr. Cummings said that its “De- 
bunker” shows conclusively that no com- 
pany illustrating low cost for some one 
period can claim comparably low cost 
for the intervening years. 


Dividends 


Another phenomenon of the present 
day cost picture, continued Mr. Cum- 
mings, is the trend toward what the 
actuaries would call “steeper” dividend 
scales. A typical twentieth year dividend 
illustrated as a current scale for a 
Whole Life policy age 35 at issue is 
about four times the first or second 
year dividend on the same scale. Thirty 
years ago it was about two times. He 
did not think excess interest rates ac- 
counted for this difference since those 
rates 30 years ago were at least four 
times the present level. Nor did he think 
lower anticipated costs in later policy 


(Continued on Page 10) 
















sistency pays cash! 





PERSISTENCY PAYS PROVIDENT PRODUCERS 


Good persistency pays. Policyholders get good service. 
The salesman earns more commissions. The company 


keeps more business in force. 


The savings brought about in better than average per- 
sistency are shared with those responsible for them— 
the salesmen. At our convention last month fifty-one 
leaders in persistency who met reasonable production 
requirements divided more than $30,000. This extra 


compensation was money these salesmen earned. Per- 
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JUBILEE 


W. pW BS anathis fifty years eee 


The GOLDEN ANNIVERSARY JUBILEE celebrated at the Edgewater Beach 
Hotel in Chicago, during September, paid tribute to 50 years of progressive 


growth .. . and honored our North American Field Force representatives who 


boosted sales volume during the first six months of 1957, over our peak six 


month record of last year, by more than 28%. Wish you had all been here! 
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Engelsman Sees Merchandising Evolution 


Ralph G. Engelsman, long in the in 
surance merchandising field, speaker on 
insurance sales topics before many gath- 
erings and in schools and co- editor of 
the magazine Probe, discussed changing 
merchandising methods as they apply to 
insurance selling during a talk he made 
before American Life Convention this 
week. 

Opportunities Outside of Cities 

One of current trends in every type 
of business today is that the market 
comes to the customer rather than tne 
customer goes to the market. This has 
been brought about by the movement of 
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industry or other businesses out of the 
metropolitan areas to open spaces where 
there is more parking space available 
Many new shopping districts in the 
suburbs have been opened with a large 
number of others in sight. Life insurance 
must conscientiously prepare to cover 
those areas. The number of agents stay 
ing in and successfully working in the 
small communities where they live is 
increasing. Wherever new industries are 
putting up plants outside of the metro- 
politan areas and there are large new 
housing developments there the agent 
does not suffer from lack of clients. This 
can be accomplished by opening of small 
offices peopled by agents on the spot 
from the time ground is broken for the 
new plants or housing. This would re- 
quire some subsidy, but will pay hand 
somely in the long run. 

Breaking Agencies Into Working Units 

Here is another way some companies 
are meeting this situation: 

When a city agency begins to produce 
in great volume, they have broken the 
agency up like a molecule and taken 
several of the assistant managers, placed 
them in surrounding territories, assigned 
a few agents to them to start with, and 
soon have three agencies going instead 
of one. 

Of course, the man who built the orig- 
inal agency is being compensated for a 
period of time because of the company’s 
action, and often he is given some new 
supervisory title. Several of these com- 
panies, quite naturally, had difficulttes 
when they first attempted this move, but 
they soon experienced a very pleasant 
phenomena. Within several years, the 
original parent agency production has 
come right back to where it was orig- 
inally, and the organizations have pros- 
pered too. Everybody is happy. 

Sees New Agency System Evolving 

“My feeling is that a new agency sys- 
tem will evolve, under which the effec 
tiveness of management organizational 
control and financial support will be 
combined with the best incentive features 
of the general agency plan,” he said 
“It is already taking form. Perhaps, all 
we need is to find some new nomencla- 
ture so that both sides can save face.” 
Manager's Primer for Agency Officers 

After conferring with numerous gen- 


eral agents and managers throughout the 
nation as to how ‘agency department 


(Continued on Page 10) 
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Claris Adams Report 


(Continued from Page 6) 


common ground can be reached and a 
policy formulated which will be in the 
ee interest of the business, the field 
forces, and the insuring public. 


Minimum Group Rates 


“Developments during the year have 
focused attention on minimum Group 
rates which are established by super- 
visory authority in five different states. 
Some of these statutes are extra-terri- 
torial in nature and proposals to make 
changes in the minimum rates have re- 
sulted in conflicts of interest between 
the companies and conflicts of jurisdic- 
tion among some of the states. The 
matter has been called to the attention 
of the NAIC and a subcommittee of 
that organization is considering the pos- 
sibility of recommending uniform mini- 
mum rates and is also givng attention 
to the extra-territorial question and its 
implication in and effect upon the busi- 
ness.” 

Union Welfare Code 

Discussing the union welfare code he 
said a committee of Commissioners was 
appointed to construct one which would 
be presented to NAIC for consideration. 
A tentative outline of such a code was 
presented to a Commissioners committee 
at NAIC convention last June in At- 
lantic City. However, it was merely of- 
fered at that time for consideration of 
all interested parties with thought in 
mind of subsequent hearings and hope a 
final proposal will be ready for NAIC 
consideration at its December meeting. 

Some criticism has been leveled at the 
new code because it applies only to 
insured plans. Mr. Adams said that the 
assumption is that since this is an in- 
surance code and Insurance Commis- 
sioners clearly have authority over in- 
sured plans, the code itself must neces- 
sarily be limited to the subject matter 
within their own jurisdiction. 

It was thought the most that could be 
done in reference to uninsured plans 
was the possible passage of a resolution 
recommending that such plans be 
brought under a similar code of practice 
to be enforced by some oiher proper 
authority. 

“Another criticism is that the Code 
provides for a range of approved com- 
missions,” Mr. Adams continued. “Those 
who object to any form or degree of 
commission or rate control oppose this 
provision on principle. However, the 
position of the committee is that most 
of the abuses uncovered by the various 
investigations had their roots in high 
commissions paid to those who con- 
trolled the business growing out of wel- 
fare funds. Competition in such cases 
consisted not of providing the most 
benefits at the lowest rate for the ad- 
vantage of the beneficiaries, but compe- 
tition was in offering the highest com- 
mission to some agent or broker who 
controlled the case and out of which 
inordinate commissions in some instances 
at least there was well-grounded suspi- 
cion that kickbacks were paid to officers 
or influential members of the unions. 
The feeling of the committee is that 
in this particular field holding the com- 
mission scale down not to the lowest 
possible level but within the range of 
reasonable limits as established by the 
practices of well-conducted companies is 
the very heart of the problem in pre- 
venting serious abuses and permitting 
insurance supervisory authorities to 
maintain state regulation in this field 
of growing importance. The American 
Life Convention has approv ed this code 
in principle and with certain amendments 
expects to support its adoption by the 
NAIC.” 

New York Investment Law 

Mr. Adams next commented on the 
New York Investment Law. A serious 
problem is the new interpretation given 
to the extra-territorial provisions of the 
New York law. 


For many years domestic companies 
in New York have been restricted se- 
verely in the type of investments which 
they could make in several areas includ- 
ing the purchase of common stocks and 
investment real estate as compared to 
the investment laws of many other states 
in which companies were domiciled that 
also operate in New York. Last year an 
opinion by Attorney General Javits gave 
a very much more severe and restrictive 
interpretation to the “substantial com- 
pliance” provision of the New York law 
as applicable to foreign companies than 
had ever been adopted or enforced there- 
tofore by the New York Department. A 
number of leading companies which had 
been operating in New York for many 
years found themselves technically in a 
state of non-compliance with this law as 
newly interpreted.. 

A bill was drawn affording some 
measure of relief to these companies. 
In substance it provided that even 
though a foreign company following the 
permissive investment law of its own 
state had invested in securities of a 
type not permitted under the New York 
law, that if after eliminating such un- 


authorized investments in New York 
the Commissioner was satisfied that such 
company was thoroughly solvent and had 
a sufficient margin of authorized assets 
over and above liabilities to thoroughly 
protect its policyholders, the Commis- 
sioner would not be required to cancel 
or refuse to renew the license of such 
company. The bill did provide restric- 
tions on foreign companies which were 
not entirely palatable but in the main, 
the foreign companies supported the pro- 
posed bill and it had the approval of the 
Insurance Department. It was passed by 
the legislature but was vetoed by the 
Governor. 
New Family Policies 


Mr. Adams also commented on the 
new “family policies” being written by 
a growing number of companies. This 
policy, he said, has proved to be so 
popular that many companies are writ- 
ing close to one-half of their Ordinary 
business on such form. It has probably 
been considerably responsible for the 
current great increase in Ordinary in- 
surance, Forms have been approved in 
all but one state in spite of criticism 

















$160 Million 





An nouncing — 


GENERAL AGENTS WANTED 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 
An Exclusive Contract—Originated by Us. 
You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


in Force in Less Than 5 Years 


Mother Age 30-$1,000. 






































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit {Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 | :« 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 
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ALL GUARANTEES 


(c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) ules Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250, 000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 


Also complete line of very competitive policies! 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 
Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fla. 
I JAMES G. RANNI, PRESIDENT 
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of certain features, particularly the 
granting of juvenile insurance to any 
number of children now living or there- 
after born, at approximately the same 
price. “However,” he said, “most of the 
companies which first criticised have 
joined the parade and new policies of 
a similar type are announced practically 
every day.’ 

Other subjects discussed by Mr. Adams 
were the new mortality table (as to 
which the ALC has taken no position on 
issues where there is a difference of 
opinion) preferred stock valuation, Fed- 
eral tax legislation, pre-notification 
merger bill, premium payment test, bank 
loan plans, Jenkins-Keogh Bill, Social 
Security, solicitation of insurance at 
military posts, valuation and_ policy 
manuals and a number of other matters 
of current life insurance interest. 


ALC Meeting — Axman 


(Continued from Page 1) 


Henningsen, actuary, Northwestern Mu- 
tual; Henry F. Rood, vice president and 


actuary, Lincoln National; Harry J. 
Stewart, president, West Coast Life; 
W. W. Wilson, Jr., president, United 


American, and Mr. Guertin. 

Mr. Evans said: “Apparently some op- 
position to adoption of a modern table 
stems from mistaken belief that by hold- 
ing back such progress the large com- 
panies will be prevented from reducing 
premiums. This is not so and is con- 
firmed by actions taken recently by a 
number of such companies and knowl- 
edge that more announcements are im- 
pending. 

“Those companies advocating the new 
table obviously plan to use it and are 
really not much concerned in regard to 
their own operations whether the table 
is made mandatory. However, we _ be- 
lieve that some other companies whose 
reserve standards are apparently satis- 
factory to them do not wish to change 
them ‘and while not opposed to a per- 
missive table would oppose it if it were 
made mandatory. We believe these com- 
panies should not be forced to make such 
a change which for them is unnecessary. 

“Presumably if the table were made 
mandatory the statutes would specify 
this table as the minimum valuation 
standard and would give companies the 
option to use any table producing higher 
reserves. Since the regulatory authorities 
are interested in reserves being high 
enough, there is no point in making this 
table mandatory. It is high time we rec- 
ognize our responsibilities to the public 
in supporting adoption of a mortality 
table which more realistically approaches 
our current experience. Every one knows 
that the CSO table is based upon mor- 


tality experiences now more than 22 
years old.” 


Some of Problems Involved 


Mr. Henningsen asked if the question 
had been one of determining a new mor- 
tality table to replace the CSO table on 
a mandatory basis for valuation and non- 
forfeiture values would the answer have 
been Table X-17? “Admittedly,” he said, 
“the development of Table X-17 had its 
origin in the deficiency reserve problem 
of the nonparticipating companies. What 
concerns some of us about X-17 is the 
possibility that its use may become man- 
datory for both par and nonpar compa- 
nies which would be a result not con- 
templated in the approach made in its 
prep: tration. It has been emphasized that 
the table is not designed as a basis for 
calculation of premium rates. In _ the 
case of participating companies, the gen- 
eral practice has been to use the same 
table for premiums, nonforfeiture bene- 
fits and valuations. There are strong 
practical reasons for this. Policyholders 
expect dividends to increase with dura- 
tion. The CSO table has provided mor- 
tality margins that increase with age. 
With X-17 the margins if any over mor- 
tality experience would be so small that 
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there is no assurance of dividends in- 
creasing by duration except by leaning 
heavily on excess interest or by making 
changes in assessment of expenses from 
the present patterns.” 

Mr. Henningsen concluded by saying 
the deficiency reserve problem and de- 
sire to present a solution for 1957 legis- 
lative sessions may well have prevented 
a broader look than has been given in 
connection with such ramifications as 
the following : Possibility of a mandatory 
adoption of the new table, the position 
of participating companies and the non- 
forfeiture problems, particularly those of 
the very young ages. Maybe the answer 
is to back up a bit and examine these 
questions more fully by utilizing to full- 
est extent the great amount of excellent 
work that has been done, and then to 
emerge with a modern mortality table 
which would better meet the problems 
of all companies. He summarized as fol- 
lows: A committee of Society of Actu- 
aries has endorsed Table X-17 as safe 
for valuations and has not been chal- 
lenged. Table X-17 will not be used in 
computing nonparticipating rates so he 
saw no point in discussing safety ques- 
tion for that purpose. Use of 130% of 
Table X-17 for extended insurance ap- 
pears reasonable although the margins 
for expense are small especially for 
younger ages. 

Mr. Stewart said that although his 
company opposed the new table he rec- 
ognized that some may want to find a 
middle ground. To secure this he thought 
following suggestions may prove appro- 
priate. 

Any company should be permitted to 
take gross premiums below 1941 CSO 
nets without requiring deficiency re- 
serves where applied to all policy plans 
and justified by its experience filed with 
supervisory authorities. Also, he sug- 
gested if X-17 table be adopted it should 
be required that when used by any 
company it shall apply to all policy plans. 

Mr. Wilson said it is far better for 
the insuring public to pay a few cents 
too much for their insurance than to 
pay a few cents too little. 

He concluded by saying: “Some of us 
still remember the thirties and that ade- 
quate rates were a Godsend during those 
times of depression. People were far 
more blessed by paying a few cents 
more and having the rates adequate than 
paying a few cents less and having their 
companies fail. Common sense and dollar 
economy are sometimes hard to swallow 
but the butterfly trail of the summer 
leads to a hard winter.” 


L. C. BROWN MADE GEN’L AGENT 

Security Life and Accident, Denver, 
has appointed Lloyd C. Brown general 
agent for the Spokane, Wash., territory. 
Mr. Brown entered the life insurance 
business in 1946 and has been associated 
with a large eastern company. 


Acacia Mutual Leaders 


Leslie Warshell, CLU, a veteran of 
20 years’ service at Acacia Mutual’s Chi- 
cago branch, increased his year-to-date 
net new production beyond the $1,250,- 
000 mark during August to lead a total 
of 82 fieldmen for the “Leader” desig- 
nation in the company’s William Mont- 
gomery Quality Club. 

Year-to-date placed totals of two other 
fieldmen passed the million-dollar mark 
by mid-September. These production 
leaders are Walt Szwed, CLU, Detroit 
branch, who now has $1,142,066 in this 
category and Sidney Michaels, Los An- 
geles branch, whose placed production 
total has reached $1,080,500. 

At year’s end, Acacia’s top producer is 
designated president of the Quality Club 
and his four closest competitors are 
Named to vice presidencies. Each year, 
the WMQC president is also named an 
honorary member of the field advisory 
committee, a Group made up of the com- 
Pany’s leading managers. 


Cardinal Spellman’s ALC Message 
Emphasizes Threat Of Communism 


One of the most impressive appear- 
ances before a life insurance audience 
was at ALC convention this week when 
His Eminence Francis Cardinal Spellman 
spoke, using as his title ‘The Fate and 
Faith of Free Men in Our Time.” He 
said his theme was an urgent message 
to every loyal American. “Its urgency 
derives from the presence in our modern 
world of two disturbing factors. The first 
is the immediate threat posed to every- 
thing we hold dear by Communism—that 
system whose crass betrayal of human 
hopes and aspirations has already sealed 
the fate of 900 million enslaved people. 
The second is the steady attrition which 
has been taken throughout the Western 
world by the continuing indifference of 
free men to nourish the sustaining roots 
of their freedoms. Each factor of itself 
is serious enough to merit our deepest 
concern; but the combination, if not 
effectively resisted, will spell disaster for 
our American way of life. There is a 
desperate need for all Americans to un- 
derstand this peril ‘because our very 


survival as a free people is at stake.’ 
Totalitarianism 


“The perilous drift toward totalitarian- 
ism in the twentieth century which has 
swept so many millions into the treacher- 
ous, death-dealing current of Commu- 
nism, is still ominously at work,” he said. 
“It draws new victims within the reach 
of its insidious pull. Communism is no 
respecter of persons or nations and we 
Americans dare no longer indulge the 
folly of imagining that we are exempt 
from its influence. While it is true that 
we still breathe our native air of free- 
dom, we must never forget that other 
peoples once breathed that same air, and 
that they who survived the bestial beat- 
ings and brain-washings of their ‘liber- 
ators’ breathe freedom’s air no longer. 
They are today enslaved. What has hap- 
pened to them, can happen to us—and 
will—if we are forgetful of the history 
of the past 12 years with its treasons and 
tragedies which has meant murder to 
millions of once free peoples. We who 
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The BMA fieldman represents a Com- 
pany which offers to its clients a full line 
of personal insurance services to take 
care of every individual need. 


His qualifications as an expert in per- 
sonal insurance protection are backed by 
a Company with more than one and a 
quarter billion dollars of life insurance in 
force, and 48 years’ experience in the 
field ‘of accident and health. 


His services include hospitalization, 
major medical expense for individuals 
and groups, retirement income, educa- 
tional, mortgage and other comprehensive 
plans. In fact, the BMA fieldman offers 
personal insurance protection of all types 





to people in all walks of life. 
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are still free must be watchful lest the 
precious boon of freedom obtained 
through our forefathers’ heroic sacrifices 
and entrusted by them into our safe- 
keeping with such loving pride, will be 
squandered through our own ape athy and 
carelessness. There is a price for eternal 
liberty—and that is eternal vigilance 

“The gravest peril to our free way of 
life comes from Communism, and no 
amount of sentiment or loose thinking 
can alter this grim fact. Modern history 
is filled with the wreckage. of nations 
whose leaders thought they could tem- 
porize with Communist promises and 
guarantees and still maintain their lib- 
erties. 

“Even in our own land, we continue 
to hear fuzzy-minded apologists for 
Communism. Our national conscience, 
once so sensitive to Nazi outrages, today 
is shockingly stilled by Soviet barbarities. 
The forces of protest in America which 
20 years ago made suc h a hue and cry 
about the civil war in Spain, and used 
that occasion to recruit an Abraham 
Lincoln Brigade to fight on the side of 
the Loyalists, made no outcry during or 
after the time when the Freedom Fight- 
ers of Hungary fought and bled in the 
streets of their homeland one short year 
ago. Why is it that the moral conscience 
of America was so rez adily responsive 
when Fascism and Nazism were the 
aggressors, and no effective protest made 
against Communist aggression and domi- 

nation? 

“I am personally aware that one of our 
best known traits, as Americans, is our 
habit of looking on the bright side of 
even the darkest prospects. This optimis- 
tic approach has stood us in good stead 
when we have been afflicted with earth- 
quakes, droughts, floods and depressions. 
However, to adopt this attitude concern- 
ing Communism is to court nation: al ruin 
because there is no bright side to this 
leprous, malignant growth on the body 
politic. It is a terminal disease which 
brings death to the hopes and aspira- 
tions of free men! Mask it, disguise it, 
camouflage it, as its propagators will, 
they cannot hide its underlying macabre 
reality. Famine, plague and destruction 
are its evil offspring and they have left 
their indelible scars on every land which 
Communism has invaded.” 


Midland Mutual Leaders 


The two newest members of Midland 
Mutual Life’s “Millionaires Club” were 
formally inducted into the honorary or- 
ganization at the company’s 1957 west 
coast regional convention recently. Philip 
Fass and Chester Bloome, both associ- 
ated with the Sam Van Elgort Agency 
of Beverly Hills, received special “Mil- 
lionaires” scrolls from President C. O. 
Sullivan in recognition ceremonies at the 
Ojai Valley Inn near Los Angeles. The 
two achieved the distinction by passing 
the million mark in dollars of Midland 
Mutual life insurance in force. 

In addition to recognition of field lead- 
ers, the three-day meeting featured a 
varied business program in which new 
“package” sales aids were introduced and 
the effective use of existing materials 
was presented by speakers and panels. 
Members of Midland Mutual’s west coast 
agencies and wives were in attendance, 
along with home office representatives. 


Joins Liberty National 

President Frank P. Samford an- 
nounces the appointment of W. Winfield 
Crawford as agency manager of the 
Home Office Ordinary Agency of Liberty 
National Life. 

Mr. Crawford is a native Oklahoman 
and a veteran of World War II. He 
attended the University of Oklahoma, 
the University of Chicago. and the 
American Conservatory of Music. He 
holds a Bachelor of Music and Master 
of ‘Music Degrees and was a professor 
at Howard College 1950 - 1956. 

In 1956-1957, his first year in the 
insurance business, he produced $2,300,- 
000 worth of business. 
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Higdon Suggests Sinking Fund Idea 


Chicago—Besides providing for life in- 
coverage, it is necessary that 
adequate sinking fund to 


surance 
there be an 


take care of economic obsolescence and 
to replace income which is no longer 
provided at the retirement age, said J. C. 


resident of Business Men’s As- 
surance, Rr ALC this week. 

“We are all impressed by the new 
high records of life insurance purchases,” 
said Mr. Higdon. “Last year a total of 
25,200,000 policies from 1,150 life compa- 
representing casualty f 


Higdon, | 


protection ot 


nies ; 
$55,313,000,000 of new life insurance. This 
was $6,900,000,000 above the 1955 total 


and nearly four times the 1945 amount. 
But just how well are the needs of our 
policyowners covered by life insurance? 
To what degree has the average policy- 
owner achieved personal security through 
his life insurance program? Right now, 
average life insurance in force per family 
is $7,600. Average income is $5,300. 
After payment of debts, only two- thirds 
of this $7,600 is left. That means life 
insurance equal ($5,100) to a little less 
than one year’s income is available for 
family needs. Is this enough? 

“To suggest any reduction in the 
standard of living in order to invest more 
money in life insurance always brings 
a cry from any industry whose _ pur- 
chases might be affected. Nevertheless, 
[ raise this question for your consider- 
ation. Is there now a proper balance 
between the amount invested in housing, 
gadgets, automobiles, recreation and life 
insurance? There is another approach, 
based on increase in personal in- 


one 

come. In August the annual rate of per- 
sonal income was $347.3 billion. This 
was an increase of $18 billion over last 
year, an amount 4% billion more than 


the total present premium income of all 
life insurance companies in the United 
States. How much of this increase should 
the public invest in life insurance? 38% 
of the amount of increase in income was 
invested in life insurance. Again I ask, 
is this enough? 

“In order to do a complete 
life insurance, it is important 
arrange for the accumulation of a sink- 
ing fund through the sale of higher pre- 
mium insurance after the children are 
srown and_ self-supporting, when the 
family obligations are reduced. Because 
there are substantial savings in other 
forms than in life insurance reserves, it 
is difficult to get an estimate as to just 
how much has been accomplished in cre- 
ating a sinking fund that will replace 
earning power when retirement is neces 


job with 
that we 
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“Besides providing for adequate life 


Cummings’ Talk 


(Continued from Page 7) 
ay a ible expl: : 
years was a plausible explanation. 
Mr. Cummings quoted the head ot 
one of the industry’s organizations who 


wrote a letter recently that the present 
“rate war” is predic ited on the assump- 
tion that “the public is no longer inter- 
ested in coverage, but only in price 
\ are leading us down the road to 
cut-throat competition which destroys all 


veemect for competitors and even for 
ourselves.” 
Says Insurance Business Should Measure 
Up to Its Job 

Comment by Mr. Cummings: “I say 
‘Amen’ to that.” Continuing he said: 
“That an institution which has no paral- 
lel in the history of the business should 
be so inept at a time when it has such 
a tremendous market to meet, an almost 
frightening task and duty to perform, is 
all the more pity. One could wish 
the life insurance industry as big as the 


job it has before it. Is it too much to 
hope that in the interests of self-survival 
this silly ‘rate war’ might be called off 


forthwith ?” 


insurance coverage, it is necessary that 
there be an adequate sinking fund to 


take care of economic obsolescence and 
to replace income which is no longer 
provided at the retirement age. While 


it is possible to analyze the situation of 
an individual, the information available 
in the aggregate is less easily obtained 
than for life insurance. The reason is 
that a greater proportion of sinking fund 
accumulations are in other forms of sav- 
ing and investment than life insurance 
reserves. We do know that in addition 
to the $784 billion of life insurance 
reserves, there are time deposits in com- 
mercial and mutual savings banks, E, F 
and G Savings Bonds, savings and loan 
association assets, credit unions, postal 
savings, non-insured private retirement 
plans, railroad retirement, federal civilian 
retirement, state and local employees, 
which result in an aggregate figure of 
$248.6 billion, or three times the total of 
life insurance reserves. In _ addition, 
there is $22% billion in the Social Se- 
curity Trust Fund. But obviously these 
sums are insufficient for the need. There 
much to be done in the field of 
increasing the sinking fund for retire- 
ment as in the field of increasing life 
insurance protection. Furthermore, in- 
creasing these funds is important to our 
national economic well-being.” 


Is as 


R. G. Engelsman 


(Continued from Page 7) 
leaders can improve their opportunities 
Mr. Engelsman presented his ideas of 
“a manager’s primer for agency of- 
ficers.” In part they follow: 

Analyze. Business has been so good— 
business rolling in at such a rate—that 
companies and agencies seem to be pros- 
pering in spite of rather than because 
of what they are doing. But if that 
growth is to hold up under less favor- 
able conditions, it is of vital importance 
that specific plans for growing be inau- 
gurated now. Such plans can only be 
evolved by an extensive’ analysis and 
careful consideration as to the type of 
market; where that market is concen- 
trated; the field leadership available to 
build it; the sort of product most at- 
tractive to it; the investment required 
and the potential profits. 

Decide. (Not to decide is to decide 
not to.) Have a specific written out step- 








Agency Vice President. 





GENERAL AGENT WANTED FOR LOUISVILLE 


This old line New England mutual company is looking for qualified 
man to take over established Louisville Agency. 


Complete and effective training and promotional programs avail- 
able to assist in Agency building job. This can be a tremendous financial 
opportunity for man with proven Agency building ability. 


Send complete resumé in confidence to G. D. Covell, C.L.U., 


BERKSHIRE LIFE INSURANCE CO. 
PITTSFIELD, MASS. 








by-step over-all program for field oper- 
ations, both short and long time range. 
Either invite representatives of the 
agents and managers to help in working 


out programs, sincerely asking their 
advice and criticism before plans are 
announced. 


Top brass must be interested and their 
assistance given. If that can’t be done 
the agent’s goose is cooked, Mr. Engels- 
man continued. “Selling this idea to top 
brass is a sale in itself,” he said. “Pro- 
grams to the field should be sold instead 
of just dumping it into the laps of the 
agents. Then there is the matter of 
quotas. They should not be pulled out 
of a hat, but must be given from a first- 
hand picture of each agency’s situation 
and problems, particularly the ability to 
absorb. 

“The companies are simply running a 
large agency. They must keep in close 
touch with their managers, giving 
the same thought and consideration to 
their financial and family problems and 
whims as they expect the relationship 
of managers with their agents to be.” 


More Predictions 


Mr. Engelsman also made the follow- 
ing predictions relative to contracts: 
New types of monthly premium retire- 


ment policies written at much lower 
rates than heretofore; an increasing 
number of high first-year cash value 


arrangements; policies guaranteeing rent 
of leased apartments, similar to mort- 
gage life insurance; special cheap poli- 
cies for school children. 



















ARE YOU STILL TRYING TO 
SELL FROM AN EMPTY WAGON? 


That's not the case with Federal's Agents. 
Licensed in all 48 States, Federal offers a full 
line of modern, competitive Life and Guaran- 
teed Renewable A&H . . . backed up with top 
commissions, vested renewals, training schools, 
100% home office service and fifty-one years 
of leadership and experience. Four divisions 
. + » Regular, Credit, Special Risks and Group 
. +» provide Federal Agents with the merchan- 
dise to offer any prospect. Opportunities for 
General Agencies are open in all states. Write 
Agency Secretary, Division D, for full details, 
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More Insurance on 
Minor’s Lives Written 


FRANK ASCHEMEYER TALK 


Most Issued in States With Statutes 
Removing Disability at Certain 
Attained Ages 


Frank P. Aschemeyer, vice president 
and general counsel, General American 
Life, told ALC legal section this week 
that an increasing amount of life insur- 
ance has been issued in recent years to 
minors. This is particularly true of those 
old enough to have achieved some dis- 
cretion or who can pay premiums from 
their earnings. 

He gave results of a questionnaire. In 
answering it most companies said they 
issue policies to minors in states which 
do not have statutes removing the dis- 
ability of minority at the attainment of 
a special age. 

Answers to question of whether com- 


panies issuing such policies permit 
minors to exercise policy rights were 
varied. 


More States Permitting Such Contracts 


Mr. Aschemeyer reported that there 
has been a gradual increase in the num- 
ber of states which have enacted statutes 
permitting minors of a specified age 
to contract for insurance and statutes 
authorizing the payment of limited an- 
nual amounts to minor beneficiaries. 
The latter type of statute will elminate 
the problems inherent in the payment of 
educational endowments in most 
the speaker said. 

“There is an important need for the 
enactment of both types of statutes in 
all states,” he commented. “In statutes 
which authorize minors to contract for 
insurance on their own lives, it is impor- 
tant to include explicit provisions au- 
thorizing the payment of the proceeds 
of such policies directly to such policy- 
holders.” 

Under statutes in 24 states, the Dis- 
trict of Columbia and the Territory of 
Hawaii, a minor is deemed to have the 
legal capacity to contract for life insur- 
ance, and often disability insurance too. 
for the benefit of specified classes of 
benchcianies, 


cases, 


‘Outside Influences’ in Selling 


Discussed by Earl Schwemm 
Earl M. Schwemm, CLU, Chicago 


agency manager, Great-West Life. ad- 
dressing ALIC this week said that “out- 
side influences” constitute “the real pay 
off” in influencing life insurance sales. 
Those influences are tax laws and tax 
regulations. court decisions, marital de- 
ductions, Social Security, high taxes, 
social and economic conditions and 
trends and population statstics. 
(Continued on Page 12) 
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NALU Executive Committee Rules 
On Credits For Family Policies 


Million Dollar Round Table Chairman 
Howard D. Goldman, CLU, of Richmond, 
Northwestern Mutual’s general agent for 
the State of Virginia, has announced 
that credit for family policies was con- 
sidered at a meeting of the Million 
Dollar Round Table by-laws and execu- 
tive committee held in Detroit, recently. 
Decision has been reached that family 
policies can be properly credited for 
MDRT volume on what may be a more 
equitable and slightly more liberal basis 
than initially announced in early August. 

“The executive committee,” Mr. Gold- 
man said, “now interprets the by-laws 
to permit crediting such of the insurance 
as is effected on the lives of the parents 
as either regular permanent insurance 
or Term insurance, as the case may 
be, and further, that since any coverage 
provided by these policies on the lives 
of the children in the family is purely 
incidental. No credit will be given by 
the MDRT for any volume on the lives 
of the children.” 

Since it is normal to assume that the 
average age of the father on a large per- 
centage of the volume issued on these 
policies will be about 35, and premiums 
at 35 usually may be expected to yield 
first-year commissions of somewhat less 
than $15 per thousand of the _ base 
amount on the lives of parents, this 
treatment assures a volume credit at 


least equal to the face value of the per- 
manent insurance that may be issued on 
the lives of the parents, and, subject to 
restrictions on Term provided by MDRT 
by-laws, also credits the Term put in 
force on the parents’ lives. 

John O. Todd, MDRT by-laws com- 
mittee chairman, points out that when- 
ever new policies come out which are 
not easily susceptible to being placed in 
some specific category, the by-laws pro- 
vide that such policies shall be credited 
in the “catch all” provision of Article 
V — Paragraph 4 — which evaluates 
volume on the basis of $1,000 volume 
for each $15 of lst commission. 

“However,” says Mr. Todd, “since 
more companies are coming out with 
these family policies, and each one seems 
to vary somewhat from the others, our 
committee thought it best to look care- 
fully into the basic principles. As we 
did, we found that the insurance on the 
parents’ lives could always be identified 
as either permanent or Term policies, 
and that MDRT by-laws amply cover 
these forms. We found further that 
any premium being charged for Term 
coverage on the children has _ been 
merged into the basic premium, thus per- 
mitting the amount of coverage to be 
varied with the number of children with- 
out any change in total premium. Under 
these circumstances, in the judgment of 
the by-laws committee the executive 
committee is on sound ground in inter- 
preting the by-laws to deny any credit 
for the Term coverage on the children.” 


Pan American Regional Seminars 


Pan-American Life of New Orleans 
has just concluded a group of regional 
seminars for its general agents on mod- 
ern approaches to pension plans. Con- 
ducted by J. Merle Lemley, director of 
Pan-American pension department, the 
meetings were held in New Orleans, 
Dallas and Jacksonville. 

Objectives of the new plans are to 
fit a modern market and are aimed pri- 
marily at the small buyer. In keeping 
with these obiectives Pan-American has 
confined its offers to such a degree that 
it is now possible to train each general 
agent to become the equivalent of a 
pension consultant. To further accom- 
plish these objectives the company has 
developed simplified contracts and an 
unusually thorough and elaborate train- 
ing program coupled with adequate sales 
aids. The general agent so qualified can 
in turn give much quicker and more 
efficient service to potential buyers and 


brokers. He has the decentralized home 
office prerogative of preparing cost cal- 
culations and proposals within his agen- 
cy. He will be able to do “entry age 
normal” calculations, which in the past 
was confined mostly to home office con- 
sulting firms. 

For the small pension buyer Pan- 
American can offer not only very liberal 
Group underwriting up to $20,000 per 
participant, when life insurance is in- 
volved in pensions, but they are also 
prepared to offer flexibility in annual 
cost commitments, which thas been a 
great need for many small businesses. 
Very important, the portfolio will con- 
tain the privilege of a long term of 
funding the annual cost of benefits of 
persons over age 60 even though thev 
retire at 65 or 70. 

Of interest to many brokers is Pan- 
American’s modern approach of working 
closely with banks and_ investment 
houses on a special funding plan when 
the buyer wishes to consider partially 


Insurance Dept. Moves 
To 123 William St. Oct. 25 


The New York Insurance Department 
will begin moving its New York City 
offices from 61 Broadway to 123 William 
Street the evening of Friday, October 
25. The move will be completed by 
Monday morning, October 28. 

Superintendent Leffert Holz stated 
that the move will be made in this 


manner so that the business of the De- 
partment can continue without let-un. 
The new phone number is Worth 2-1200. 


Honor Elmer O. Bierbaum 


Elmer O. Bierbaum, agent at Chero- 
kee, Towa, for Union Central Life, was 
honored recently at a special joint lunch- 
eon of the Kiwanis and Rotary Clubs of 
Cherokee. 

Principal speaker at the meeting was 
John A. Lloyd, president of Union Cen- 
tral. Other Union Central officials at- 
tending the meeting included Vice Presi- 
dent Harold P. Winter, CLU, also of 
Cincinnati, and Edgar W. McCracken, of 
Sioux City, manager for Union Central 
in northwestern Towa. 

Mr. Bierbaum was specially honored 
by Union Central for his record of 178 
consecutive months as a member of the 
company’s Parade of Stars, the largest 
total ever accumulated by any Union 
Central agent. Membership in the Par- 
ade is limited to agents who sell a mini- 
mum of $25,000 of life insurance during 
the preceding month, a level of produc- 
tion maintained by Mr. Bierbaum for 
nearly 15 years. 


Old Republic Names Bowen 


Agencies Superintendent 


Fran E. Bowen has been appointed 
a superintendent of agencies for Old 
Republic Life, Chicago. His headquar- 
ters will be at the company’s office in 
Arcadia, Cal. Mr. Bowen will work with 
A. Murray Brown of Chicago, and Phil 
B. Strom of Greensburg, Pa., in direct- 
ing Old Republic’s agency program. 

Before joining Old Republic, Mr. 
Bowen was supervisor of agencies and 
national director of brokerage sales for 
Pacific Mutual Life in Los Angeles. 
He has also been associated with Can- 
ada Life and Standard Insurance Co. 
He is a graduate of the University of 
California. 





trusted pension funding in conjunction 
with partially insured funding. 

Mr. Lemley says, “We believe there 
are many worthwhile reasons for a pen- 
sion buyer to consider the partially in- 
sured-partially trusteed approach. In 
many instances it amounts to disservice 
to the buyer if such an underwriting 
medium is not called to the buyer’s at- 
tention on a fully enlightened basis.” 


Western & Southern Gets 


Texas Prudential Control 


Chicago — Arriving to attend ALC, 
President William C. Safford of Western 
& Southern Life, Cincinnati, confirmed 
reports that his company is buying 
Texas Prudential Life of Galveston. 

This makes fourth company which in 
a short period has been taken over hy 
Western & Southern and means that at 
end of 1957 that company will have 
$800,000,000 of assets and $4,000,000,000 
insurance in force. The other three com- 
panies which recently have become part 
of Western & Southern are Imperial Life 
of North Carolina, Life Insurance Co. of 
Missouri and Guaranteed Mutual of Bev- 
erly Hills, Cal. 


Republic National Seminar 


Thirty-one life insurance executives 
from thirteen states and Puerto Rico 
were in Dallas the week of September 
30 to attend an agency executive seminar 
conducted by the reinsurance division of 
Republic National Life. 

Objectives covered by the seminar, ac- 
cording to W. N. Stannus, vice president 
in charge of the reinsurance division, 
included training plans, sales techniques 
and underwriting. Class instructors were 
Lyman E. King, CLU, assistant vice pres- 
ident and director of agency training; 
Howard W. Channell, assistant vice pres- 
ident and director of branch offices, and 
Charles Walters, assistant training di- 
rector. 

Eleven Republic National Life officers, 
including President Theo. P. Beasley and 
Clarence J. Skelton, senior vice presi- 
dent and co-ordinator of production 
planning, were guest speakers. Their 
subjects covered broad fields of the life 
insurance industry and touched on such 
phases as investment, Group, reinsur- 
ance, accident and sickness possibilities 
and public relations. 


IRWIN L. LOEWENBERG DIES 


Irwin L. Loewenberg, veteran associ- 
ate of the Donald C. Keene Agency of 
Massachusetts Mutual Life in New York 
City, died recently at the age of 64. Mr. 
Loewenberg had represented Massachu- 
setts Mutual and the Keane Agency since 
1931. A bachelor, he was the brother of 
Ralph S. Loewenberg, who is one of 
the company’s leading producers and also 
a long-time member of the Keane 
Agency. 


Earl Schwemm 


(Continued from Page 10) 


“The important thing is not so much 
a salesman’s capacity for knowledge 
about life insurance, but rather a ca- 
pacity to interpret and anticipate out- 
side influences, and then use these out- 
side influences as a basis for insurance 
sales,” Mr. Schwemm said. 
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Are You Looking for a General Agency? 


If your present company cannot offer you one, investigate 
EMPIRE. We have the latest and best in modern, streamlined 


LIFE — Quantity Discount, Mortgage Coverage, Family Income, 
Juvenile and Retirement Income. 


GUARANTEED RENEWABLE — Accident & Sickness, Hospi- 
GROUP — Life, Hospital, A. & S. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
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Cal-Western States Writes 
Pacific T. & T. Group Plan 


California-Western States Life has 
been selected by Pacific Telephone and 
Telegraph Co, as primary carrier and 
administrator for a Group life insurance 
program which it is initiating. It is 
believed to be the largest Group life 
insurance program ever written on the 
West Coast. 

Announcement, made by Robert E. 
Murphy, president of Cal-Western Life, 
stated that the program is intended to 
make available Group life insurance pro- 
tection to all employes having at least 
six months’ service with the company. 
There are more than 80,000 such em- 
ployes of the company located in Cali- 
fornia, Oregon, Washington and North- 
ern Idaho. Employes of the Bell 
Telephone Co, of Nevada are also in- 
cluded. 

If all the employes sign up in the 
program, more than $400,000,000 of life 
insurance protection for Telephone Com- 
pany employes will be in force. 

Under the program, Pacific Telephone 
employes may secure an amount of 
Group life that is approximately equal 
to their annual salary. The cost of the 
voluntary program will be shared by 
both the company and its employes. En- 
rollment of employes will be handled by 
the Telephone Company directly with its 
employes. 

This plan has been designed also to 
provide reduced amounts of insurance 
for employes already retired on pension 
and for employes who will retire under 
the company’s pension plan i in the future. 

In addition to naming Cal-Western 
Life as primary carrier and administra- 
tor, Pacific Telephone and Telegraph 
has selected the following companies as 
reinsurers: Metropolitan Life, New 
York; Pacific Mutual Life, Los Angeles; 
Standard Insurance, Portland; and The 
Travelers, Hartford. 

Neil E. Simpson, vice president and 
superintendent Group sales, and Marcus 
Gunn, vice president and chief actuary, 
acted for Cal-Western Life in this 
record-breaking case. Marsh & McLen- 
nan-Cosgrove & Company were the 
brokers in the case. Glen Ireland, vice 
president, and R. B. Dugger, assistant 
vice president of Pacific Telephone and 
Telegraph Co., San Francisco, repre- 
sented the utility company. George C. 
Foust, Jr., vice president of Towers, 
Perrin, Forster & Crosby, Inc., was the 
technical consultant for the company. 


Licensing Requirements 


Of N. Y. Agents Tightened 


The New York State Association of 
Life Underwriters has informed its local 
association members that it has received 
a new interpretation of the insurance 
law tightening agent licensing require- 
ments. 

President Joseph N. Desmon, CLU, of 
the New York State agents’ group said 
the interpretation will affect primarily 
the applicant who applies for a life in- 
surance license for the sole purpose of 
receiving a commission on business writ- 
ten on the executives of a firm in which 
he is the principal owner. 

Heretofore, ‘Mr. Desmon said, there 
has been nothing but an ethical practice 
which would prohibit a substantial in- 
sured from getting his own license to 
write his own business. There has exist- 
ed for many years, however, the rebating 
statute which prohibits a person from 
getting a license and then returning part 
of the commission to the insured. Sec- 
tion 209 of the New York Insurance Law 
prohibits the offering of anything of 
value to the insured, directly or indi- 
rectly, other than what is contained in 
the provisions of the policy. 

President Desmon pointed out that 
Chapter 414 of the Laws of 1957 apnlies 
to agents when more than 10% of the 
aggregate net commissions earned re 
sult from the sale of insurance on the 
spouse or on risks of a corporation 
which the agent or his spouse, or both, 
own more than 50% of the stock. 

The New York State Association of 


Substandard Lives Under 
N. Y. Life’s Family Policy 


In a letter to the field force of New 
York Life, Senior Vice President and 
Chief Actuary James T. Phillips an- 
nounces that the company will make its 
family insurance program available to 
substandard lives and is reviewing re- 
jected cases along those lines. 

“With the introduction of the ex- 
panded special class program, almost all 
applicants at ages 18 to 50 should be able 
to qualify for a family insurance policy,” 
said Mr. Phillips. “To our knowledge, no 
other company issuing this kind of insur- 
ance makes it available on a special class 
basis as extensively as New York Life.” 


Promote W. W. Goodner 


Peninsular Life announces the promo- 
tion of W. W. Goodner to the position 
of assistant director of agencies. He was 
graduated from the University of Nevada 
and did graduate work at the Utah Uni- 
versity. Since joining the company in 
1952 Mr. Goodner has held nearly every 
position in the field from agent to super- 
intendent of agencies. 





Life Underwriters has been notified by 
the Insurance Department that it has 
construed a new amendment to Section 
114, giving the Superintendent of Insur- 
ance authority to refuse to issue a li- 
cense or to revoke an existing license 
under circumstances not previously au- 
thorized. 

Mr. Desmon pointed out that his As- 


sociation was aware, at the time the 
Legislature was considering this pro 
posal, that it was designed to cover 
property risks—mainly of real estate cor- 
porations, conditional sales agreements, 
etc., and agents doing a casualty or 


brokerage business. The application of 
the law also applies to life insurance 
agents, he emphasized. 
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New England 
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Ground-Breaking Ceremonies Held 
For National of Vt. New Home Office 


More than 700 persons attended the 


ground-breaking ceremonies which sig- 
nalled the formal start of the new multi- 
million-dollar of National 


Davis, 


home office 
Life of Vermont. 


president, 


Deane C. com- 


pany told the gathering that 


when the five-story building is completed 


late in 1959 or early 1960 it will stand 
“oe i? b- 

as a symbol of service to more than a 
million Americans, wives and children, 
who are protected by National Life in- 
surance representing a total volume 


today of nearly two billion dollars.” 























with branch offices 





Agency service throughout North America 
in 100 key centers from 


Coast tO-CcOAast. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE OF CANADA 


Head Office — Montreal 








In recalling the company’s birth in 
Montpelier, Vt., in 1850, Mr. Davis said 
National Life “has drawn a great meas- 
ure of its strength and certainly much 
of its personality and character from its 
Vermont environment.” 

The company chartered ten busses to 
transport its entire 500-member staff to 
the site of the new building which will 
be located on a wooded bluff facing the 
state capitol. 

Mayor Edward F. Knapp, representing 
Montpelier, said the city’s identity as the 
home of National Life equals its fame 
as the capital of Vermont. 

As Mr. Davis told about Dr. Julius Y. 
Dewey, the Vermont country doctor who 
founded National Life, a horseman 
dressed to depict the doctor rode around 
the gathering. 

Mr. Davis and Mayor Knapp oper- 
ated a bulldozer to break ground for the 
new building which will accommodate 
1,000 employes. Then 11 agents repre- 
senting the company’s field force from 
all sections of the country used spades 
to break ground on behalf of 500 col- 
leagues. The agents were Thomas A 
Yoland, Chicago; Francis T. Fenn, Jr., 
CLU, William H. Connelly, Hartford; 
Elliott L. Hass, CLU, Earl Hollings- 
worth, Jr., James L. Erb, Atlanta; Ray- 
mond H. Sponberg, Minneapolis; Rich- 
ard L. Godine, Baltimore; Andrew A. 
Williams, Jr. Dallas; Theodore M 
Stone, Boston; and R. Roy Casey, 
Albany. 

Special guests introduced by the mas- 
ter of ceremonies, Clyde R. Welman, 
CLU, National Life’s agency vice presi- 
dent, were Dr. Ernest M. Hopkins of 
Hanover, N. H., chairman of National’s 
directorate; John H. Patrick of Burling- 
ton, Vt., and Robert S. Gillette of Barre. 
Vt., company directors; E. S. Brigham 
of St. Albans, Vt., former president of 
National Life; Thomas F. Gilbane, presi- 
dent of Gilbane Building Company of 
Providence, R. I., and Maurice A. Berry 
of Hoyle, Doran & Berry of Boston, 
general contractor and architect, respec- 
tively, for the new building. 

The invocation was delivered by two 
members of the local clergy—Rt. Rev 
Msgr. W. P. Crosby, pastor of St. Au- 
gustine Church, and Rev. W. Harper 
Welch, pastor of Bethany Congrega 
tional Church. 


J. Byron Saunders Resigns 


Theo. P. Beasley, president, Republic 
National Life, Dallas, has announced 
that the executive committee of the board 
of directors has accepted and made ef 
fective the resignation of J. Byron Saun 
ders. as vice president and general 
counsel. 
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Charles G. Dougherty With 
Metropolitan Life 25 Years 





DOUGHERTY 


CHARLES G. 


Charles G. Dougherty, vice president, 
insurance and public relations, Metro- 
politan Life, was 25 years with that 


on October 3. 

University of Virg 
Metropolitan as 
division and 


company 

\ graduate of 
Mr. Dougherty 
an attorney in the law 
associated with the office of 
Tavlor, Ir., begin 


was executive vice 


rin: L, 


joined 


later became « 
the late Charles G 
ning when the latter 
president. 

In World War II he 
and operations officer in Scouting 
Atlantic Fleet. Following 
his promotion to lieutenant commander 
Air Group 
assistant opera 
assigned to thy 
which par 


an executive 
Squad 


Was 


ron 36 of the 


he w&s transferred to Carrier 
administrative and 
tions officer and was 
aircraft carrier Shangri-La, 
ticipated in the Okinawa and _ other 
Pacific campaigns. With rank of com 
mander he returned to Metropolitan as 
assistant general counsel in February, 
1946: was elected second vice president 
on January 1, 1951. His election to vice 
president was last year. For some tim: 
he was secretary-treasurer of the Asso 
ciation of Life Insurance Counsel. Mr 
Dougherty is a vestryman in the historic 
Grace Church, Broadway and Eleventh 
Street 


85 as 


Pacific Mutual Life Opens 


New Kansas City Offices 


Pacific Mutual Life, last week, cele- 
brated the opening of its new modern 
offices at 3800 Broadway, Kansas City, 


Mo., with an invitational 
some 300 top business, civic and financial 
leaders. On hand to greet them were 
Pacific Mutual President T. S. Burnett 
and Vice President Ralph J. Walker 
arrived from Los Angeles to par 
ticipate in the opening 

The modern 5,000 square foot structure 
will house Pacific Mutual’s Kansas City 
Agency, manag red by Harry Hodgin; the 
district claims office, managed by J. 
Marshall Caaaent: and the Kansas 
City Group office, managed by A. Ed- 
ward Werner. The company will con- 
tinue to maintain separate offices for 
its railroad department. 

The new building’s contemporary de- 
sign features use of a curved wall facing 
Broadway with vertical lines of brick, 
and steel. Architect D. Kent Froh- 
werk of the firm of Bloomgarden and 
Frohwerk, stressed a harmonious eye 
appeal together with efficient operation 
in creating office interiors. The entire 
building is air-conditioned. An ample 
off-street, illuminated parking area has 
heen completed at the rear and extends 
through to Washington Street. 


vho 


glass 


reception for 


tunities in Group life business as never 
before. 

“We are confident this definite sales 
climb will continue as more agents and 
brokers realize the sales potential of 
Group insurance based on the Model 
Group Definition sponsored by the Na- 
tional Association of Insurance Com- 
missioners.” 

Introduced in 


U. S. Life Group Division 
Reports 80% Increase 


During the first eight months of 1957, 
an increase of 80% in total paid for do- 
mestic Group life business over the 
same period last year was recorded by 


the Group division of the United States 


March of this year, 


Life. ] H 

“There’s no doubt in our minds,” United States Life’s model Group life 
stated Group Vice President Fred O. plan allows a $20,000/$40,000 life schedule 
Becher, Jr., “but that the new 20/40 to be offered to firms with as few as ren 


employes in states where permitted. The 
same schedule is also offered in states 
where no maximum is imposed by law. in 
other states having lower minimums, the 
plan provides the limit allowed by law. 


Model Group Life plan is a primary fac- 
tor in this gain. This plan, which allows 
small and medium-size firms to offer 
employe benefits comparable to those of 
much larger firms, expands sales oppor- 
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no ctee Pee, 


A AS THEY COME! 


When it comes to competition, a Union Mutual 
Preferred Risk just can’t be touched. It combines 
low premiums with low net cost to make one of the 
best buys on the market today. (See illustration 
below). The minimum policy is $10,000 and all of 
U. M’s. PLUS VALUE Settlement Options are 
available including Life Income (10 yr. Cert.) 
male 65 which pays $6.30 per mo. per M of 
proceeds. 


TOSS YOUR CONTENDER 
INTO THE RING... 


Gnd Compare! 


$10,000 — Age 35 — Ann. Premium $239.30 
Ist Year Dividend — $22.20 
10 Years 20 Years 







Premiums $2,393.00 $4,786.00 
Dividends* 397.80 1,217.10 
Net Payments. 1,995.20 3,568.90 
Average Payments 199.52 178.45 
Cash Value 1,750.00 3,630.00 
Net Cost 245.20 + 61.10 
Average Cost 24.52 + 3.06 


*1957 Scale — not accumulated. While not guaranteed U. M. has paid 
dividends every year since 1850. 


Underwritten by 
MAUTUAL 3: rortano, mane 
\aoues Saar” 


Ses Canadian Head Office — Montreal, P.Q. 


America’s Eighth Oldest Life Insurance Company 
Rolland E. Irish, President-JohnR.Carnochan, Vice President inCharge of Agencies 





LIFE UNDERWRITERS SINCE 1848 





Made LIAMA Consultant 


L. WARREN ISOM 


L. Warren Isom, formerly a 
sentative in Omaha for Bankers Life of 
Nebraska, 
Agency 

consultant in the relations 
announced by Mana- 


Peirce who 


repre- 


has joined the Life Insurance 
Management Association as 
company 
was 
Frederic M. 
said that Mr, Isom will consult with 
LIAMA member companies, serve on 
the faculty of LIAMA Schools in Agency 
Management and contribute to LIAMA 
and managers. 


division, it 


ging Director 


publications for 

Mr. Isom served 
U. S. Navy as an electronic technician, 
graduated from Arkansas City 
College and Drake University. He en- 
tered the life insurance business in 1952 
as assistant actuary at Security Benefit 
Life in Topeka. In 1954 Mr. Isom be- 
came assistant secretary at the Midwest 
where he handled gen- 


agents 
two years with the 


Junior 


Life in Lincoln, 


eral actuarial work which included 
working with the agency department. 
Earlier this year Mr. Isom joined the 


Bankers of Nebraska. 


Group Underwriting of 
Manhattan Life Revised 


Manhattan Life has announced that, 
effective immediately, its Group life un- 
derwriting for small groups, 10 but less 
than 25 lives, has been changed where 
state law permits. Now the maximum 
amount of basic insurance for such 
groups permits $1,000 times the number 
of lives to be insured, but not to exceed 
twice the average amount of insurance 
provided by the plan. 

The maximum amount of basic insur 
ance, where 25 or more lives are in- 
sured is now $1,000 times the number of 
lives to be insured, but not to exceed 
8% of the total volume of basic insur- 
ance, or $30,000, whichever is the smaller 
amount. 

Where state law permits, in addition 
to the basic amounts of Group life in- 
surance, supplemental insurance is avail- 
able up to a maximum of $100,000 of 
basic insurance and supplemental insur- 
ance. The supplemental coverage 1S 
subject to evidence of insurability and 
is written standard or sub-standard. 

The supplemental insurance on any 
one life may not exceed 25% of the 
total volume of basic insurance in the 
whole group or $40,000 of basic and sup- 
plemental insurance as to the individual, 
whichever is the larger amount. 

Basic amounts of insurance are avail 
able only to active full time employes or 
to all of any class or classes thereof 
determined by conditions pertaining to 
employment. 
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U.S. Life Cos. Oppose Payment 


To Iron Curtain Beneficiaries 


The life insurance companies of this 
country having a moral as well as a 
legal obligation to policyholders ana to 
their lawful beneficiaries have refused to 
transmit insurance proceeds to “Iron 
Curtain” countries. Opening a heamng 
before the Senate Subcommittee on In- 
ternal Security in New York on October 
2, Dan Reidy, vice president and general 
counsel of Guardian Life, so testified. 

Mr. Reidy, leading a list of witnesses 
from Metropolitan, Equitable and Pru- 
dential, pointed out the companies admit 
liability but in the language of Federal 
and State statutes have no assurance 
such beneficiaries would have the benefit, 
use or control of these insurance pro- 
ceeds, The four companies, testimony 
revealed, are holding over $600,000 for 
“Iron Curtain” payees. 

With permission of Senator Olin D. 
Johnston of South Carolina, presiding, 
Mr. Reidy deleted names of beneficiaries 
from letters they have written asking 
that insurance monies be held in Amer- 

Identification of such letter writers 
could result in severe reprisals being 
taken against them. 

Equitable Testimony 

Charles F. Andolsek, second vice pres- 
ident, Equitable Society, testified that 
the Equitable has 96 pending claims to- 
taling $194,000, involving beneficiaries 
living behind the so-called Iron Curtain. 
Thirty-five of these claims totalling $77,- 
000 involve beneficiaries in Poland. 

The recent change in the Treasury 
Department regulations which removes 
Poland from the list of countries to 
which payment of Government funds 
cannot be made, may well have “pulled 
the rug” from under the insurance com- 
panies in their efforts to keep insurance 
proceeds from being misdirected to Com- 
munist governments, he said. 

Mr. Andolsek also pointed out that the 
Government’s action in removing Poland 
from the list was apparently based on 
assurance to the Government that pavees 
would receive full value for dollars 
transmitted by the United States Gov- 
ernment. “As yet we have not been able 
to ascertain that similar assurances ap- 
ply to funds transmitted by other then 

.S. Government agencies,” he said. 

Mr. Andolsek stated that even if such 
assurances might be forthcoming, it 
would still be possible for Communist 
countries to deposit these funds in sne- 
cial accounts and subsequently devalue 
such funds, the effect of which would be 
to confiscate the funds in whole or in 
part. 

Metropolitan Testimony 

J. Edwin Dowling, associate general 
counsel, Metropolitan Life, testified con- 
cerning the number of death claims and 
the dollar amount involved which Metro- 
politan has pending with beneficiaries 
behind the Iron Curtain. He stated that 
most of the cases involve Group Life in- 
surance and that approximately one-half 
of the Group Life cases are payable to 
Polish nationals. 

Mr. Dowling s said that the practices of 
Metropolitan in suspending payment in 
Iron Curtain cases for the present rests 
Principally upon the Federal Govern- 
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ment’s regulations, under which Govern- 
ment checks and warrants are not sent 
into Iron Curtain countries and powers 
of attorney emanating from such coun- 
tries are not recognized. 

Asked whether there were indications 
that beneficiaries in Iron Curtain coun- 


tries did not want funds sent to them, 
the witness said that naturally only a 
few letters have been received from be- 
hind the Iron Curtain so stating, but 
that in several cases relatives in this 
country have advised that the benefici- 
aries did not want policy proceeds sent 
to them. 

The committee wished to know wheth- 
er there were any attorneys in this 
country who appeared more frequently 
than others in Metropolitan’s Iron Cur- 
tain cases. Mr. Dowling referred to 
to two attorneys. 

Judge Robert Morris inquired whether 









Lower 


Premiums 


for Women 





NOW-ALL GUARDIAN policies with a 
minimum issue of $10,0CO or more 

have LOWER PREMIUMS for women than 
for men, while still giving... 


* The SAME high dividends 


¢ The SAME high cash values 


* The SAME modern and flexible policy provi- 
sions as similar policies issued on male lives. 


For complete information, call your GUARDIAN 


Manager, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company — Established 1860 


50 Union Square « New York 3, New York 


Note: ALL. GUARDIAN Policies are available on the 
convenient Guard-O-Matic Pre-authorized Check Plan. 


Metropolitan would pay its Iron Curtain 
claims if there were reasonable assur 
ance that the beneficiaries would re 
ceive the funds. The witness answered 
that the company would be very anxious 
to do so. In answer to a further ques- 
tion from Judge Morris, the witness 
stated that the present practice of Met 
ropolitan is to add interest when such 
payments are delayed more than 30 days 
after receipt of proofs of death 

Asked whether there had been any 
increased activity relating to Iron Cur 
tain cases by reason of the removal of 
Poland last June by regulation of the 
Secretary of the Treasury from the list 
of Iron Curtain countries to which the 
Government will not send its checks, the 
witness said he had seen no evidence 
of it. 


Prudential Testimony 


Wendell J. Drobnyk, Associate Comn 
troller and William A. Leece, assistant 
general counsel of The Prudential, said 
The Prudential had consistently followed 
Government policy in these matters for 
the past four years. Mr. Drobnyk said, 
however, that since the recent change in 
Treasury Regulations with regard to 
Poland, his company had paid claims te 
two benefici iaries now residing in Poland, 
one in the amount of $125 and another 
in the amount of $3,600. Messrs. Drob 
nyk and Leece said that Prudential 
would continue to be guided in these 
matters by Government policy except in 
those cases where it was apparent that 
the beneficiaries would not receive th 
proceeds of the claim or had advised 
the company that say! did not now de 
sire payment of the claim. 

Total claims against The Prudential 
from residents of Iron Curtain countries 
amount to $142,000 and involve 86 dif 
ferent cases Twenty- se of these cases 
involve claims by Po nationals or 
residents in the amount na $29,000 


Pru’s Annual Reception 
Today to Civic Leaders 


The Prudential Insurance Co cel 
brates its 82nd anniversary October 11 
with a traditional buffet ianicbiien in its 
home office for area business and civi 
leaders 

Carrol M. Shanks, president, and othet 
Prudential officials will greet guests in 
the company’s Washington Street build 
ing 

Founded in 1875 in a basemseet on 
Broad Street with two employes, Pruden 
tial now employs 8,500 Pe rsons in Newar! 


in the seven buildings that comprise its 
home office. The company is now iin the 
middle of a $20,000,000 building and rede 
velopment program that will an a 24 


story tower building to these facilities 


Production Records Made 
By Kansas City Life 


[Evidence continued to mount towards 
the conclusion that 1957 production will 
break all previous records in the 62 
vear-old history of Kansas City Life 
Written business for September was 
$11,624,858, compared to $9,109,256 for 
the same month of last year, and com 
pared to $11,020,564 for the previous 
high September of 1955. August busi 
ness totaled $46,333,467—the biggest 
month since the company was estab 
lished in 1895. The August figure re 
sulted from the special annual cam 
paign honoring the birthday month of 
President W. E. Bixby. 

September was the eighth of the nine 
months of the year to date in oe 
new records were created by appro 
mately 2,000 Kansas City Life Fon. arg in 


39 states and the District of Columbia 
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Lee Nashem Agency Appoints Two Supervisors 





G. GREGORY BEHAN, JR. 


Lee Nashem, general agent in New 
York for Mutual Benefit Life, has an- 
nounced the appointments of H. Gregory 
Behan, Jr. and Ernest F. Sigety, as 
agency supervisors. 

Mr. Behan, a graduate of 
versity, was a Ist lieutenant in the Ma- 
rines in Korea and is now a captain in 
the Marine Reserve. Formerly associ- 


3rown Uni- 





Pacific Mutual Appoints 
Hubbard in Los Angeles 


Ralph J. Walker, vice president of 
Pacific Mutual Life, has named Dennis 
F. Hubbard as manager of the com- 
pany’s Los Angeles Agency. Mr. Hub- 
bard, who is an experienced life insur- 
ance man, will figure prominently in 
the company ’s program for expansion of 
its insurance services throughout the 
Los Angeles area. 

In addition to the Los Angeles Agency 
with Mr. Hubbard as manager, Pacific 
Mutual’s insurance operations in the 
Greater Los Angeles area are handled by 
the staffs of seven general agents - 
Arthur C. Krauel, Arthur E. Kraus, CLU, 
W. W. Stewart, Thompson, CLU, 
(all in Los jaieaioa’. and Joseph B. 
Flammang, CLU, Sherman Oaks; Her- 
bert Greenberg, Huntington Park, and 
Rexford Truesdell, Pasadena. 


Associate Section Meeting 
Of Texas Life Convention 


The program of the associate section 
of the Texas Life Convention to be held 
in Dallas, October 25, has been an- 
nounced by Robert R. Jackson, Republic 
National Life, vice chairman. 

Speakers include A. B. Levy, training 
director, Texas Bank and Trust Com- 
pany, “Creative Thinking by Brainstorm- 
ing” and Charles H. Connz ally, associate 
actuary, Southwestern Life, “Recent De- 
velopments in Rate Structure.” 

A panel discussion on “How to Im- 
prove Persistency” will include Don 
Pratt, American General Life, Houston; 
Russell Corbell, Amicable Life, Waco: 
Merle Hartwig, Century Life, Fort 
Worth, and Herman Otto, Southland 
Life, Dallas. Moderator will be Will W. 
Jackson, Jr., Gibraltar Life, Dallas 

Other speakers discussing new com- 
pany developments will be John Thomas, 
Republic National Life, “A Training 
Program for Supervisors’; Leon Ells- 
worth, Southwestern Life, “Work Meas- 
urement, and R. F. Woods, Great Amer- 
ican Reserve “Cheaper By the Dozen.” 

Chairman of the associate section is 
Dawson Sterling, Southwestern Life, 
and program chairman is T. K. Williams, 
Republic National Life. 





ERNEST F. SIGETY 


ated with The Travelers, he has been 
a field supervisor for about three years. 

Mr. Sigety has background as an at- 
torney and attended Colby College. He 
graduated from the University of Vir- 
ginia LL.B. He is president and or- 
ganizer of a 00-man organization of the 
Junior Chamber of Commerce on Staten 
Island where he resides. 

The Lee Nashem Agency is one of the 
larger agencies in New York with pro- 
duction in excess of $10 milllion for the 
year to date. Year-end production is 
expected to exceed the $13 million mark. 

General Agent Nashem last month 
celebrated his 25th anniversary in the life 
insurance business. His agency is pres- 
ently number four among all agencies 
of the company and for the month of 
July was in the number one position. 
The agency has three supervisors and 28 
full-time producers, four of whom are 
members of the Million Dollar Round 
Table. 











GROUP POSITIONS 
$7500 — $12,000 


Excellent selection of Group openings 
currently avai'ab!e in all sections of the 
country. Group men (25-38) with four- 
ten years' Service/Sales experience qualify. 
College background mandatory in the 
majority of these positions. 

Companies offering these opportunities are 
well-established medium or small organ- 
izations operating in desirable areas. 
Openings available for Regional Super- 
visors; Underwriters; Branch Managers and 
Home Office Production Managers. Five 
situations are with very reputable Life 
companies establishing Group operations. 
Many other choice openings available for 
men with meaningful Life-Accident-Sick- 
ness experience. Write for objective in- 
formation H WE OPERATE—no obli- 
gation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 


THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 
dable service. 








AGENCY 


i ASHE M 





Mutual Benefit Life Insurance Co. 
of Newark, N. J. 




















Pacific Mutual Automatic 


Premium Payment Plan 

Ralph J. Walker, vice president of 
Pacific Mutual Life, has announced that 
automatic payment of monthly premiums 
is now possible for that company’s pol- 

vowners. 

pe tet aca the new service, which has 
been trade-named the “Uni-Check Pl: an,’ 
Mr. Walker said: 

“To use the service, the policyowner 
signs an authorization for Pacific Mutual 
to draw one check each month against 
his bank account, to cover premiums 
falling due on policies owned by him, 
his family or his business. At the same 
time, he authorizes the bank to honor 
these Pacific Mutual-drawn checks 
monthly.” 

Mr. Walker added that the new Pa- 
cific Mutual Uni- Check Plan permits 
the policyowner to enjoy the convenience 
of paying premiums on a monthly basis, 
and at the same time spares him the 
bookkeeping routine of writing many 
checks and keeping track of premium 
due dates. 

Ise of the Uni-Check Plan, Mr. 
Walker said, also saves the policyowner 
approximately 3% under present monthly 
life insurance premiums. 


ALL AMERICAN 


CHICAGO 


EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


. Matchless policies . 





. . Matchless agency contracts 


and Aggressive Management have made it possible! 


OPPORTUNITIES for MANAGERS 1 20 states 
L 





Investigate Today! 
EU 512 


For Complete Information, Write: &. &. BALLARD, President 
General Offices: ALL. AMERICAN BUILDING 


PARK RIDGE. ILLINOIS 





AR gti ties 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 
500 - 5th Ave., New York 36, N. Y. 





Telephone: LOngacre 3-1774 








Joins Central Standard 





Allen Studios 


AART HOOGENBOOM 


Central Standard Life, a an- 
nounces the appointment of Aart Hoog- 
enboom as superintendent of agencies, 
nudwest division, His extensive insur- 
ance experience includes that of broker- 
age supervisor, assistant director of 
agencies and manager for a leading New 
England insurance coinpany. 

He is a former resident of Cheshire, 
Conn., where he was active in local 
civic affairs. At present Mr. Hoogen- 
boom will make his headquarters in 
Peoria. 


Southland Anniversary 

On October 3 Southland Life entered 
its fiftieth year of business, since it was 
organized October 3, 1908. The first 
offices of Southland Life were set up in 
three rooms on the 7th floor of Sanger 
3rothers Department Store Building in 
Dallas. During its first year in business, 
the company wrote $2,611,000 of life 
insurance business. From its original 
staff of four employes, Southland Life 
has grown to a staff of over 1,600 em- 
ployes and agents, and maintains 63 
branch offices in 16 states and a division 
office in the District of Columbia. These 
offices provide insurance service to over 
a half million policyowners. Today 
Southland Life has more than $200 
million in assets and over $1,150,000,000 
life insurance in force. 

Many plans have been made for spe- 
cial events during this 50th year of the 
company, culminating with the corner- 
stone laying ceremonies for Southland 
Center, the company’s new home office, 
on October 3, 1958. 
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Manhattan Life Licensed 


Adams Names Committee Chairmen EY RE le 


President Albert C. Adams of the Na- 
tional Association of Life Underwriters 
has selected chairmen of 27 NALU na- 
tional committees for 1957-58. Twelve 
are reappointments and 15 are new 
chairmen. They are: 

New Chairmen: Committee of Agents, 
Harry F. Gutmann, CLU, Mutual of New 
York, New York City; Associations, Wil- 
liam S. Hendley, Jr., Mutual of New 
York, Columbia, S. C.; By-Laws, David 
M. Blumberg, Massachusetts Mutual, 
Knoxville; Convention Program, R. L. 
McMillon, Business Men’s Assurance, 
Abilene, Tex.; Credentials, Herbert J. 
Baum, Protective Life, Birmingham; 
Disability Insurance, Francis G. Mc- 
Namara, Old Line Life, Waukesha, Wis.; 
Elections, George C. Treadway, New 
York Life, Peoria; Estate Planning, EI- 
len M. Putnam, CLU, National Life of 
Vermont, Rochester, N. Y.; Functions 
and Activities, A. Jack Nussbaum, Mas- 
sachusetts Mutual, Milwaukee; Member- 
ship, William E. North, CLU, New York 
Life. Evanston, Ill.; Public Relations, 
Howard V. Krick, CLU, Penn Mutual, 
New Haven; Resolutions, Oren D. Prit- 
chard, Union Central, Indianapolis; So- 
cial Security, R. Edwin Wood, CLU, 
Phoenix Mutual, San Francisco; State 
Law and Legislation, Jack White, CLU, 
Prudential, Los Angeles; and Under- 
writer Education and Training, Jack A. 
Stewart, CLU, Phoenix Mutual, Cleve- 
land. 

Reappointed: Affairs of Veterans and 
Servicemen, Louis J. Grayson, CLU, 
Travelers, Washington, D. C.; Compen- 
sation, Benjamin D. Salinger, CLU, Mu- 
tual Benefit, New York City; Conserva- 
tion, Sam B. Starrett Jr. Guarantee 
Mutual, Omaha; Federal Law and Legis- 
lation, John Z. Schneider, Connecticut 
General, Baltimore; Field Practices, 
William H. Pryor, Connecticut Mutual, 
Wauwatosa, Wis.; Finance, J. Hicks 
Baldwin, CLU, New England Life, 
Washington, D. C.; Group Insurance, 
Harry N. Phillips, CLU, Sun Life of 
Canada, San Francisco; Relations with 
Accountants, R. B. Walker, New York 
Life, Hollywood, Fla.; Relations with 
Attorneys, Q. L. Ching, CLU, Prudential, 
Honolulu; Relations with Other Organi- 
zations, Fisher E. Simmons Jr., CLU, 
Pan-American Life, New Orleans; Re- 
lations with Trust Officers, Paul H. 
Conway, CLU, John Hancock, Syracuse, 
Y. Y.; and Relations with National 
Association of Securities Dealers, C. 





To Hear E. L. Zalinski 


Edmund L. Zalinski, CLU, executive 
vice president of Life Insurance Com- 
pany of North America, will address the 
Philadelphia CLU Chapter on October 
16. This is Mr. Zalinski’s first appear- 
ance before a Philadelphia life insurance 
audience in his new capacity as execu- 
tive vice president of the Life Insurance 
Company of North America. 

At this meeting Eugene C. DeVol, 
CLU, newly elected president of the 
American Society of Chartered Life Un- 
derwriters, will present diplomas and 
administer the pledge to the new Char- 
tered Life Underwriters. 


Barnitz G. Ball Dies 


Barnitz G. Ball, 48, vice president and 
treasurer of Columbus Mutual Life, was 
found dead Sunday in a lawn chair in 
his yard. Death is believed to have been 
due to a heart attack. He was the son 
of Danforth E. Ball, Sr., president emer- 
itus of Columbus Mutual. He also was 
a member of the board of directors of 
the company. Besides his parents Mr. 
Ball is survived by his wife, a daughter 
and a son, who is stationed with the 
Navy in Alaska. 


Carney Smith, CLU, Mutual Benefit, Manhattan Life has been admitted to 


Washington, D. C. transact business in Kansas and Mis- 
Immediate Past President A. Jack 
Nussbaum is automatically chairman of 
ae Committee of Past National Pres- nounced. 
1 of at e e e 
The Crcbiiee> on * Nemihiatons. In addition to the District of Columbia 
elected at the NALU convention at De- and Territory of Alaska, the company 
troit last month, chose as its chairman ; 
Herbert R. Hill, CLU, Life of Virginia, 
of Richmond. states. 


souri, the company’s home office has an- 


is now licensed to do business in 34 


Malvin Davis In Hospital 


Malvin E. Davis, vice president and 


chief actuary of Metropolitan Life, is in 


Harkness Pavillion, 
pital, New York. 


Presbyterian 


Mr. Davis had been scheduled to de 


liver the welcoming address before the 


International Congress 


of 


Actuaries 


opening at Commodore Hotel, New York, 


next Tuesday. 
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Annual 
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per $1,000 


20 $11.99 
s : : vf 21 12.34 
oTot i eraal ofr, Mm) F-tile),t- 1a ae . 2 12-71 
: e 23 13.10 
new $ r—4— mm Ol ele) : side WSeceek 
minimum 25 13.94 
; 26 14.38 
special ordinary life 2 27 14.84 
28 15.32 
29 15.82 
30 16.36 
A GUARANTEED LOW LEVEL > a 
premium a. 33 18.20 
34 18.90 
A GUARANTEED LOW NET COST 35 19.63 
BORG 2 : 36 20.40 
+ 37 21.20 
38 22.04 
WOMEN 
a 40 23.82 
4\ 24.74 
AVAILABLE ages 10 through 70 42 25.70 
43 26.69 
44 27.71 
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SUBSTANDARD RISKS 46 29.85 
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48 32.19 
° : 49 33.46 
A FULL RANGE of SETTLEMENT a a 
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“ 52 37.69 
53 39.25 
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® 55 42.70 
- 56 44.64 
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59 51.54 
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Life Insurance Company ve 68 83.34 
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CASH VALUE 
AT END OF YEAR 

5 10 15 
34 93 159 
35 96 164 
36 100 169 
38 103 174 
39 106 179 
40 109 185 
42 113 190 
43 117 196 
45 120 201 
47 124 207 
48 128 213 
50 132 219 
52 136 225 
54 140 232 
56 144 238 
57 149 245 
59 153 251 
él 158 258 
64 162 265 
66° 167 272 
68 172 279 
70 177 286 
72 182 294 
74 187 301 
7 i ea ag 7: 308 
79 197 316 
82 203 324 
84 208 331 
86 213 339 
89 219 346 
91 224 354 
94 230 362 
98 236 370 
101 243 378 
104 249 386 
108 255 394 
112 262 401 
115 268 409 
119 274 417 
123 281 425 
127 287 432 
131 294 440 
134 300 447 
138 306 455 
142 313 462 
146 319 469 
150 325 475 
154 331 482 
158 337 488 
162 343 494 
166 348 500 


20 


231 
238 
244 
251 
258 


265 
272 
280 
287 
295 


303 
311 
319 
327 
335 


344 
352 
361 
369 
378 


387 
396 
405 
414 
423 


432 
44] 
450 
459 
468 


477 
486 
494 
503 
511 


520 
528 
536 
544 
552 


560 
567 
574 
581 
588 


594 
600 
606 
éll 
617 


622 


At age 
65 


613 
609 
605 
601 
596 


5$1 
586 
581 


570 


Hos- 
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ae Life of New York 
Family Insurance Plan 


THE “FAMILY ESTATE BUILDER” 
Provides Insurance Coverage in One 
Policy for Members of a Family; 
Features Outlined 
A new family insurance plan has been 
announced by Home Life of New York. 
Called the “Family Estate Builder,” the 
plan provides insurance coverage in one 
policy for members of a family—hus- 
band, wife and eligible children. In 
addition, children born after the policy 
is purchased are automatically covered 

at no increase in premium. 

The Home Life plan provides whole 
life insurance on the husband in face 
amounts from $5,000 to $15,000. For each 
$5,000 unit, the wife is covered for $1,250 
of Term insurance, if her age is the 
same as her husband’s, and each child is 
covered for $1,000 of Term insurance. 

Men age 20 to 45 are eligible for the 
plan. Insurance on their lives automati- 
cally includes disability waiver of pre- 
mium benefit and double benefit in case 
of accidental death. Insurance on the 
wife varies according to her age and 
continues until the husband reaches age 
65. It also includes the double benefit in 
case of accidental death. At expiration 
date, the wife’s insurance can be con- 
verted to standard whole life or endow- 
ment insurance. 


Children Under 18 Eligible 


Each child under 18 years of age on 
the date of purchase is eligible under 
the plan beginning 15 days after birth 
and continuing until age 25 or father’s 
age 65, whichever is earlier. All future 
children are covered automatically on 
the same basis. At expiration date, Term 
insurance on the children may be con 
verted to five times as much whole life 
or endowment insurance. 

Important additional features of Home 
Life’s Family Estate Builder are: If the 
husband dies first, insurance on the wife 
and children continues until normal ex- 
piration dates without further payment 
of premium. If the wife dies first, the 
husband’s insurance is increased 25% 
until his age 65 with no change in pre- 
mium. The premium payment reduces at 
the husband’s age 65, when insurance 
expires on other members of the family 

In introducing the new policy, Presi- 
dent William P. Worthington pointed 
out that it enables the company to ex- 
tend its service to a whole new segment 
of the American public. He said: “The 
past few years have seen literally mil- 
lions of families move up into income 
brackets that have created security prob 
lems which the Home Life field under- 
writer—with his background in ‘Planned 
service —is particuarly well 


equipped to solve.’ 


Estates’ 


Research Conference at 


New England Life Oct. 18 


rhirty-five top research and sales ex 
ecutives of the life insurance industry 


will attend a research conference at the 
New England Life in Boston, October 
18, on the subject of “Forecasting in 


he Life Insurance Industry.” 
Presiding at the all-day session will 
be George T. Conklin, Jr., vice presi- 
dent of Guardian Life, chairman of the 
market subcommittee of the Life Insur- 
ance Agency Management Association 
Hosts for the meeting will be O. Kelley 
Anderson, president, and Dr. Richard 
M. Alt, research director of New Eng- 
land Life 

Speakers and their subjects include: 
Charles B. Laing, vice president of The 
Prudential, “How Can (Management De- 
cisions Be Improved by Forecasting?” 
Dr. Robert Rennie, vice president of 
Nationwide Life; “Evaluation of Tech- 
nical Methods in Forecasting”; and Dr 
Jay M. Gould, managing director of 
Market Statistics, Inc., “Estimation of 
Territorial Sales Potentials.” 

The meeting will be held in the New 
England Life Building. 


Matson Assurance and 


Pacific National Merge 


Merger of Matson Assurance and Pa- 
cific National Life was approved by 
directors of both companies. Stockhold- 
ers of each company will be asked to 
approve the boards’ action in meetings 
November 4 in San Francisco and Salt 
Lake City. 

Name of the new company—a Califor- 
nit corporation—will be Pacific National 
Life Assurance. The merged company 
will have nearly $300 million of insurance 
in force and an annual premium income 
of over $8,500,000. 

Matson Assurance, created by Matson 
Navigation Company in January, 1955, 
sells Group life insurance in seven west- 
ern states, Alaska and Hawaii. 

Pacific National, a 28-year-old Ordi- 
nary life firm headquartered in Salt 
Lake City, has 400 agents and more than 
45,000 policyholders in ten western states 
and Hawaii. Matson Navigation pur- 
chased 93% of the outstanding Pacific 
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GROUP SALES OPPORTUNITIES 


The rapid expansion of the group division of a national New 
England located life insurance company creates opening for several 
experienced group representatives. Assignment available in a number 
of major cities across the country. Here is an excellent future with fine 
advancement, income, and benefit advantages. Compensation by 
salary and bonus. All replies confidential. 
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New York 38, N. Y. 











National stock earlier this year. 

The merger will further implement the 
parent company’s long-range plans to 
move forward in the insurance field 
throughout the West, said H. B. Perrin, 
president of Matson Assurance, and Ray 
H. Peterson, president of Pacific Na- 
tional. 

Home and executive offices will be 
located in San Francisco, the operations 
office in Salt Lake City. 
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fran 18G7 when the Silver Engine, “America,” 
typified the last word in transportation, the Equitable 
Life of Iowa became the first life insurance company 
in Iowa. As a pioneer, it had no formal training pro- 


gram to offer its agents. 


TO DAY the Company offers its agents a care- 
fully-planned, long-range training program to enable 

them to serve better the insurance needs of the 
a public; at the same time, they are assured of 
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FOUNDED IN 1867 IN DES MOINES 


Continental Assur. Names 
Nelson Broms Gen’! Agent 


Be ae a A Se 





NELSON BROMS 


Nelson Broms, Great Neck, N. Y., has 
been appointed general agent by Con- 
tinental Assurance, Chicago, as a further 
expansion of company operations in the 
New York area. 

3eginning his life insurance career 
as an assistant general agent in 1949, Mr. 
Broms has also served as resident Group 
manager and brokerage manager. He 
is a member of the Million Dollar Round 
Table, Insurance Society of New York, 
and National Association of Life Un- 
derwriters. Part C of the Chartered 
Life Underwriter examinations has been 
completed by Mr. Broms as well as 
several courses in taxes and business in- 
surance 


Appoint James A. White 

James A. White has been appointed 
manager of the underwriting and _ policy 
issue department of Old Republic Life, 
according to James H. Jarrell, presi- 
dent. 

Mr. White has been in the life insur- 
ance field for 25 years. He has been 
an underwriter since 1939, and was most 
recently manager of the underwriting 
division for Hoosier Farm Bureau Life. 

He is a graduate of the executive de- 
velopment course of Indiana University. 
Mr .White was president of the Indiana 
Association of Home Office Underwriters 
and a member of the Indiana Associ- 
ation of Accident and Health Under- 
writers. 


Conn. Mutual Career School 

Forty-five agents completed the 57th 
career school at the home office of Con- 
necticut Mutual Life in Hartford. It was 
the second largest class in the history of 
the school. 

The intensive two-week course was 
under the direction of Horace Smith, 
assistant agency vice president, assisted 
by Robert B. Proctor, superintendent of 
agencies, and James L. Russell, agency 
secretary. 
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Eastern Life to Recognize 
Harry Yarin’s 30th Milestone 


HARRY YARIN 


A milestone in the growth of the East- 
ern Life of New York and the associa- 
tion with it of Harry Yarin, vice presi- 
will be marked with 
from 


dent and secretary, 
a production campaign to run 
October 1 to December 1. 

The theme of the campaign will be 
“30 for 30,” symbolizing the 30th anni- 
versary of the Eastern Life and the 
30th anniversary of Mr. Yarin’s service 
with the company. The goal is to pro- 
duce $30,000,000 of paid business for the 
year. The campaign will be climaxed on 
December 18 with a dinner in Mr. Yar- 
in’s honor at the Hotel Statler, New 
York. 

A preliminary luncheon initiating the 
campaign was held on September 24, 
also at the Statler, at which Murray 
April, director of agencies, presided and 
which was attended by a representative 
group of Eastern Life’s general agents. 

The luncheon speakers were Col. Fran- 
cis R. Stoddard, general counsel; Louis 
Lipsky, president; Abraham Krumbein, 
vice president; Samuel Lonschein, one 
of the first general agents of the com- 
pany, and Henry Levine, head of one 
of the newest general agencies of the 
Eastern. 

A series of mailings 
campaign is being issued to alert all 
field representatives. The first, a proc- 
lamation by Mr. April, has already been 
mailed. 


heralding the 


R. M. Greaney, Jr., Promoted 


To Supervisor of Agencies 


Robert M. Greaney, Jr., home office 
field supervisor for Union Mutual Life, 
has been promoted to supervisor of 
agencies, according to an announcement 
by John R. Carnochan, agency vice pres- 
ident. Mr. Greaney will serve as con- 
tact supervisor for a group of Union 
Mutual’s eastern department agencies. 
He will be based in the company’s home 
office. In addition to his new supervisory 
duties, Mr. Greaney will assist in other 
agency department functions, details of 
which are to be announced shortly. A 
home office field supervisor since he 
joined the company in October. 1956, Mr. 
Greaney was previously associated with 
Bankers National Life as general agent 
in Maine. Prior to that time he was 
an agent with Provident Mutual. 

A Portland native, he received his BS 
from Gorham State Teachers College 
and later did graduate work at the Uni- 
versity of Connecticut. He served three 
years as a faculty member in the scnoot 
System at Harwinton. Conn. A veteran 
of World War II, Mr. Greaney served 
two years in the U. S. Air Corps, Air 
Transport Command. 


Appoint K. C. Koetter 


Appointment of Kay C. Koetter, CLU, 
as assistant general agent in the L. S. 
Becker 
National Life in St. Louis, has been an- 


Agency, representing Lincoln 


nounced by Mr. Becker, general agent. 
Mr. Koetter recently joined the agency 
after having been engaged in the insur- 
He began his 
Arizona, 


ance business since 1948. 


insurance career in Phoenix, 


and qualified in the top production club 





General 


background in life and non-can. 


New York 38, N. Y. 





Agent Available 


B. S. Graduate of Lehigh in 1940. LIAMA graduate. 12 years’ insurance 
Past 8/2 years general agent. Age 42. 
Seeks general agency or Home Office post with aggressive expanding 
company. Reply Box 2557, The Eastern Underwriter, 93 Nassau Street, 








of his company in four of the five years 
he was there. For the past four years, 
Mr. Koetter has been 


his former company in St. 


a supervisor for 
Louis. 


Mr. Koetter attended Washington Uni- 
versity entering the 
where he served as a Ist Lieutenant in 
the Air Corps. 


before service 





Northwestern National Life agents wrote 


substantially more ordinary business during 


the eleven months ended August 31, 1957 


than in any previous full year in the Com- 


pany’s history. So far 1957 has been marked 


by a succession of record-breaking months 


which promise to make this by all odds 


NWNL’s greatest year—another measure of 


the staunch loyalty of our fieldmen and of 


their high regard for the opportunities 


inherent in the NWNL franchise. 


NORTHWESTERN NATIONAL LIFE 


OF MINNEAPOLIS 


Life Jraunanice 4 fr Living| 
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William Marshall Bullitt Dies 


Colorful Louisville Lawyer Once Regarded as Outstanding 
Insurance Counsel in the United States; President 


Taft’s Solicitor General 


William Marshall Bullitt, 84, former 
Solicitor General of the United States 
and for many years regarded as the 
outstanding lawyer in the life insurance 
field, died in Louisville, Ky., on Octo- 
ber 3. For sometime he had been in 
failing health. In addition to his insur- 
ance cases he frequently acted as special 
counsel for corporations in making argu- 
ments before the Supreme Court of the 
United States. 

Mr. Bullitt died at his estate near 
Louisville where in former years he 
frequently entertained insurance men 
and insurance lawyers. This home was 
on a site where a log cabin was erected 
in 1784 by Alexander Scott Bullitt, his 
sreat-grandfather. When the log cabin 
was supplanted in 1787 by a frame house 
a dozen brick and stone cottages tor 
Negro slaves were also built, flanking 
the roadway on either side in front of 
the house. Four of these still remain, 
coated in glis =" whitewash, and were 
used by William Marshall Bullitt as 
farm out-buildings, preserving the charm 
of “Oxmoor” as the place was named 
by its first owner after the home of that 
name in Sterne’s novel, “Tristam 
Shandy.” Also, preserved are the origi- 
nal kitchen, used as a tool house, the 
old “ice House” and the smokehouse 
which still fulfills its original functions, 
the curing of fine hams with hickory 
smoke. Some years after 1787, a brick 
addition was built in front of the origi- 
nal frame dwell ing. 

Mr. Bullitt’s friendships were in many 
spheres, including a large number of 
public men. Owning an unusually large 
library his reading tastes covered a broad 
channel—Napoleon, military history, the 
first World War, science, mathematics, 
astronomy. His penchant for the two 
last subjects was responsible for the fact 
that he became a member of the Amer- 
ican Mathematical Society, Mathemati- 
cal Association of America, Amateur 
Astronometers Association and Amer- 
ican Historical Society. He rarely read 
novels. 

Descendant of Kentucky Pioneers 


A descendant of pioneer Kentucky 
families, Mr. Bullitt was born in Louis- 
ville, son of Thomas W. and Annie L. 
Bullitt. He received his early education 
at Rugby School and Trinity Hall School 
in Louisville; prepared for college at 
Lawrenceville School, Lawrenceville, 
- J., and entered Princeton in Septem- 
ber, 1890, next, he studied law at Univer- 
sity of Louisville, and got an LL.B. in 
April, 1895. 

Mr. Bullitt commenced active practice 
in September, 1895, in his father’s firm 
r Bullitt & Shield. He practiced with 
his father until he latter’s death in 
March, 1910. In the fall of 1910, th: 
firm of Bruce & Bullitt was organized, 
of which Mr. Bullitt was the senior mem- 
ber. In succeeding years the name of the 
firm was ch: d. His appointment as 
Solicitor General of the United States 
was made by President Taft 

Won Disability Dividend Cases 

The number of cases in which Mr. 
Bullitt appeared for life insurance com- 
panies as special counsel would cover 
columns of this paper in merely sum- 
marizing them. Probably as important 
as any of these cases was a litigation 
growing out of dividend payments which 
really affected hundreds of thousands of 
policyholders and which was the first of 
a series of litigations in which the same 
issue was involved. 

The initial litigation started when Mrs 
Artrude L. Westerheide Rhine, who had 
2 policy in New York Life containing a 
disability provision, was paid a smaller 
dividend than would have been paid if 
the policy had not contained such a 
provision. Amount in dispute in this case 








WILLIAM MARSHALL BULLITT 


Picture taken some years ago by 


Blank & Stoller 


was apparently trifling—$9.08 per $1,000 
insurance for a four year period, or only 
$2.77 per year. However, if she had 
won the case that would have put in a 
similar position millions of other policy- 
holders whose contracts would have per- 
mitted them to receive the same divi- 
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and tax planning. 


TRAINING — 


for all salesmen. 
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Can Get FURTHER FASTER 
with MONARCH 


TRAINING — to sell Non-Cancellable, Guaranteed Renewable 
Health and Accident Insurance, and Hospital, Surgical and 


TRAINING — to sell all forms of Participating Life Insurance 
— in individual programming, Business Insurance, estate 


TRAINING — to sell Group Health and Accident, Group Life, 


and Salary Continuance Plans. 


to advance into management positions — Field 
Supervisor, General Agent and Home Office. 


All Monarch training is company sponsored and company 
supported — and all new men are company financed. 


Liberal retirement, group life and hospitalization benefits 


Raymond C. Swanson, Agency Vice President 


MONARCH LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
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ACCIDENT and HEALTH 
Insurance 
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26 Court St., B’klyn 1 
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ARNOLD AGENCY 

151 E. Post Road 
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dends that were paid under policies not 
containing the provision. That case was 
argued by Mr. Bullitt before the New 
York Court of Appeals. The New York 
Life was victorious. This litigation was 
followed by a number of others involy- 
ing other companies, Mr. Bullitt acting 
as counsel in all of them and winning 
them all. 

Some Other Outstanding Insurance 

Cases 

Some outstanding early insurance 
cases in which Mr. Bullitt had appeared 
as special counsel were printed by The 
Eastern Underwriter on December 4, 
1936, in an article about him. The fol- 
lowing is a summary of the cases: 

Provident Savings Society vs. Ken- 
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tucky, the issue being the constitution- 
ality ‘of a statute taxing life insurance 
premium after the company had with- 
drawn from state; 

National Life vs. U. S. holding the 
Federal Income Tax constitution: ility of 
Federal Estate Tax on life insurance ; 

Spicer vs. Smith, the issue being 


(Continued on Page 21) 








| As Regarded by Industry | 


The following noted figures in the busi- 
Ness, faa by The Eastern Underwriter 
for estimates of the personality and abilities 
of William Marshall Bullitt, gave thes 
responses : 


Millard Bartels 
President 
Association of Life Insurance Counsel 


William Marshall Bullitt was elected 
to active membership in the Association 
of Life Insurance Counsel on April 16, 
1914. He had been an honorary member 
for 42 years at the time of his death and 
had contributed a number of learned, 
legal treatises upon insurance matters 
which now appear in the proceedings of 
this association. 

Mr. Bullitt was one of the most out- 
standing life insurance lawyers of his 
time. He handled many litigated cases 
during the course of his 63 years at the 
bar, some of which were of the utmost 
importance to the life insurance compa- 
nies of the country. He helped to estab- 
lish the sound legal principles which 
guided and served so well the whole 
institution of life insurance during its 
early years. 

Mr. Bullitt was pre-eminent in corpo- 
rate legal fields, an illustrious citizen ot 
Louisville and of Kentucky, ard a loyal 
and faithful public servant of the United 
States, having served as Solicitor General 
and in many other capacities. The loss 
of this distinguished gentleman will be 
keenly felt by all of our members who 
were privileged to know him. 


Byron K. Elliott 
President, John Hancock 


For more than 40 years we have 
claimed Marshall Bullitt as the dean of 
insurance lawyers. For his victory in the 
Rhine case alone, the business has owed 
him a debt that could never be wholly 
paid. 

Energetic, wise, ingenious, witty, tal- 
ented in scores of ways denied to lesse1 
men, his practice of law was uniquely 
nation-wide, but there was never any 
doubt that Louisville was his home. 

When we lose so great a figure, our 
sense of personal loss is one which we 
know is shared widely, for many people 
throughout the country feel the loss otf 
an intimate friend. 
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Bullitt Dies 


(Continued from Page 20) 


whether installments of War Risk Insur- 
ance and Disability Compensation paid 
to a state guardian are not money of the 
United States, “nor is the guardian an 
instrumentality of the U.S.,” so as to 
give priority of payment from an in- 
solvent bank where the money was 
deposited ; 

Helvering vs. Independent Life, sus- 
taining the Revenue Acts of 1921 and 
1924 which required the rental value of 
real estate occupied by a life insurance 
company owning the property to be in- 
cluded as income (although confessedly 
not income) as a condition of allowing 
certain deductions for taxes, expenses, 
etc. in respect of such estates; 

Legg vs. St. John. Disability benefits 
under a life insurance policy are not life 
insurance within the meaning of the 

sankruptcy Act (Section 70-a), and, 
hence, are not exempt from the claims 
of creditors. 


Some Offices He Had Held 


Some positions held by Mr. Bullitt 
from 1907 to 1922 follow: He was chair- 
man of the Board of Safety of Louis- 
ville in 1907-1909. He was a delegate at 
large to the Republican national con- 
ventions of 1908 and 1916. In 1914 he 
was the Republican nominee for the 
United States Senate. He was major 
and deputy commissioner for France in 
the American Red Cross in 1918-1919 in 
Paris, where he was at the time of the 
Armistice. In 1921-1922 he was special 
counsel in Washington for the United 
States Emergency Fleet Corporation and 
United States Shipping Board in con- 
nection with one or two of its impor- 
tant matters. 


Belonged to Many Clubs 


Mr. Bullitt was a clubman who when 
in New York, at least, preferred living 
in the Union Club on the East Side 
than in a hotel. When doing his re- 
search on the dividend cases he used a 
suite in another hotel, a quiet, exclu- 
sive one near the U nion Club, where a 
feature of the main room was a long 
table piled high with policies on which 
he was working. Two of his favorite 
restaurants in New York were the Col- 
ony and Sardi’s. A connoisseur, he 
would call Vincent Sardi over to the 
table and discuss the menu carefully as 
well as making inquiries about vintages 
of wine. Two clubs in which he also 
had membership in New York City for a 
time were City Midday and National 
Republican. Some other clubs of his: 
Metropolitan, W Lenssen Pendennis, 
Filson, Arts, Salmagundi, Louisville 
Country Club and River Valley Club, 
all of Louisville. 

Mr. Bullitt’s love for the theatre was 
quite baffling to the insurance men who 
sometimes went to the theatre with 
him. Such men as James T. Phillips, 
sruce E. Shepherd, Walter Klem and 
Edward A. Lew could not understand 
why he soon fell asleep after the cur- 
tain would go up on each act. 

Mr. Bullitt appeared in news columns 
of daily papers in November, 1956, when 
thieves cracked a safe in his Oxmoor 
home and amounts estimated as $280,000 
of securities or cash were stolen. About 
$77,000 of this was recovered. Six per- 
sons have been indicted stemming from 
the theft. 

Mr. Bullitt married Nora lIasigi in 
May, 1913, and they had three children. 


Fred Lumb’s New Book 


Fred A. Lumb, general agent, New 
England Life, Grand Rapids, Mich., is 
author of a new book, “The ‘What’ of 
Agency Management.” It is published 
by the Rough Notes Co. It discusses 
what an agency is worth, its potential, 
what sort of contract should be signed 
with it and what is its building philos- 
ophy, supervisory and business man- 
agement, 


Faherty and Kent Named 
Pru. 2nd Vice Presidents 


Elections of C. J. Faherty and Sidney 
A. Kent, CLU, to second vice presidents 
of The Prudential were announced by 
Carrol M. Shanks, president. 

Mr. Faherty has been executive in- 
vestment manager of the commercial and 
industrial loan department since its for- 
mation in 1956. With Prudential since 
1930, he has spent most of this time in 
investment management. He is a gradu- 


ate of the University of Pennsylvania 
and the New Jersey Law School. He is 
a member of the Illinois Bar. He lives 
in Summit, N. J. 

Mr. Kent has been executive director 
of agencies for the Mid-America home 
office, Chicago, since its establishment 
in 1954. He joined the company as an 
agent in Chicago in 1923, following his 
graduation from the University of Mon- 
tana. He has been in sales or sales 
management since that time. 

Mr. Kent lives in Wilmette, III. 


Davey With New England 


Former welterweight contender Chuck 
Davey has joined the New England Mu- 
tual Life as sales director of the John 
W. Buda agency, Detroit. He retired 
from the ring in 1955 after winning 44 
of his 50 professional bouts. A graduate 
of Michigan State University in 1949 
he received his Master’s Degree in 1951 
He is a captain in the Air Force Reserve 
and a member of the Million Dollar 
Round Table for 1957. His Previous in- 
surance selling has been with Prudentia 
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MONY’s Family Policy 
with Discounts on Larger Amounts! 


Now, MONY brings something new to the popular 


Family Policy. Sold in units 9 peed face amount on 


Dad’s life, the rate goes down $3 


Dad’s coverage is $10,000 or more. 
Policy is available in face amounts of $5,000, $7,500, 
$10,000, $12,500, and $15,000. Now you can offer 


your clients the convenience and economy of one 
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Mutual Of New York, Dept. TR-107 

Broadway at 55th St., New York 19, N. Y. 
I would like a copy of your free 

A Happier Family Picture,” 

describing MONY’s new Family Policy. 


policy for individual members of the family, plus 
the MONY DISCOUNT.. 


the convenient new monthly payment plan avail- 


. plus “MONY- MATIC,” 


MONY’s Family able through most banks! For further information 
about this new policy, send for free booklet, ‘‘A 
Happier Family Picture.” 


Mail this coupon today! 








Zone. 


Sorry, not yet available in all states. 
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Ohio National Regional Meetings 


Members of Ohio National Life Par- 
ticipated in company sponsored two-day 
regional sales meetings held recently at 
Pittsburgh, Pa.; Spokane, Wash.; Santa 
Barbara, Cal.; Dallas, Texas.; Omaha, 
Neb.; Lansing, Mich.; and Chicago. 

Approximately 600 agents and gen- 
eral agents attended their respective 
regional sessions. Highlight of the meet- 
ings was the introduction of the com- 
pany’s family circle policy, which is 
designed to provide life insurance cov- 
erage for all members of an immediate 
family for a single low cost premium. 

Grant Westgate, agency vice-presi- 
dent, opened the meeting with a wel- 
coming address and introduction of the 
speakers. 

M. Rey Dodson, president of the 
company, in analyzing business trends, 
particularly those significant to the life 
insurance industry, pointed out that 
“The problem of inflation cannot be 
over-simplified by saying that there is 
just one cause for it and that elimina- 
ting that cause will result in a solution 
There are many complicated factors all 
combining to push prices upward... 
the best single cure for inflation is, and 
alwavs has been, an increase in savings. 

“The higher prevailing interest rates 
are going a long way to encourage sav- 
ings. The immediate effect, of course. 
is to attract money into savings and 
loans, savings banks, and, in the case 
of the larger investor, into bonds or 
mortgages, but the long-range effect 
will surely be the increased sale of life 
insurance. There is no need to worry 
about the so-called tight-money situation 
If it helps to discourage inflation and 
increase savings, we will all profit by 
i” 

Costinuing, Mr. Dodson emphasized 
the broadness of Ohio National Life’s 
portfolio of insurance plans and _ said 
that the agents of the company were 
permitted a tremendous diversification 
in their selling. In commenting on re- 
cent company developments, he cited 
the introduction of the automatic bank 
check plan to provide a more efficient 
mode of monthly premium payment; 
the family circle plan; the new rate 
book featuring lower rates and ad- 
ditional coverages; increased non-medi- 
cal limits; an entirely new series of 
simplified policy forms and procedures, 
as well as recent change of beneficiary 
form that permits the changing of the 
beneficiary without returning the policy 
to the home office for endorsement 

On the matter of increased emphasis 
being put on net cost and competition 
within the industry, Mr. Dodson stated 
that the problem is one of maintaining 
: lance in meeting this competition, 
at the same time not losing sight 
of what is for the over-all good of the 
company, its agents and policyowners 
He further said, “While I am a firm 
believer in giving the policyowner as 
net cost commensurate 





a a 










low as possible a 


with adequate service, I believe that this 
factor should not be exploited to the 
detriment of an agency system or the 
financial soundness of the company.” 

Mr. Dodson concluded his remarks 
by pointing out that in the final analy- 
sis the agent’s individual ability, as a 
salesman, rather than any home office 
assistance he receives, makes the sale. 
He said, “Even though you need to be 
familiar with many more complicated 
insurance details, actually your great- 
est need is for new and better ways to 
motivate your prospect. Life insurance 
is still sold more with the heart than 
with the mind and I imagine it always 
will be. And I'd be willing to gamble 
that nine out of ten cases you may fail 
to close are lost, not because you can’t 
compete on a plan, rating or net cost, 
but because somewhere along the line, 
you failed to really motivate that pros- 
pect. You... can’t expect the prospect 
to absorb your enthusiasm unless you 
possess so much of it vourself that you 
have plenty to spare.” 

Others participating in the program 
were N. E. Glassbrook, member of the 
board of directors and recently retired 
division manager; Frank Johnson, di- 
rector of agencies: George Grace. di- 
rector of Group and Pension sales; Luke 
Renten, assistant director of agencies; 
Sam Osborn, director of sales promotion. 
Field representatives from each of the 
regions participated in sales and under- 
writing panels at the various meetings. 

Grant Westgate observed that the 
seven regional meetings were a complete 
success, both from the standpoint of the 
field force and the home office. 


J. J. Keenan and R. E. Epps 


Advanced By Security-Conn. 

John J. Keenan and Richard E. Epps, 
superintendents of agencies for Security- 
Connecticut Life of New Haven, were 
recently elected assistant secretaries of 
the company. 

Mr. Keenan, a graduate of Seton Hall 
University, served in the Army medical 
department during World War II. He 
ioined Security-Connecticut Life in July 
1956 as assistant superintendent of agen- 
cies, later was promoted to superintend- 
ent of agencies. Prior to this, he was 
with The Prudential for more than 15 
years. The last position he had with 
Prudential was assistant agency manager 
for its Wall Street office, New York. 

Mr. Epps, a native of Massachusetts, 
is a graduate of Belmont. Mass. schools 
and also a graduate of the Life Insur- 
ance Agency Management Association 
School in Agency Management. During 
World War IT he served in the Signal 
Corps. From 1943 to 1955 he was asso- 
ciated with the Equitable Society in Bos- 
ton, first as an agent and later as an 
assistant manager. In 1956 he joined the 
staff of the Provident Mutual Life in 
3oston as a supervisor. Mr. Epps joined 
Security-Connecticut Life in January, 
1957, as assistant superintendent of agen- 
cies, with later appointment as superin- 
tendent of agencies. 











months. 


premiums. 





Opportunity in Northern N. J. 


A large national and well-known insurance company 
wants a supervisor in Northern New Jersey (preferably 
Newark) capable of becoming a General Agent in 6 


This man must train and recruit men and produce. 
personally, an average of $1,000 monthly annuatized 


Write, stating experience and qualifications. All in- 
quiries confidential. Address reply to The Eastern Under- 
writer, Box 2556, 93 Nassau Street, New York 38, N. Y. 














Want more LIFE in your office? 





You should be the man to handle all your clients’ insurance... 


including Life. 


And you can do it through your Life Department. It’s as 
near as your telephone, and offers you, the general insurance 
man, all the advice, specialized service, sales and promotion 
assistance you will need to sell life insurance profitably. 


For full information on your Life Department, why not call 
our local office or write Connecticut General Life Insurance 


Company, Hartford, 15. 
LIFE + ACCIDENT 


HEALTH + GROUP 


@€es5 CONNECTICUT GENERAL 





Kansas City Life Names 
T. G. Murphy General Agent 


Thomas G. Murphy is announced as a 
newly appointed general agent for Kan- 
sas City Life for Lake, DuPage and 
Cook counties, Ill., with offices in Chi- 
cago. For the last eight years Mr. 
Murphy had devoted his time to life 
insurance. He was an agent for a year, 
and assistant manager for six years, for 
a large New York company and was as- 
sistant general manager of another com- 
pany for one year before signing his 
Kansas City Life contract. 

Mr. Murphy is a CLU and is active 
in the Chicago Association of Life Un- 
derwriters and the Life Agency Super- 
visors Club of Chicago. He also is a 
member of the Chicago CLU Chapter 
and of the alumni association of St. 
Mel high school. He also attended De 
Paul college. 


Leonard R. Nelson Made 
Small Associates Partner 


Appointment of Leonard R. Nelson, 
CLU, as associate general agent with 
E. R. Small and Associates, represenuny 
Lincoln National Life in Peoria, IIL, 
has been announced by Edgar R. Small, 
CLU, general agent. Mr. Nelson will 
hold a partnership interest in the agency, 
which will continue to be known as E. R. 
Small and Associates. 

Mr. Nelson began his insurance ca- 
reer in Peoria ten years ago, and served 
as agent and general agent before join- 
ing E. R. Small and Associates in 1952 
as assistant general agent. 

A native of Lincoln, Nebraska, Mr. 
Nelson was graduated from Nebraska 
University where he studied business ad- 
ministration. He is a member of the 
Board of Directors of the Peoria Life 
Underwriters Association. 





LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 

















INVESTIGATE This Unusual G A Opportunity 


Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 89 million—over $465 million insurance in force. 

Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District of Columbia. 


Write in confidence to: B. A. FRANK, Mgr. of General Agencies 


SUN LIFE INSURANCE COMPANY 
of AMERICA 


109 East Redwood St., Baltimore 2, Md. 
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O. R. Miller, D. K. Barton Named by Bankers of Iowa 





DAVID K. BARTON 


Orville R. Miller and David K. Barton 
have been appointed Group representa- 
tives for Bankers Life of Des Moines. 
Mr. Miller is Indianapolis Group repre- 
sentative and will be associated with 
Frank H. Weisman, Chicago regional 
Group manager. Mr. Barton is the new 
Pittsburgh Group representative and will 
be associated with Melvyn L. Shields, 
regional Group manager there, 

Prior to his new appointment, Mr. 
Miller served as Group representative 
in the Des Moines Group office. He has 
also served in the home office Group 
underwriting department. 

native of Sioux Falls, S. D., Mr. 
Miller graduated from high school in 


ORVILLE R. MILLER 


Iowa City. He received his bachelor’s 
degree at the University of lowa, major- 
ing in education and English. AU, S. 
— veteran, he served from Septem- 
ber, 1951, to january, 1956. He has re- 
cently served as commanding officer of 
the 34th Infantry Division Reconnais- 
sance Company, lowa-Nebraska National 
Guard. 

A native of Pittsburgh, Mr. Barton at- 
tended North Catholic High School in 
Pittsburgh and the University of Pitts- 
burgh where he majored in economics 
and business administration. He served 
as president of Alpha Kappa Psi during 
his senior year. 

He served for three years in the U. S. 
Air Force. 





New Company Specializes 
In Insurance Films 


A new film company to specialize in 
films for the insurance business has been 
formed, it is announced by Martin 
Hersh of Universal Recorders, president 
of the new firm. Charles Brown of Bing 
Crosby Enterprises will be vice president 
in charge of sales and promotions and 
Ed H. Leftwich of Emperor Produc- 
tions has been named vice president in 
charge of production. Martin Ross, Em- 
peror Productions president, will be 
secretary of the new corporation, to be 
named Insurance Films Productions, Inc. 

Mr. Leftwich said that the company 
will use the production facilities of Fam- 
ily Films, Inc. in a special arrangement 
with Sam Hirsh, president of Family 
Films. Offices of Insurance Films Pro- 
ductions, Inc. will be at 6757 Hollywood 
Boulevard, Hollywood, Calif. 


Leonard McKinnon To Head 
Mich. Tri-Insurance Group 


Leonard A. McKinnon, president of 
McKinnon & Mooney Insurance Service, 
Flint, Mich., has been elected president 
of the Tri- Insurance Group, succeeding 
Prescott G. Averill, divisional manager 
for The Prudential. 

John T. Buchanan was named vice 
president and James D. Smith and Rob- 
ert W. Lambert were named to the ex- 
ecutive board. 

The Tri-Insurance Group is composed 
of representatives of the Flint Asso- 
ciation of Fire and Casualty Agents, the 
Flint Association of Accident and Health 
Underwriters and the Flint Life Un- 
derwriters association. 


RECIPROCAL STATES 

Insurance Commissioner F. Britton 
McConnell of California has notified all 
domestic insurers that the following 
states are certified as reciprocal states: 
Florida, Hawaii, Idaho, Louisiana, Maine, 
Maryland, Michigan, Montana, New 
Hampshire, North Dakota, Oregon, 
South Dakota, Utah, Virginia (life and 
disability only), Washington, and also 
Puerto Rico. 


Provident Mutual Opens 
Regional Group Offices 


Provident Mutual Life, Philadelphia, 
has announced the opening of Group 
sales offices in Pittsburgh and Detroit. 
The Pittsburgh office, under the direc- 
tion of Regional Group Manager Ewing 
C. Bashor, is located in the Clark 
Building, while the Detroit office, head- 
ed by Regional Group Manager Duane 
Bailey, has offices in the Guardian Build- 
ing. Also assigned as home office repre- 
sentatives in the Group offices are: 
David B. Reynolds, Pittsburgh, and Wil- 
liam E. Ladd, Detroit. These offices will 
handle all major Group coverages, both 
insurance and pensions. 

Provident Mutual announced its entry 
into Group in May of 1956, and, prior 
to the establishment of the two new 
offices, all sales operations were carried 
on through the Philadelphia home office. 
As of July 31, Group life insurance in 
force stands at over $181,000,000. 


Browne’s School Course 


Bernard G. Werbel, coordinator of 
general insurance courses in_ several 
schools and colleges, announces that en- 
rollment has begun for another general 
insurance course to be given at Browne’s 
Business School, West Hempstead, L. I. 
Prospective insurance brokers and agents 
can qualify for the state examination by 
attending this qualifying course. 

This course commences October 10. 
Classes will be held on Tuesday and 
Thursday evenings from 7 to 10 o'clock. 
It will prepare the student for state 
examination March 20. Tuition is $85. 


W. C. MURTHA PROMOTED 

William C. Murtha has been promoted 
to manager of The Prudential’s Wood- 
lawn District in Camden, 

Mr. Murtha who attended Villanova 
University, joined Prudential as an agent 
in 1933. He later was advanced to staff 
manager, then to training consultant. 
In 1955 he was named senior training 
consultant in the company’s Newark 
home office. 


Manufacturers Life 
Has New Life Plans 


The Manufacturers Life has announced 
two new and substantially 
lower rates for $25,000-minimum 


par plans 
their 
non-par contract. 

The new Preferred Life Participating 
is a $25,000 minimum contract. Low guar- 
anteed premiums plus liberal dividends 
result in an unusually low net outlay 
per $1,000 starting with the first year. 
The plan provides for still lower guaran- 


teed rates on female lives with no 
corresponding decrease in cash values 
and dividends. 

A new high cash value plan, with 
25,000 the minimum amount, has also 
been announced. This new Preferred 


Life at 90 par contract features cash 
values equal to the full net level pre- 
mium reserve from the first year on, and 
is designed to meet split dollar and 
other special market needs. 

Premiums on the company’s Guaran- 
teed Maximum Protection plan have 
been substantially reduced. 


Recommended Attorneys 

Publishers of a standard reference 
work for insurance company claim and 
legal departments, Best’s Recommended 
Insurance Attorneys, announce that the 
29th annual (1957-1958) edition has been 


released for immediate delivery. This 
national reference work presents bio- 
graphical data, a verified list of insur- 


clients, and business line 
specialties of recommended insurance 
attorneys. It covers every county seat 
of 1,000 or more population, all larger 
cities, and hundreds of smaller towns. 
The U. S. and Canada are completely 


ance company 


covered in its 1,191 carefully edited pages. 
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NOW! 
$20,000 to 
$40,000 


of Group Life Insurance for 
firms with 10 lives or more 
Non-Medical 
















WHITE & 
WINSTON 


INC. 


Agents 


UNITED STATES LIFE 
INSURANCE CO 
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Two-Days’ Training Talks 

The Massachusetts Association of Life 
Underwriters held a two-day training 
conference in Groton, Mass., October 
3-4. 

P. Russell Thompson, 
chester, president of the 
opened the conference and presented 
Lester O. Schriver, managing director, 
National Association of Life Underwrit- 
ers. James F. Dwinell, Jr., national com- 
mitteeman of the Massachusetts Asso- 
ciation, was chairman of the committee 
in charge of the conference. 


CLU, Win- 


Association, 





WOTTMAL AERATED 
gy Benefit 
Wa Life Man 





planning 
does more 


than hard 
selling.” 


It’s the first thing Mutual Benefit 
Life men learn—that clients buy 
well planned life insurance—while 
unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 
intensive Home Office training 
programs are so popular, and why 
graduates like Joseph S. Smith Jr., 
of Houston, Texas, find 

success more quickly. The ability 
to give sound, helpful service 
creates more clients than the ability 
to sell an unwilling prospect. 








The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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DEATH OF TWO NOTABLES victions he was always willing to enter WILLIAM F. CUSHMAN CARMEN M. McNEILL 
’ ot untried fields which he did with success. 
Within the past fortnight two men One of the most friendly of persons, es ; . \ " 
have died who in their time exercised widely known, his host of friends learned William F. Cushman, vice president of Carmen M. McNeill, secretary-treas- 
urer of Old Republic Life of Chicago, 


of his death with extreme regret.” the American Foreign Insurance Associ- 


+. 35 ; as awarded a master’: 2 
ation, has just celebrated his 35th anni- W@S 4% irded a master’s degree in busi- 


age ae aor ness administration when she was grad- 
versary with that organization. In join uated August 30 from the Executive 


a great influence in the insurance busi- 
ness. One was William Marshall Bullitt, Dr. Dingman, who died at his office 
Louisville lawyer whose career is given desk in Chicago, had been engaged for 





in some detail] elsewhere in this paper. sometime in writing three additional Ing AFIA in 1922 he embarked on a eee : Ne hong Mi gai 
. “ : Sears thie ; ake any niversity of licago. Miss McNei 
The other was Dr. Harry W. Dingman, books. His published works will always C@Tee! that has taken him to many ot oe ante eerie eis cere g : 
Aree ; Wee oe edathy eee -kabl eindiet ‘3 : the 70 foreign countries which have W*S © ected assistant secretary of Old 
of Continental Assurance Co., and author ye a Workable memorial to him. i z -_ a cat Republic in 1942, and in 1943 assumed 
of three books on subject of home office Nlways ‘cenenibicehd Miso by eaeainee ge ce Bee, er SO aes, (Os ey eee 
1 book led thori ‘WAYS TEMMEMNCECD 2Is0 by INSURANCE 8622 member companies. He supervises the member of the Executive Program’s 1957 
unc erwriting books regarded as autnori- 1 2 I ae 5 ? é | ss CRE 4 
, men has been the great work by Mr. foreign administration of operations é : 
tative in insurance offices throughout yay: . > throughout the free world. A ution of class of 51 graduates, Miss McNeill is 
at - sullitt as an insurance counsel. Those sailed C M Ct i safes } one of very few women to have com- 
the world eon ath ee ; was otonington, -onn., Mr. Cushman grad- pleted the course, which is now in its 
rt leven : ) I 1 ( ‘ ¢ . - . : : 
: iia ents will be found in tt . record uated from Colby College and served 44th year ; 
Of Dr. Dingman, Leigh Cruess, vice The only book he wrote was “Relation- briefly with the Army in World War : ; 0 Mae 
president and chief actuary, Mutual Life ship of the Individual Policyholders to I. Responsible f for fire underwriting for 
New York, and long a close friend of the Assets of Life Insurance Compa- 30 years, ae re business career has Vincent A. Wenners has been appoint- 
Dr. Dingman, said this week to The _ nies.” been with AFIA. Mr, Cushman’s activi- ed by the Phoenix Insurance Group state 
ees cgi sc igi a ties in business orgainzations include the agent in charge of casualty field opera- 
-aster -rwriter: Se ee ae See en nme ES = 5 % a 
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= : , ? , yers’ Club, Australian Trade Association, x ayy 
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ful people in insurance circles, with an Sear “d. Distrib s_ ( ag Neb on Foreign Trade, and Pan American So- Employers Group and National Fire. 
irresting and crisp style of talking that Wa ine ig eater ot ag ely bh. ciety. He is also a member of the Lions 
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to his t: I extensive, em > x * Ok 
nd S “Selection cee FA ° - 
see “Rick A William H. Potter, Jr., secretary of the George Willard Smith, chairman of 
f Risks ie Rao ieee Phoenix of Hartford Companies for the board of directors of New England 
praisal,” are to be found in every hie Cook County, Chicago, retired October Life, has been named chairman of the 
insurance underwriting office, probably 1 after 43 years of service. A native of | American Child Guidance Foundation. 


the most used ceference works by both Orient Point, N. Y., Mr. Potter attended John Barker, Jr., vice president and gen- 
—: / : Greenport, Long Island, schools ana eral counsel of New England Life, was 











new and experienced underwriters alike. Morse Business College in Hartford. He _ elected a trustee of the Foundation. The 

‘A most able home office underwriter, vas a fire insurance examiner in the Receuiean Child Guidance Foundation is 

tie Cheig pn Ny nae Hartford home offices until 1919 when he a national organization dedicated to solvy- 

nan who hz rag rm was made a special agent in Indiana. ing problems of delinquency and mental 
- =— —_— —— Jn 1921 he moved to Illinois as state health among children. One of its major 

Edward c Jessup, state ‘nt for the agent and became Cook County manager functions is teaching doctors, psychia- 
Agricultural and Empire State Insurance @t Chicago in 1926, trists, nurses and teachers how to apply 
Companies in the Albany, N. Y., area x * * the various mew factors and “develop- 
since June, 1929, has retired. Mr. Jessup ments which come to light as a result 
has purchased a home in Belleair, Fla B. G. Gregory, executive secretary, In- Of the Foundation’s research. One hun- 
Calvin G. Foster, special agent has been surance Board of St. Louis, is serving dred and ten top psychiatrists serve as 
ippointed to assume Mr. Je ssup’ s duties again this year as vice chairman for the ®dvisors to the Foundation. 

x* * + national Employ the Physically Handi- ie Ag 

Vincent B. Coffin, senior vice presi- capped Week program in Missouri. Ob- 
dent of Connecticut Mutual Life, was  servance of the special week ran from William H. O’Connell has been named William J. Barrett, secretary, Metro- 
principal speaker at a meeting this week October 6 through October 12. manager of the Boston claims division politan Life, is shown in above cut with 
for the Knoxville ( ommunity Chest cam- ee oe of the Aetna Insurance Group. He suc- a very happy young man, He is Merlin 
paign. Long prominent in Community ceeds Thomas E. Steele, whose retire- Quo who is receiving from Mr. Barrett 
Chest affairs, Mr. Coffin currently is Thomas H. Longdon retired October 1 ment was effective October 1. Mr. Steele the company’s check for $1,500 for a sug- 
serving as national secretary and a_ after completing 50 years—to the day— joined the Aetna Group in 1940 as as- gestion he made related to the com- 
director of the United Community of service with the Piowais of Hartford sistant manager of the Boston claims pany’s printing. Thus, he won the larg- 
Chests and Councils of America and Insurance Companies. Mr. Longdon, an division. Mr. O’Connell, a native of est award of the year given so far in the 
president of the \ssociation of New examiner in the central underwriting Winchester, Mass., was associated with way of suggestions from Metropolitan 
England Community Chests and Coun depariment, joined the Connecticut Fire, another insurance company for five years employes, His suggestion, which recom- 
cils. While in Knoxville, Mr. Coffin also an affiliate of the Phoenix, on October before joining the Boston office of the mended that the company substitute 
addressed the local General Agents and 1, 1907. In honor of his anniversary Aetna Group in 1935. He was an under- magnesium cuts instead of copper and 
Managers Association and a mecting of and retirement, Mr. Longdon was pre- writer for two years and then trans- zinc ones, which the company has been 
the Harry M. Watson agency of Con- sented with a watch by President John ferred to the claims department as an using, will save Metropolitan several 
necticut Mutual Mr. Watson is pres \. North. A native of New Jersey, adjuster. He was appointed assistant thousands of dollars each year in its 
ident of the Knoxville GAMC. he contemplates retirement in Florida. manager in 1953. printing costs. ; 
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C. A. Van Doren 50 Years With 
Davis, Dorland & Co. 


Clarence A. Van Doren on October 7 
celebrated his 50 years’ association with 
Davis, Dorland & Co., one of leading 
insurance brokerage firms of the city 
and located at 99 Church Street. He is a 
vice president. Prior to his association 
with this brokerage concern he was with 
the old firm of See & Depew. When he 
joined Davis, Dorland it had six em- 
ployes. Shortly thereafter he started the 
marine department and in 1917 was ap- 
pointed assistant secretary becoming a 
vice president a few years later 

On October 4 Mr. Van Doren was 
guest of the officers of Davis, Dorland & 
Co, at a luncheon given at the Drug and 
Chemical Club. On the anniversary day, 
October 7, a large number of telegrams 
and letters of felicitation was received by 
Mr. Van Doren. President of Davis, 
Dorland & Co. is Ralph L. Lucas. Among 
those associated with the organization 
is Chester L. Van Doren, son of Clar- 
ence A. 

ae 


J. P. Morgan & Co. 


The famous be om house of J. P. 
Morgan & Co. 23 Wall Street, New 
York, has two insurance men on its 
board. They are Devereux C. Josephs, 
chairman, New York Life, and James 

Thomson, of the Hartford Fire’s 
— committee. 
I. Morgan & Co. have two affiliates 


‘id. Morgan & Cie., Inc., Paris, and 
Morgan, Grenfell & Co., Ltd., London. 
On September 30, 1957, this bank had 


assets of $851,248,800. 

For the first nine months of 1957 net 
operating earnings of $5,765,664, com- 
pared with $5,410,836 for the first nine 
months of 1956. This represents $16.47 
per share on the 350,000 shares now out- 
standing, including the 50,000 shares dis- 


tributed July 29 as a stock dividend. Net 
earnings for the 1957 period, after in- 


vestment security losses of $232,391, were 
$5,654,273, or $16.16 per share. 


$s Sey 


Insurance Institute of Canada Has 
New President 


C. D. Trusler has been elected presi- 
dent of the Insurance Institute of Can- 
ada, succeeding Alex. S. Hamilton of 
Toronto. 

Mr. Trusler is manager for Canada 
of the Commercial Union Ocean Group 
of insurance companies. He is a past 
president of the Canadian Underwriters’ 
\ssociation, member of the executive 
council of the Canadian Chamber of 
Commerce and member of the council of 
the Dominion Board of Insurance Un- 
derwriters, the Canadian Underwriters’ 
\ssociation and All Canada Insurance 
Federation. He is also an associate by 


examination of the Chartered Insurance 
Institute of England. 

R. Leopold 
—* of 
Canada. 


the secretary- 
Institute of 


Jones is 
Insurance 














Morgan B. Brainard, Jr., on 
Standard Fire Board 


Morgan B. Brainard, Jr., senior vice 
president and treasurer, Aetna Life Affi- 
liated Cos., has been elected to the board 
of the Standard Fire Insurance Company. 
Mr. Brainard was named to the board 


MORGAN 


B. BRAINARD, JR. 













CLARENCE A. VAN DOREN 





to fill the unexpired term of his father, 


the late Morgan B. Brainard. Mr. Brain- Course and course in executive decision- 


ard is also a director of Aetna Life In- ™aking. Chairman of the board of 
surance Company and the Aetna Cas- \MA is Don G. Mitchell. President is 
ualty and Surety Co. In addition, he Lawrence A. Appley. The Academy 
serves as a trustee of the Connecticut grounds have 30 classrooms, more than 
Bank and Trust Co. and the Society for 100 bedrooms, a dining room, kitchen, 


Savings, and a director of Arrow-Hart & lounge, library, chapel and_considerable 
Hegeman Electric Co., Fafnir Bearing office and service space. The buildings 
Company and the Hartford Courant. include an auditorium. 

eet * * * + 


Management Study Academy Dr. George H. T. Kimble Edits 


The American Management Associa- Weather Research Bulletin 


tion’s Academy of Advanced Manage- =a : : ; 

ment was opened at Saranac Lake, New The first two issues, the spring and 

York, this week. It is a $2 million man- summer numbers of the Weather Re- 

agement ag Sec ote research center search Bulletin published by Stewart, 
3 seme Rees wit ans es = ? j 

devoted to improved management serv Smith @ Co. Inc.. New York insurance 

ices and management philosophy. : i 
The Academy is located on a 90- acre . brokers; brought favorable comment from 


site on the side of Mount Piscah in the insurance circles throughout the United 


Adirondack State Park. Formerly, it States. With the mailing of the fall issue 
was the famed Trudeau Sanatorium 4¢ this time, the company tells about 
founded for treatment and research on Shi sibeee 

lung disease. More than 1,000 executives eer ES 

have already registered for the Acade- He is Dr. George H. T. Kimble, pro- 


my’s first two activities: management fessor of geography and chairman ot tne 








ACTUARIAL CONGRESS EXECUTIVE PLANNERS—Attending a meeting this 
week to arrange details for the International Congress of Actuaries meeting in New 
York next week, were the above members of the executive committee of the organiz- 


ing committee for the International Congress. They are, left to right, sté anding : 
Francis S. Perryman, Royal-Globe; Walter Klem, Equitable Society; Andrew C. 
Webster, Mutual of New York; Daniel J. Lyons, Guardian Life. Sez ited: A Gordon 
Beatty, Canada Life; M. Albert Linton, Provident Mutual, who is chairman of both 
the organizing committee and its executive committee ; Malvin E. Davis, Metropoli- 
tan Life, who is president of Society of Actuaries, and Valentine Howell, The Pru- 
dential. The executive committee has been at work for over a year laying plans 
for the meeting. 





Department of Geography, Indiana Uni 


versity. Dr. Kimble. awarded a Ph.D 
(summa cum laude) in geography, Uni 
versity of Montreal, 1948, was with the 


British Naval Meteorological Service for 
From 1945 through 
Meteorolog 

University, 


more than five years. 
1950 he was director of the 
ical Observatory at McGill 
Montreal. 

During the period of his war service, 
Dr. Kimble was engaged in investigating 


the climatic feasibility of various in 
vasion projects, 
the He 
ologists whose 
the 
the 


to be 


both in Europe and in 
the 
calculations helped to fix 


Pacific. was one of meteor- 


period during which a landing on 
beaches was most likely 
While on 


world in 


Normandy 
assured of good weather 


war service he went round the 


exactly 80 days, and in his off-duty hours 
wrote a best-selling book on the weather 
250,000 mark, 


languages. 


which has now passed the 


and is available in three 


In this third issue of Weather R« 
search Bulletin, Dr. Kimble raises the 
question whether it would be good 
idea for scientists to stop tinkering with 
the weather. There have always been 
men, he says, who felt the urge to alter 
the course of nature. Now, due to tech- 


tinkering is possible on a grand 
a hurricane 
vastly 


nology, 
Sometimes controlling 

place sends it on to do 
damage in another, he says. Rain- 
has wet down one area and dried 
up another. The whole natural forces of 
a continent can now be altered. Dr 
Kimble raises and answers questions on 
whether making nature change her 
course is wise, or even safe. 

In addition to other scientific editorial 
matter of deep interest to people in all 
branches of the insurance industry, the 
fall issue of Weather Bulletin 
carries a special feature article by Paul 
J. C. Friedlander, travel editor of The 
New York Times, on jet flying above 
the weather. The jet airplane age, he 


scale. 

in one 
more 
making 


Research 


says, will arrive in 1959. What will it be 
like to fly at 40,000 feet altitude, at 
speeds over 550 miles per hour? 


Mr. Friediander, who was aboard the 
aviation history making flight of the 
Boeing 707 from Seattle to Baltimore on 
July 15, answers questions in the minds 
of insurance men about possible hazards 
in flying in weather above the weather 
as we know it. 

People in any branch of the insur- 
ance industry can receive the quarterly 
Weather Research Bulletin without 
charge by writing to Stewart, Smith & 
Co., Inc., 116 John Street, New York 
Ja N.Y. 
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Why the Institute of Life Insurance 


is continuing its 


anti-inflation campaign this Fall 


By HOLGAR J. JOHNSON 
President, Institute of Life Insurance 


This Fall the Institute of Life Insurance will continue its anti-inflation advertising program 
on a broader basis than the messages which appeared this Spring. Because the question 
of inflation is so vital to the nation’s future, the Institute is taking this space to explain 
why the program is being continued and the thinking that went into its preparation. 


Ii is axiomatic that the life insurance business has a 
moral responsibility to do what it can to help protect the 
purchasing power of the dollar. On behalf of its policy- 
holders and their dependents, life insurance must stand 
in the front ranks of the fighi for a stable dollar. Demon- 
strating recognition of this responsibility, 5 of the 14 
annual Co-operative Advertising Programs have carried 
anti-inflation messages to the American people. 

Today the stability of the dollar is being challenged by 
creeping inflation. This threatens the future financial 
security of every American. Therefore, with the approval 
of its Planning Committee and the Board of Directors, 
the Institute will continue to discuss this issue directly 
with the newspaper readers of the country. In a series of 
messages, people will be reminded what they, as in- 
dividuals, can do to help head off inflation. 

Here are five reasons why the Institute decided to 
maintain the anti-inflation program in this, the fifteenth 
year of the Co-operative Advertising Program: 


Surveys show that a majority of the American 

1 e people are now aware that a state of inflation exists 
today. What is needed at this time is to alert them 
to measures that can and must be taken if inflation 
is to be checked. 


? Life insurance promises dollars for future delivery. 

¢ The business has a moral responsibility to its 106 
million policyholders and their beneficiaries to help 
preserve the purchasing power of those dollars. 


3 The American people will respond to a business 
- which allies itself with them by spearheading a 
drive to hold down the prices of the things they buy. 


A positive program creates an environment which 

A. will cause other businesses and organizations to join 
in the fight against inflation. Obviously, no one 
business can win this fight alone. But as others join 
—and some already have—more and more weight 
will be brought to bear on one of the major 
problems in our economy. 





Last Spring’s anti-inflation messages by the Insti- 
>: tute received nation-wide endorsement, as evidenced 
by hundreds of editorials and letters. 


How the Institute of Life Insurance is continuing 
its Anti-Inflation Campaign this Fall 


The Institute believes that the best way to defeat inflation 
is to enlist the public’s participation in the fight. 

Beginning the week of October 14th, a series of 14 
advertisements will start in 540 newspapers throughout 
the country. One of the advertisements is shown, in re- 
duced size, on the facing page. Every one of these mes- 
sages will be aimed at outlining to the citizens of the 
United States what they can do to help stem the rising 
tide cf inflation. 

The ads will counsel wise buying, increased saving, and 
a closer watch on government spending—federal, state 
and local. Some will discuss the need for greater pro- 
ductivity on the part of employees and employers. And 
each will make the following statement: 


Why the life insurance companies 
are bringing you this message: 


“106 million policyholders have made life insurance America’s 
most widely used form of thrift. In the interest of these policy- 
holders—in the interest of all of us—the life insurance companies 
feel they have a duty to help preserve the purchasing power 
of the dollar.” 


We believe that something can be done about inflation. 
We ask the assistance of all life insurance people in 
doing it. 

Materials to tie the home office and field forces of the 
nation into this campaign are now being distributed— 
and on a wider basis than ever before. The extent to 
which you actively use these materials can play an 
important part in broadening the effect—and the success 
—of the Institute campaign. 


May we count on your co-operation? 








4 
EE 
Ba SLANT VEL ont 

7 

October 11, 195 

















’ affo 


Tese 


"d not to 
Nt Welfare 








Page 28 





— 
Se ice ti 








October 11, 1957 














Pearl Names Oswald 
Pacific Coast Manager 


BECOMES SUCCESSOR TO BARRY 


Latter Retires After 23 Years With 
Group; Oswald Transferred to Coast 
From New York Area in January 


Pacific Coast man- 
Assurance, Ltd., and 
vice president of the Monarch, retired 
September 30 after 23 years with the 
companies. He has been succeeded by 
Bert J. Oswald, former assistant United 
States manager at New York and since 
January 1 associate with Mr. Barry in 
San Francisco. Mr. Oswald has been 
with the group since 1945 and is a vice 
president and director of the Monarch. 

A native of Iowa, Mr. Oswald was 
for many years with the Dubuque F. & 
M. and National Reserve Life of Illinois. 
In 1936 he became vice president and 
director of National Reserve and in 1939 
a director and chief executive of both 
companies. He went with the Peart in 
1945 as underwriting secretary and ad- 
vanced to assistant U. S. manager in 
1952. He became assistant vice president 
of Monarch in 1948, vice president in 1952 
and a director in 1954. 

Mr. Oswald served on the rating meth- 
research committee of the Eastern 
Underwriters Association, on the public 
relations committee of the National 
3oard of Fire Underwriters and the 
Eastern Underwriters Association and on 
the dwelling rating committee of Mul- 
tiple Peril Insurance Rating Organiza- 
tion. 


David A. Barry, 
ager of the Pearl 


ods 


Barry Career 


Mr. Barry has an insurance career 
dating back to 1910 when he started 
assistant cashier for California. Two 


he became Pea man for 
and in 1915 was appointed 
Vulcan in northern 
service in the first 
California fiel/] 
and in 1924 


vears later 
Vulcan Fire, 
special agent for 
California. After 
war he returned to the 
with Phoenix of London, 
was made manager of the fire depart- 
ment for the Rolph-Swett general 
agency. After 10 years he joined Pearl 
as assistant manager on the coast, in 
1938 becoming manager. 


Harry V. Caio Dies 


Harry V. Carlier, assistant secretary of 
the Northern Assurance Group, died at 
his home in Basking Ridge, N. J., Octo- 





ber 7, f re several months illness 
Mr. Carlier, who had been with the 
Nor “Be *rn Assurance since 1929, was in 


arge of advertising, personnel and pur- 
chasing for the companies. He was a 
member of the Insurance Advertising 
Conference and had served as secretary- 
treasurer, vice president and president 
of nization. 

He is survived by his wife, two daugh- 
ters, one brother, a sister and several 
grandchildren. 


Samuel H. Reiter Dies 
Samuel H 
executive of the 








Reiter, recently retired 
American Insurance Co., 


and widely popular, died on October 4. 
He is survived by his wife, Ethel; his 
daughter, Mrs. Martha Hansen; and 


his son, Thomas, 

On August 1 of this year Mr. Reiter 
retired from the American after 45 
years of service. A native of Newport, 
Pa. he had joined the American at the 
head office in Newark in 1912. 

In 1923 he became a special agent 
traveling the New Jersey field. He was 
made state agent for New Jersey in 1939 
and in 1949 was appointed field super- 
visor. In 1950 he was elected an assis- 
tant secretary, and secretary in 1951. 


Marine Institute Dinner 


At Waldorf November 21 


The American Institute of Marine Un- 


derwriters will hold its annual dinner 
Thursday, November 21, in the Sert 
Room of the Waldorf-Astoria. Louis A. 


Lapham, president, Maritime Association 
of the Port of New York, will be the 
speaker. 


N. Y. C. Pond, Blue Goose, 


Dinner on October 16 

New York City Pond of Blue Goose 
will hold its first dinner meeting of the 
1956-57 season on Wednesday, October 
16, at the Railroad-Machinery Club in 
New York City. Most Loyal Gander 
William M Whitesell, Jr., General Ad- 
justment Bureau, will preside. Other 
dates already scheduled for New York 
Pond are December 11 and February 5 
at the same place, April 9 at the Un- 
derwriters Salvage Co and June 13 the 
annual meeting and golf outing at the 
Engineers’ Club at Roslyn, Long Island. 


HOWELL, HOLZ SCORED 


N. J. Law Enfor t C il Repub- 
lican Majority Alleges Neglect; 
Democrats Denounce Charges 
The State Law Enforcement Council 
of New Jersey, an arm of the Republican 





controlled legislature, has issued a re- 


port charging both the New Jersey and 


the New York Insurance Departments 
with “gross neglect of duty” in their 


handling of the investigation into alleged 
misdeeds oi John R. Cooney while pres- 
ident of the Loyalty Group at Newark. 
re Democratic minority of the coun- 

| has also issued a report denouncing 
ae charges of the majority. 

The majority report of the council also 
hold that Attorney General Grover C. 
Richman, Jr., was “derelict” in failing 
to refer the Cooney case to a prosecutor 
at least two years earlier than he had 
done. Charles R. Howell, New Jersey 
Commissioner of Banking and Insurance, 
and Insurance Superintendent Leffert 
Holz of New York are alleged to have 
kept facts from the public. This Mr. 
Holz long since has admitted with the 
contention that the insurance business 
and the public are better served if early 
publicity is not always given to a prob- 
lem wihch might be harmful to many 
innocent people. Mr. Richman declares 
the majority report was written for 
Malcolm Forbes, Republican candidate 
for governor, to provide his party with 
political ammunition. 
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development. 
15 other risks 


than comparable coverage. 


Charlotte + Chicago + 
Los Angeles + 


Pittsburgh + 


Boston * 
Indianapolis - 
Philadelphia + 


Baltimore + 
Houston + 








Now’s The Time To 
Safeguard Your Home 


NEWLYWEDS face a lot of big expenses when they are first getting 
settled. In an effort to ‘cut corners.’ they sometimes postpone 
safeguarding their homes with insurance. But young people, in 
particular, tempt fate when they fail to buy complete home 
insurance. Take yourself. for example. If you are not adequately 
| protected, a fire, a lawsuit, or other misfortune could wipe out 
| everything you own and leave you deep in debt. 


That’s why the new HOMEOWNERS POLICY is such an important 
The Atlantic Companies’ HOMEOWNERS POLICY 
combines protection against fire, theft. personal liability and 
at one low premium. This entirely new concept 
of insurance provides more protection, yet costs up to 25% less 


To learn more about the exceptional advantages of the Atlantic 
Companies’ HOMEOWNERS POLICY, phone or visit your independ- 
ent agent or broker, without obligation. You'll discover that 
you can have all the basic protection home owners need 
single policy, which you buy with a single premium. 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL INSURANCE COMPANY 
CENTENNIAL INSURANCE COMPANY 
P. O. Box 6, Wall Street Station « New York 5 


Cincinnati + 
+ Minneapolis + 


Milwaukee 
Portland + St. Louis + 


Multiple Line Companies Writing Marine, Fire and Casualty Insurance 
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Columbus + Dallas + 
Newark + New Haven + 
Seattle + Syracuse 


Detroit + Grand Rapids 
New Orleans 
San Francisco + 








This advertisement appears in the Country’s leading newspapers 


Garden City Meeting 


(Continued from Page 1) 


surance Agents, on the national adver- 
tising program, and Lawrence Acker- 
man, dean, Business Administration 
School, University of Connecticut. The 
afternoon session also included talks by 
Kenneth O. Smith, general manager, 
New York Fire Rating Organization: 
Walter Brooks, Deputy Superintendent 
of Insurance, New York, and John J, 
Donnelly, executive deputy commission- 
er, Motor Vehicle Bureau. There was a 
dinner in the evening. 
Agents in Charge of Meeting 

The regional vice president of the New 
York State Association is George L. 
Helm of Nassau County and the local 
committee co-chairmen were Arthur F., 
Blum of Queens and George Kramer, Jr. 
of Nassau. Included on the local com- 


mittee were Helen K. Goodrich of 
Queens, Albert E. Mezey of New York 
City, Clifford Sahm of Nassau, Ken- 


neth W. Haslam of Queens, Louis Spicci 
of Rockland, Seymour Hirschfeld of Suf- 
folk, William A. Kleine of Westchester, 
Samuel Meyerson of Staten Island and 
Harry F. Legg, executive secretary of 
the Suburban New York Association. 
White Calls for United Stand 

The four prominent company execu- 
tives and Mr. White, Allentown, Pa., all 
declared that the agents, as well as the 
companies, do show a full understanding 
of present inability of the companies to 
make money on their underw riting. Each 
segment of the business appreciates the 
mutual problems and each is working 
for continuous harmonious relations and 
settlement of outstanding difficulties. 
Mr. Bladen, who was a splendid modera- 
tor, keyed his opening remarks to the 
theme that agents and companies are 
working together for the benefit of the 
public, as well as the industry. 

Mr. White stressed the interdepen- 
dence of agents and companies in this 
era of change in insurance. He believes 
present tests of loyalty will be met. He 
finds companies struggling with inade- 
quate rates as one problem and another 
that of some long time agents who re- 
fuse to grow or diversify, when such is 
needed. He called on the companies to 
back up their demands for adequate rates 
and not to yield in the face of opposition 
from any Insurance Department. He 
said there has been no change in rating 
formula in other states, and here the 
insurers and agents should get together 
to insist on their rights. The companies 
have not actually filed for commission 
reductions, he stated, to the best of his 
knowledge. 


Avery and Allen 


Mr. Avery expressed confidence and 
faith in company-agent relations. Some 
improvement is possible, he said, but 
there is nothing to worry about funda- 
mentally. He urged the producers to 
become familiar with the production and 
claims programs of each company in 
their offices, and to keep in touch with 
the buying public by constant personal 
contacts. 

Vice President Allen of the Home sees 
the necessity for making some changes 
to produce underwriting profits. Both 
companies and agents depend ultimately 
upon profits being made, for without 
such the business could not long last. He 
told producers to emphasize quality 
rather than quantity of business. He 
observed that companies today are judg- 
ing agents on the basis of experience 
rather than premium income alone. He 
asked the producers to pay more atten- 
tion to basic principles of underwriting 
and seek to make profits for their com- 
panies. 

He featured the importance today of 
the moral hazard, and said also physical 


hazards, such as poor housekeeping, 
must not be overlooked. The agents have 
the real opportunity to study condi- 


tions surrounding the risks they write. 

“We depend on your knowledge and 
understanding” he declared. 
Lusby on Claims 

Mr. Lusby, who heads the America 

Fore loss department, finds some dif- 
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ficulties today due to implementation of 
company policies, and not to any basic 
differences from policies pursued right 
along. Somewhere along the line be- 
tween start of claim and payment some- 
one has not carried out all objectives, he 
said, thus causing irritations. He asked 
the agents to secure as quickly as pos- 
sible all evidence needed after a liability 
claim originates, and to report this data 
promptly and as completely as they can 
to the insuring company. The company’s 
job, he continued, is to evaluate the evi- 
dence and act thereon. 

The authority of the claim man who 
sees the assured and agent is restricted 
to the right to pay what the insurance 
contract and law requires and not to 
extend that generally to “agency con- 
siderations.” Companies aim to find qual- 
ified adjusters and train them, and agents 
are asked to “believe we claim people 
are honest and competent and want to 
serve you and your assureds. We can’t 
throw money away but will gladly pay 
when the money is owed. Otherwise you 
wouldn’t long continue to give us your 
business,” Mr. Lusby said. 


Commissions 


There followed an hour of questions 
from the floor, including those dealing 
with commissions, particularly as New 
York agents are concerned with pos- 
sibility the National Bureau may file a 
rate plan calling for reduction in com- 
missions on liability and property dam- 
age. On Tuesday at the Garden City 
meeting no one had any definite data 
on such an actual filing being made and 
it was reported company and agent rep- 
resentatives were discussing this whole 
auto problem. 

Mr. Avery observed that the BI and 
PD commission scales had not been 
changed for many years. Companies, 
he continued, would like to retain pres- 
ent commissions and he feels most agents 
earn these commissions. However, the 
companies must think of maintaining the 
markets for the agents’ business, he 
said, and he wants the agents to make 
money on auto insurance which they 
can do only if they write those risks. 
He expressed himself definitely as op- 
posed to excess commissions on auto 
coverages 

On the matter of paying nuisance 
claims Mr. Lusby stated it is most 
difficult to avoid some such payments. 
He revealed to the agents that the 
number of law suits in the New York 
metropolitan area is two or three times 
that elsewhere, with few exceptions, and 
that to avoid having disputes go to juries, 
which more often than not find for 
plaintiffs, companies may find it advis- 
able to settle. Even though there m: iv 
be some question of liability the costs 
are far less in the long run than trying 
to fight these cases in court, he said. 


Mandatory EC Deductible 


It was. stated during the discussion 
period that the rating bureau is aiming 
at a mandatory $50 deductible in New 
York to replace the present optional de- 
ductible for extended coverage risks. The 
present large differential in rates, 8 
cents for $50 deductible and 20 cents for 
full cover, exists for the purpose of 
discouraging assureds buying full cover. 

Mr. Allen disclosed there are moves 
now, which may be approved in a month 
or so, to amend the new farm rules in 
New York to make this business easier 
tor Long Island agents. The new spe- 
cific rating system for farms is designed 
particularly for dairy farms in upstate 
New York, which have large barns, and 
not for vegetable farms on Long Island. 
Hence, he granted there is a question 
of the advisability of applying these new 
rules on the Island, as they call for 
paper work really not essential. 


AUTO CLAIMS ASSN. MEETS 

The Automobile Claims Association, 
Inc., of New York met Wednesday at 
Miller’s Restaurant. J. P. Schwab, serv- 
ice representative of Fisher Body, De- 
troit, spoke on body construction and 
replacement in body work. President 
William C. Paddock presided. 


CPCU Seminar on 
Personnel Problems 


RECRUITING, TRAINING PLANS 


Pachner, Guess, Toelle Suggest Further 
Efforts by Companies to Get 
College Graduates 


Recommendations for improving in- 
surance personnel, recruiting, training 
and development of men in executive 
posts were made by a panel of members 
of the New York Chapter of the So- 
ciety of Chartered Property and Casualty 
Underwriters at a seminar during the 
annual meeting of the national Society 
of CPCU at the Waldorf-Astoria Hotel 
in New York last week. 

Conclusions that the insurance busi- 
ness tends to lag behind other lines of 
business in these efforts, even though 
insurance has many good programs, were 
based on extensive research made by 
Charles W. Pachner, Frankel & Co.; 
George J. Guess, Jr., Griswold & Co.,, 
and R. Maynard Toelle, American For- 
eign Insurance Association. Past Pres- 
ident John B. Walker of the New York 
Chapter, was moderator. 

Following presentations by the panei 
members there was a stimulating ques- 
tion and answer period. Several hun- 
dred CPCUs and guests attended the 
session October 2, which followed the 
Conferment luncheon where Holgar J. 
Johnson, president, Institute of Life In- 
surance, spoke on public relations. 

College Recruiting 


While property and casualty insurance 
companies do rather good recruiting of 
new personnel at the college level Mr. 
-achner stated, insurance is still not 
getting the attention it needs to attract 
the badly needed new blood into the 
business. He said statistics show about 
24% of college graduates enter property 
casualty insurance, 3.4% go into life 
insurance, 5% in the petroleum industry. 
Some lines get 8%. He found that 
about half the property-casualty com- 
panies do recruiting at colleges, against 
75% of life companies. 

As there is a need for more college 
graduates he suggested more precon- 
ditioning at colleges to stimulate inter- 
est in insurance, more interviews by 
employing companies and more follow- 
ups with students who have been inter- 
viewed. Mr. Pachner also proposed more 
use of personnel specialists for recruit- 
ing work and attention to higher start- 
ing salaries. He finds that insurance 
company offers range from $650 to as 
much as $2,200 a year below those of 
industry and mercantile fields. Mr. Pach- 
ner believes there can be an improve- 
ment in insurance company literature for 
college placement officers and for stu- 
dents. He feels insurance must com- 
pete with the attractive literature of 
other industries. 

ore extensive public relations work 
is needed, he says, to overcome the 
present relative lack of popularity of 
insurance among college men. There is 
need for educational programs to offset 
this. He suggested an organized public 
relations campaign, handled by profes- 
sional PR firms, plus efforts by indi- 
vidual insurance companies. In_ his 
opinion an association might be formed 
among insurance companies which could 
saturate about 200 colleges with ads in 
college papers, scholarships, summer job 
programs, home office tours, literature; 
all designed to make the college student 
conscious of the desirable careers offered 
in insurance. 

Company Training Courses 

Mr. Guess took up the question of 
what to do with the new employe to 
make him more valuable to his company 
and satisfied with his career. He re- 
vealed that 61% of property and cas- 
ualty companies answering a question- 
naire do have formal training courses for 
college graduates, against 60% for life 

(G ontinued on Page 35) 


NAIB OFFICE MOVES 
The National Association of Insurance 
Brokers has moved its headquarters to 
62 William St. from 57 William St. 


Doty Publicity Manager 
Aetna Insurance Group 


IS NAMED SUCCESSOR TO HOLT 


Former Has Served as President of IAC; 
Latter Directed Dept. 29 Years; Had 


Impressive Career 


William H. Doty, who is a former 
president of the Insurance Adverttstng 
Conference, has been appointed manager 
of the publicity department of the Aetna 
Insurance Group. He succeeds the long 
popular F. Sidney Holt, assistant secre- 
tary, who has directed this department 
of the Aetna for 29 years. Mr. Holt is 
retiring after an impressive and con- 
structive career in publicity, public re- 
lations and advertising. 

Mr. Doty, who joined the Aetna in 
1953 as supervisor of the publicity de- 
partment, had previously gained wide 
experience in public relations, sales pro- 
motion and insurance advertising. He 
went to Hartford from Philadelphia. 
where he was advertising and sales pro- 
motion manager of “The Spectator” ror 
four years. 

Since then he has been active in the 
affairs of the Insurance Advertising Con- 
ference and served as president two 
years ago. 

Born in Chicago, Mr. Dotv was edu- 
cated at the University of Chicago and 
the Charles Morris Price School of 


Advertising. He served four years in 
the Army during World War II and 
attained the rank of first lieutenant 


Sidney Holt Career 


Mr. Holt, a native of San Francisco, 
received his education at the California 
Military Academy and the University of 
Southern California. His first newspaper 
and advertising experience was gained 
in California and the Pacific Northwest 
Later he was on the editorial staff of 
the “Brooklyn Daily Eagle” and the old 
“New York Sun.” Mr. Holt wenr tw 
Hartford in 1923 from the headquarters 
of the Associated Press in New York 
City to assume the position of general 
press representative for another Hart 
ford company. 

He began his association with the 
Aetna Group in 1928 as superintendent 
of the publicity department. In addi 
tion to his work there and with the 
group’s agents, Mr. Holt contributed 
greatly to the advertising programs of 
the National Board of Fire Underwriters, 
the American Foreign Insurance Asso 
ciation and other similar organizations 
He was elected an assistant secretary 
of all group companies in 1948 


WILLIAM IAM W. PAGE DIES 
William W. Page, state agent for the 
St. Paul Companies, with headquarters 
at Grand Rapids, Mich., died October 1 
of a heart Bitere at Reed City, Mich 
He joined the Saint Paul on January 1, 
1947, as special agent at Grand Rapids 





ANNOUNCING 


RRINE Jy 
B sur we SUp, 


A. B. JACKSON, President 
St. Paul Fire and Marine 
Insurance Company 





R. B. RICHARDSON, President 
Western Life Insurance 
Company 
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BUILDING COSTS TO RISE 











America Fore Secretary 
Boeckh, Authority on Construction 


At Atlanta to Retire , 
Costs, Prophesies Continued Up- 
Trend for Next Few Years 

One of the nation’s top authorities on 
construction costs, E. H. Boeckh, proph- 
esies a continued rise in building costs 
over the next few years in an exclusive 
article written for the October issue of 
The Fieldman, Insurance Company of 
North America’s monthly publication for 
agents. 

Entitled “Why You Are Richer Than 
You Think,” the article warns that the 
insurance man “must be forever mindful 
that the reproduction cost of any build- 
ing he insures is going higher in the 
next few years.’ 

Mr. Boeckh advises the insurance un- 
derwriter to “make his insureds aware 
of these facts and advise | them of the 
need for greater coverage.” 

Reviewing the unbroken rise in build- 
ing costs over the past 25 years, Mr. 
Boeckh says that “nothing ... indicates 
any imminent reduction in construction 
costs; on the contrary, it is logical to 
assume that a new round of inflation is 
with us, and will continue indefinitely.” 

To check soaring construction costs 
“it would take a serious decline in de- 
mand for new construction and hard 
bargaining on prices by the purchasers 
of construction,” Mr. Boeckh writes. He 
sees no possibility of this occurring in 
the near future. 








Did you 
send them 
on their way 











Elliott’s Peachtree Studto 
EDGAR C. LATHAM 











After 31 years with the America Fore 
Insurance Group, Edgar C. Latham, sec- be 
retary of the fire companies in the 
southern department, will retire January 
1, 1958. Mr. Latham was honored re- 
cently at a luncheon at the Capital City 
Cluk in Atlanta by his officer associates. 
Vice President Louis P. Jervey, man- 
ager of the southern department, pre- 
sented Mr. Latham on behalf of those 
present with a handsome ship’s clock. 
Expressions of the high esteem in which 
he is held by his friends and associates 
were voiced by each one attending and 
the best of good wishes extended for 
health and happiness in his coming re- 
tirement. 

A native of Plymouth, N. C. Mr. 
Latham attended local schools and North 
Carolina State College. Prior to joining 
the America Fore Group, Mr. Latham 
was associated with General Electric Co 
and the Southeastern Underwriters As- 
sociation as an engineer 

He joined the America Fore in 1926 
as an engineer in North Carolina ana 
Virginia and was later appointed divi- 
sion engineer for rege Carolina, South 
Carolina and Vireinia. In 1937 he trans- 
ferred to the Atlanta office as assistant 
chief engineer and was appointed chief 
engineer for the southern department in 
1941. In 1948 he was appointed agency 
superintendent and in 1953 named an 
assistant secretary of the fire companies 
He was appointed a secretary in 1955. 

Mr. Latham has been a member of 
the committee on special forms of cover- 


age of the Southeastern Underwriters Ro al- medals are to be awarded, one for the 
best essay in each borough. 
‘ 


Association and an alternate member 
[he ceremony was conducted on the 


of the board of governors of the Arkan- }! 1 ; 
sas Inspection and Rating Bureau. if tf i , steps of the City Hall. The Fire De- 
fe) oa Ss partment Band and Glee Club partici- 


~ pated in the ceremonies. A detail of 


GTA uniformed members of the Fire Depart- 


ment paraded with the children to City 
*Croup Travel . Accide nt 





Buffalo Insurance Co. 


Staff Appointments Made 


Promotions, new appointments and or- 
ganization changes were announced by 
President Victor T. Ehre of the Buffalo 
Insurance Co. of Buffalo, N. Y. Robert 
W. Dinsmore has been appointed man- 
ager of the San Francisco branch office. 
He replaces Ledgar C. Grover who re- 
cently died. 

State Agent Charles W. Troeger has 
been transferred from the Southeastern 
territory to Indianapolis where he will 
be multiple line state agent for Indiana. 
Charles K. Allen, who formerly handled 
northern Indiana and Michigan, will now 
confine his activities to Michigan retain- 
ing his headquarters at South Bend, Ind. 

Fernand Kleinman has been appointed 
multiple line special agent and_ super- 
visor of inland marine underwriting of 
the Pacific Coast department, Los An- 
geles. 















































Medals to N. Y. Children 
For Fire Safety Essays 


Mayor Wagner and Fire Commissioner 
Cavanagh on Monday presented medals 


= 
with to 328 school children for the best es- 
says written on the subject “The Fire 


Safe Home.” In addition, five gold 























N. Y. Board Losses Rise 


There were 624 incurred losses for 
$1,682,532 assigned in August to the com- 
mittee on losses and adjustments of the 
New York Board of Fire Underwriters. 
This compares with 584 losses for $1,- 
535,885 in the same month of 1956, show- 
ing an increase in number of claims of 
7% and in amount of 10%. 


Hall. 

Children in the_fifth to eighth grades 
inclusive in the Elementary and Junior 
High Schools compete in this annual 
contest which is a cooperative endeavor 
of the New York City Board of Educa- 
tion, the Parochial schools of New York 
City, the New York Fire Department, 
and the New York Board of Fire Un- 









NEW YORK 38, N.Y. 





150 WILLIAM ST., 


For the first eight months of 1957 
Secretary E. C. Niver reports 6,101 losses derwriters. 
assigned, for $19,552,805, against 7,192 ROYAL INSURANCE COMPANY, LTD. * THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. This is thought to be the oldest con- 
claims for $15,327,685 in the same period ROYAL INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY + QUEEN INSURANCE COMPANY OF AMERICA test of its type and since its origin in 
last year. While there was a decrease NEWARK INSURANCE COMPANY + STAR INSURANCE COMPANY OF AMERICA * AMERICAN ANO FOREIGN 1920 the New York Board of Fire Un- 
in number of losses of 15. 7% the amount INSURANCE COMPANY + THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD. + THAMES derwriters has provided the funds for 
& MERSEY MARINE INSURANCE COMPANY, LTO. * VIRGINIA FIRE & MARINE INSURANCE COMPANY the purchase of the medals. The New 


York Board also distributes 400,000 pam- 
phlets to the schools each year to assist 
the pupils in writing their essays. In 


involved has increased 27.57%. 


SONNEE ST. PAUL SPECIAL 
The St. Paul Fire and Marine an addition, lectures are given at many 
nounces appointment of Robert W of the schools by a uniformed member 
Sonnee as special agent to assist Hugh- of. the New York Fire Patrol so the 
lette Jackson recently put in charge of children may learn of the various fire 
hazards in the home and_ how such 





the company’s business in Kentucky, ho ¢ 
with headquarters at Louisville. Rn ee 2 UREN 
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Assistant Manager EUA 





ROBERT H. RICKNER 


Robert H. Rickner, newly appointed 
assistant manager of the Eastern Under- 
writers Association in New York, has 
served several years with the New York 
Fire Insurance Rating Organization. He 
joined the latter in 1949 and served in 
the Buffalo, Rochester and New York 
City offices prior to going with EUA. 
He will now develop the rating organi- 
zation methods improvement study op- 
erations conducted by the EUA in 
cooperating with rating managers in 
the territory. 


N. Y. Adjusters Name 


Hoercher President 

The New York Association of Inde- 
pendent Insurance Adjusters held its an- 
nual meeting September 26 and elected 
as president, R. L. Hoercher, New York; 
vice president, Sidney Stratton, Syra- 
cuse; secretary-treasurer, Donald L. 
Campbell, New York. 

At the dinner Vincent Scully, retiring 
president, introduced E. C. Niver, New 
York Board of Fire Underwriters, who 
introduced the speaker, Thomas Rath- 
bone, chief engineer for the America 
Fore Group. The reception and dinner 
were attended by 300 persons. 





Business Interruption 


Book by Henry Klein 


Publication of the new third edition 
of Business Interruption Insurance by 
Henry C. Klein, retired secretary of the 
New York Underwriters Insurance Com- 
pany, has been announced by The Rough 
Notes Co., Inc. 

The latest edition covers the most re- 
cent developments in the business inter- 
ruption insurance field, including the new 
“earnings insurance policy form.” In the 
book Mr. Klein, a recognized authority 
in the field, explains the proper policy 
form to best cover each risk at the low- 
est cost, and shows how to determine 
the required amount of insurance. He 
also discusses the rules for all territories 
of the United States and Canada, and 
tells how to present the coverage to a 
prospect and answer his objections. Ac- 
tual losses under each policy form are 
illustrated. 

Business Interruption Insurance is 
considered a comprehensive book. Con- 
taining 324 pages, the third edition sells 
for $5, less in quantities. It may be 
ordered from The Rough Notes Co., Inc., 
1142 North Meridian Street, Indian- 
apolis 6, Ind. 


WEAVER GAB BRANCH MGR. 
Bernard D. Weaver has been named 
‘tage manager of the Wheeling, W. 
branch of the General Adjustment 
“het succeeding Raymond B. Murphy, 
resigned. Mr. Weaver joined the GAB 
at Clarksburg and since 1954 has served 
as senior adjuster at Huntington, W. Va. 





Texas Grand Jury on 
Tighter Ins. Controls 


After a six-month probe of Dallas 
insurance and investment firms, sparked 
by the collapse of the ICT Insurance Co., 
the Dallas County special grand jury 
submitted its final report with a recom- 
mendation that tighter controls be placed 
on the Texas insurance business. 

In its report the jury said that “fail- 
urés would have been foreseeable and in 
part preventable” with stricter regula- 
tions and it was critical of the Board 
of Insurance Commissioners for both 
past actions and inactions. It requested 


that new laws “define and assign ade- 
quate criminal penalties to prohibited 
acts,” suggesting that the special ses 

sions of the Legislature, called for Oc- 
tober 12, give consideration to the prob- 
lem. 

The jury picked out five types of 
abuses as reasons for company failures, 
listing the following: in obtaining cor- 
poration charters through misrepresen- 
tations of various kinds; in sales of cap- 
ital stock; in faulty corporate practices 
and records: inadequacies of enforce- 
ment that sometimes involved gifts to 
state employes, and in title insurance 
practices. 


WETEKAM CAMDEN SPECIAL 

The Camden Fire Insurance Associa 
tion announces the appointment of Harry 
C. Wetekam, Jr. as a special agent. He 
will be associated with Shirley B. Law- 
rence, regional supervisor in the Cin- 
cinnati service office. 





During its probe the jury returned 2 
indictments, including two embezzleme sa 
charges against BenJack Cage, former 
ICT president, whose trial is tentatively 
set for late in October. 





THE HOME 
INSURANCE 


COMPA 








JACK BENNY 


on the air for you...CBS RADIO 
every Sunday evening 7:00-7:30 (E.D.S.T.) 


@ THE BENNY SHOW 
PRE-SELLS YOUR PROSPECTS... 
ALL YOU HAVE TO DO IS 

TELL THEM WHERE YOU ARE! 


Here is a selling program especially designed to 
help you get your full share of business from the 
10,815,000 listeners the Jack Benny show reaches 
every month. You can sponsor your own selling 
message—directing listeners to your agency—on 
the same CBS Radio stations your prospects tune 
in to hear their favorite comedian. Your local CBS 
Radio representative will be glad to help you to 
plan your own campaign. The more you cooperate 
with the show, the more insurance prospects it can 


bring you. 


PLUS Powerful Advertising in America’s Favorite 


Magazines— The 19,700,000 readers of THE SATURDAY 


EVENING Post have been added to the millions of insur- 


ance prospects already being reached for you by The Home 
Insurance Company’s full-page advertising program in 


TIME and other leading publications reaching a total of 
52,476,000 readers! This tremendous combination of 


FIRE ° 


magazines and radio will reach the eyes and ears of more 
insurance prospects than ever before! Identify your agency 
as the one that readers and listeners in your area are 
being urged to see. 


iy THE HOME * 
Srasuronce Compreany 


AUTOMOBILE ° MARINE 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
THE HOME INDEMNITY COMPANY 


Casualty Insurance 


Fidelity and Surety Bonds 
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Heads Weghorn Agency’s 
Metropolitan Fire Dept. 





GERRY F. JOHNSTON 


The John C. Weghorn Agency, Inc., 
has promoted Gerry F. Johnston, veteran 
insurance underwriter, to head its met- 
ropolitan and suburban fire department. 
He succeeds the late Emanuel Bochner. 

Mr. Johnston has been in the insur- 
ance business for 20 years. He joined 
the Weghorn agency in 1952 as an un- 
derwriter in the department he now 
heads. He is a graduate of Malverne, 
L. I., High School and has studied at 
the Insurance Institute. 


N. Y. Agents’ Trophy 
To Local Board Pres. 


Craig Thorn, Jr. of Hudson, president 
of the New York State Association of 
Insurance Agents, announces that a new 
trophy, to be awarded annually, has 
been presented to the association by the 
Policy Advancing Corp. Policy Advanc- 
ing Corp. is the successor to the State 
Association Service, the premium financ- 
ing company which was_ previously 
owned by the New York State Asso- 
ciation. 

The trophy will be awarded to the 
outstanding local board president each 
year and the award will be made at the 
annual convention of the association each 
May. Mr. Thorn announced that the 
main trophy will be a permanent one and 
that Policy Advancing Corp. is also pro- 
viding annually three replicas of the 
trophy, which will become the personal 
property of the winner and also go to 
two local board presidents who will re- 
ceive honorable mention 

The trophy will be known as_ the 
Emmett Rhodes Trophy. Emmett 
Rhodes was president of the New York 
Association in 1903 to 1905 and both 
as president of the association and legis- 
lative chairman of the National Asso- 
ciation, masterminded the famous Yonk- 
ers Case, which settled the question of 
agents ownership of expirations 


MASS. AGENTS TO MEET 


White, Miller, Stratton, Linscott, Others 
to Address Boston Convention 
October 22-23 

The Massachusetts Association of In- 
surance Agents will hold its 58th annual 
meeting October 22-23 at the Sheraton 
Plaza Hotel in Boston. The convention 
opens with a_ get-together luncheon 
Tuesday, October 22, at which Morton 
V. V. White, Allentown, Pa., and mem- 
ber of the National Association execu- 
tive committee, will speak on indepen- 
dence of agents. Daniel M. Walsh, Jr., 
is president of the association and will 
preside. 

That afternoon G. F. Stratton, presi- 
dent, Independent Adjusters Association 
of Massachusetts, will address the meet- 
ing, and this will be followed by an insur- 
ance buyers’ panel, with F. W. Phelan, 
vice president of the agents association, 
as moderator. On the panel will be Neill 
F. Crowley, American Cyanamid Co.; 
Derek G. Ryan, Godfrey L. Cabot. Inc., 
and Philip J. Morgan, Continental Screw 
Co. The afternoon will close with a 
local board advisory council meeting, 
with D. D. McPherson, chairman, pre- 
siding. 

At the banquet that evening the 
speaker will be E. W. Cunningham, daily 
columnist of the “Boston Herald.” 

Wednesday morning there will be an 
early business meeting of the association 
for members only, to be followed at 
10:30 o’clock with an open. session. 
Speakers will include Daniel B. Linscott, 
Employers Group, on the future of cas- 
ualty insurance, and Alan H. Miller, 
chairman, NATA advertising committee, 
who will present a pictorial presentation 
of the planned nationwide campaign. The 
convention will close following luncheon. 


Griffin President of 
Vermont Agents’ Assn. 


Frederick J. Griffin of Manchester has 
been elected president of the New Hamp- 
shire Association of Insurance Agents. 
He succeeds Seth A. Lamson of New 
London. Eugene P. Soles of Portsmouth 
is first vice president and Charles E. 
Bilodeau of Berlin second vice president. 
Past President Edward G. Robinson of 
Concord was elected state national af- 
rector, succeeding Archie M. Slawsby 
of Nashua, who is the newly elected 
vice president of the National Assocta- 
tion. Mr. Lamson was elected chairman 
of the executive committee. 


Agency Accountants 
To Hear Low Oct. 16 


The next meeting of the Association 
of Insurance Agency Accountants of 
New York will be held at the Railroad 
and Machinery Club on October 16 at 
noon. Guest speaker will be Jim Low, 
staff speaker for the National Associa- 
tion of Manufacturers. Mr. Low, past 
president of the National Council of 
Industrial Management Clubs and of 
several New England regional organiza- 
tions dedicated to improving labor-man- 
agement problems, will address the 
group on “Prescription for Good Lead- 
ership.” 


New President of 
South Carolina Agents 





W. L. THOMPSON, JR. 


W. L. Thompson, Jr., CPCU, was 
elected president of the South Carolina 
Association of Insurance Agents at the 
recent 59th annual convention at Au- 
He is a partner with James 


gusta. 
Richardson and W. L. Hunnicutt in the 
Hartsville Underwriters Agency at 
Hartsville, S. C. Mr. Richardson is a 
past president of the association and 
was installing officer at the ceremonies 
elevating his younger partner to the 
presidency. 


JUSTICE DEPT. REPLIES 


Asks U. S. Supreme Court to Affirm 
District Decision New Orleans 
Agents Violated Sherman Act 
The Justice Department has asked the 
U. S. Supreme Court to affirm a Federal 
District Court judgment that the New 
Orleans Insurance Exchange violated the 
Sherman Act by conspiring to monopo- 
lize the sale of fire and casualty insur- 
ance in the New Orleans area and to 

restrain competition. 

The Exchange, in its direct appeal to 
the Supreme Court, raised the question 
of whether the “boycott, coercion, or 
intimidation” clause of the McCarran 
Act was given an improper interpreta- 
tion by the lower court. 

But the Government, in its reply, 
claimed that this and other issues raised 
by the Exchange were entirely “without 
merit” and “so unsubstantial as not to 
require further argument.” 

Enactment by Louisiana of legislation 
regulating insurance companies does not 
make the Sherman Act inapplicable to 
boycotting agreements and boycotts, the 
Government stated. The very purpose of 
the section of the McCarran Act on 
which the antitrust suit was based, the 
brief pointed out, was to exclude such 
agreements from the limitations imposed 
by other sections of the McCarran Act. 

Questions raised by the Exchange as 
to whether its conduct violated the Sher- 
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Weghorn Forum Oct. 22 


On Business Interruption 

A discussion of business interruption 
insurance, another in the series of 
forums for brokers sponsored by the 
John C. Weghorn Agency, Inc., will be 
held Tuesday, October 22, at 2:30 p.m, 
in the New York Chamber of Commerce 
Building, 62 Liberty Street. 

John C. Weghorn, head of the agency, 
announces that the main speaker will be 
Frank S. Glendening of Philadelphia, ; 
certified public accountant who has made 
business interruption insurance his spe- 
cialty. Mr. Glendening has written arti- 
cles on the subject for leading journals 
and has talked about it at American 
Management Association and_ other 
meetings. 

“We have chosen business interruption 
for our next forum because it continues 
to be a valuable cover in which brokers 
and assured both show keen interest,” 
Mr. Weghorn said. “At the same time, 
brokers confess that they are sometimes 
stumped by the form’s intricacies and 
that they appreciate key ideas and sug- 
gestions to help sales. Mr. Glendening 
will provide a clear explanation as well 
as suggest fresh approaches.” 

Mr. Weghorn said the forum is open 
to all brokers in the New York area. 
He has asked, however, that all planning 
to attend notify his secretary, Veronica 
Tate, in writing or by telephone, so that 
adequate arrangements can be made. 
The Weghorn Agency is at 102 Maiden 
Lane. Its telephone is DI gby 4-8420. 


man Act are “wholly without substance,” 
the Government declared. The Supreme 
Court decision in the South-Eastern 
Underwriters case makes it clear that 
such activities as those involved in this 
case, constitute interstate commerce and, 
therefore, are within the scope of the 
Sherman Act. 
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NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 
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MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 
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ROYAL GENERAL INSURANCE COMPANY OF CANADA 
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OYALTY GROU 


Home Office: TEN PARK PLACE, NEWARK |, NEW JERSEY 
Western Department ! 20 South La Salle Street, Chicago 3, III 
Pacific Department: 220 Bush Street. Son Francisco 6, Calif 
Southwestern Department 912 Commerce St . Dallas 22, Tex 


Canadian Departments: 800 Bay Street, Toronto 2, Ontano 
535 Homer Street, Vancouver 3.B C 


Foreign Departments: ]02 Maiden Lane New York 5, New York 
206 Sansome St , Son Francisco 4. Coalit 
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CRITICAL TASKS 


demand skill and knowledge 





Insuring the operations of business overseas 
is an exacting process. To do the job right 
requires the judgment of experts—the 
experience and know-how of specialists 

in the field. 


AFIA men here at home and throughout 
the world are excellently qualified to analyze 
the specific insurance needs of each business 
and provide protection that carefully fits the 
risk and its location abroad. 


Their help makes it quite simple for you to 
handle the foreign insurance problems of 
business or individuals. You simply get the 
facts similar to those required for a domestic 
risk—and contact AFIA’s nearest office. We’ll 
be glad to give you the assistance you need 
to enter the fast-growing and profitable 
market of foreign insurance. 








AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street * New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DARREL AS OPPICE.. .. is s000* 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE ...........-. 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5. D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 








Top Management Now Recognizes 
Vital Importance Of The Adjuster 


By EucEene F. GaLLaGHER 
Standard Accident Insurance Co. 


Eugene F. Gallagher, fire and marine 
manager at Chicago for the Standard 
Accident and the Planet Companies, spoke 
on the importance of the loss adjuster be- 
fore the annual meeting of the Western 
Loss Association at Lake Delavan, Wis. 


It has been generally gratifying to 
note over recent years an increasing 
realization on the part of top manage- 
ment of the vital importance the ad- 





EUGENE F. GALLAGHER 


juster—the loss man—plays in our busi- 
ness. 

It is good to see management confer- 
ring more and more with the _ loss 
department when new contracts and 
forms are being developed. After all the 
adjuster must ultimately interpret the 
contract and must reconcile its phrase- 
ology with reality. Who is better able 
to make suggestions aimed at avoiding 
ambiguity ? 


Adjuster’s Relations Important 


By the exercise of poor judgment and 
even more by the lack of tact an under- 
writer sitting at a desk and dealing 
largely in technical considerations may, 
in a moment, cause the loss of all of the 
production efforts of a field man for 
many months, and mind you such an 
underwriter does not have occasion to 
alienate anvbody but the agent. 

How much more important in the 
conduct of our business is the adjuster. 
To begin with he occupies a unique 
position in our business because in 
many, many cases the first contact an 
insured has with the insurance business 
is when he suffers a loss and the ad- 
iuster calls upon him. He has purchased 
insurance from some agent, but after 
all in his mind, more likely than not, 
the agent is someone who grew up in 
the community. someone who plays golf 
at the club and works with him on the 
Community Chest Drive. So the insured 
comes to look upon the local agent who 
lives in the next block more as a 
personal friend and associate. He does 
not see in him a segment of the vast 
insurance business itself. 

But when the insured has suffered a 
loss. when he stands bewildered in the 
smoldering debris and ashes—when he 
wonders aporehensively what the future 
may hold for him, it is then that he 
meets for the first time what he is 
afraid may be the cold, impersonal offi- 
cial business of insurance. 

How important it is, then, for the 
adjuster to make the proper approach 


and to establish a favorable attitude. 
Now the business of insurance has this 
opportunity to demonstrate how it ful- 
fills its obligations. Now that unattrac- 
tive document which seemed to cost so 
much when it was purchased and which 
looked so insignificant in the safe de- 
posit box, assumes real value bec ause 
the responsibility and integrity of an in- 
surance company stands back of it. 


Adjuster’s Opportunity 


What an opportunity this presents to 
the adjuster to “sell” the business to the 
insured. To the insured the loss may 
well represent a tragedy—now he would 
like above all to be met with human 
understanding and patience. In most 
cases, he expects no more than he is 
entitled to, that is a fair and full meas- 
ure of the loss, but he wants to be 
shown clearly and patiently that the 
settlement is in complete compliance 
with the contract. 

To do this requires much tact on the 
part of the adjuster. If he is too techni- 
cal and takes undue advantage of con- 
tract phraseology in determining a loss, 
the effect may be far-reaching—it may 
even result in adverse legislation. If, on 
the other hand, the adjuster effects an 
overpayment he is liable to be paving 
the way for a rough road ahead with 
that insured and with that insured’s 
friends who learn of the situation. 

Whatever our future may be, there is 
no doubt that much of it lies in the 
hands of the adjuster who delivers to 
the customer the product he confidently 
bought from the agent. 


Spalding Resident V. P. 
Springfield at Chicago 


Magnus FE. Peterson, resident vice 
president of the Springfield Insurance 
Companies at Chicago, has retired as of 
October 1. Resident Assistant Vice Pres- 
ident Frank W. Spalding has been pro- 
moted to resident vice president to suc- 
ceed Mr. Peterson, and Resident Secre- 
tary Robert A. Foltz has been advanced 
to resident assistant vice president. 

Mr. Peterson began his career with 
the Springfield, Mass., companies in 
1906 in the Western departmental office 
at Chicago. He was named executive 
head of the companies’ Western office 
in 1952. 

Mr. Spalding was graduated from the 
Illinois Institute of Technology, where 
he majored in fire protection engineer- 
ing. He joined the Springfield Com- 
panies in 1946 as fire prevention engi- 
neer at Chicago and was later named 
chief engineer. 


Smith Opens Office as 
Independent Adiuster 


Harold J. Smith opened an office at 170 
roadway, New York City on October 
1, as an independent insurance adjuster. 
He began his insurance claim career 
with F, F. Richardson Inc., managing 
general agents, was later associated 
with L. H. Estabrooks in Elmira, N. Y., 
later was secretary of Alex ander Dreux 
and Company Inc. of New York, and 
prior to opening his own office was 
secretary and manager of Lewis B. 
Pitcher and Company Inc. an independ- 
ent adjusting organization and an affili- 
ate of Allied Adjusters Inc. of Mary- 
land. 

Mr. Smith is active in the membership 
committee and is currently chairman of 
the education committee of the New 
York Association of Independent Ad- 
justers. He is a graduate of the United 
States Merchants Marine Academy in 
Kings Point and held a commission in 
the United States Navy. 
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4,000,000 Junior Fire Marshals 


Activities of nearly 4,000,000 Junior 
Fire Marshals in the field of fire safety 


is this year more important than ever 
as national fire losses threaten to reach 
a record - breaking one - billion dollars, 
James C. Hullett, president of the Hart- 
ford Fire, stated last week 

Noting the 10th anniversary of the 
nationwide Junior Fire Marshal Cam- 
paign, a public service effort sponsored 
by the Hartford Fire, Mr. Hullett, who 
is also president of the National Board 
of Fire Underwriters, pointed out that 
in the past decade more than 20,000,006 
youngsters have become Junior Fire 
Marshals. 

Stressing the contribution that youth- 
ful enthusiasm has made to fire preven- 
tion, Mr. Hullett pointed out that 
“through this exciting educational pro- 
vram we are obtaining constructive fire 
prevention action from even more mil- 
lions of parents and teachers in thou- 
sands of communities.” 

Highlight of the Fire Prevention 
Week phase of the year-round Junior 
Fire Marshal program is the Home In- 
spection Report featured in the Fall 
edition of the JFM Magazine. Millions 
of youngsters will, with their parents, 
inspect their homes for common fire 
hazards. As a reward for this work, the 
Junior Fire Marshals will receive a 
signet ring and plastic helmet. For out- 
standing group effort, they can win an 


attractive Achievement Award Banner 
for their school. 

An added feature of the Junior Fire 
Marshal program this year is a series of 
eight calendar safety posters. Designed 
for the school bulletin board, these carry 
illustrations and seasonal fire prevention 
tips in verse. 

The Hartford Fire’s Junior Fire Mar- 
shal Program, endorsed and supported 
by leading educational and other groups, 
was commended recently in a resolution 
adopted at the 84th Annual Conference 
of the International Association of Fire 
Chiefs meeting at New Orleans. 


IMUA Workshop Oct. 23 


The next Inland Marine Underwriters 
Association “workshop” will be held at 
the Hotel Biltmore, New York, on Oc- 
tober 23. The subject to be considered, 
selected by popular choice at the last 
workship, is “Renewable Procedures.” 

This subject provides abundant mate- 
rial for a full day discussion and there- 
for two hour sessions have been sched- 
uled in the morning and afternoon with 
luncheon being served. The scope of 
the discussion will encompass all opera- 
tions necessary to produce a renewal 
policy or certificate starting with the 
original production of an expiration no- 
tice or record and following through step 
by step until the completed contract is 
mailed to the producer. 








CPCU Seminar 


(Continued from Page 29) 
companies, 75% for banks and 57% 
for mercantile and manufacturing con- 
cerns. The last-named go in more for 
programs for non-college employes. 

In the insurance business numerous 
companies do not provide much training 
for the non-college employe, some feel- 
ing the expense would not be justified. 
Mr. Guess is of the opinion the expense 
is warranted in results that would be 
produced. 

For women he reported 10% of prop- 
erty- -casualty companies offering train- 
ing, against 6% by life insurers, prac- 
tically none by banks and 46% by 
commercial and manufacturing firms. 

As to duration of training courses for 
college graduates he said the average is 
16 months for casualty-property insurers, 
10 for life companies, 30 for banks and 
16 for commercial-industrial firms. As 
to employment of full-time training di- 
rectors about half the insurance com- 
panies do, banks 17% and commercial- 
industrial firms 92% of those having 
courses. Hence, Mr. Guess concludes 
that insurance is doing about as good 
a job as other employers with college 
graduates, but there is room for im- 
provement in training non-college em- 
ployes. 

With regard to formal training for 
supervisory personnel of insurance com- 
panies he reported there is practically 
none for these older employes. Many 
replies to him indicated no_ training 
needed. Yet he feels such educational 
aid would improve the calibre of these 
employes. The trial and error methods 
he believes too expensive. 


Toelle on Executive Development 


Executive development was Mr. 
Toelle’s subject. He concludes from 
evidence he gathered that the insurance 
industry lags somewhat behind other 
employers in providing coming execu- 
tives with proper advance training. He 
recommended that insurance consider 
courses of the university type many of 
which are offered and attended by junior 
officers of a wide variety of corporations. 
Universities have such courses, running 
two or three weeks, and sometimes 
longer; also the American Management 
Association has development programs. 


Unfortunately, Mr. Toelle said, insur- 
ance men are not often found in tnese 
classes. On the other hand he teels 
insurance has a good recruiting program 
and excellent training facilities at lower 
levels in company ranks. 

Mr. Toelle believes that education can- 
not be limited to day-to-day experience 
but should include instruction. He cited 
the educational programs of companies, 
either at home offices or at hotels, away 
from office distractions; also job rotation 
schemes for providing broader back- 
grounds. It is essential, he said, that 
key operating men be able to take time 
to study and to receive stimulation. He 
urges that insurance companies upgrade 
their executive training programs to pro- 
vide coming officers with the knowledee 
necessary to do top-notch jobs, and also 
to hold potential executives from resign- 
ing to enter other lines of business which 
have management training. 


Johnson on Public Relations 


The small business man has a greater 
opportunity today than ever before, due 
to the increased complexity of both 
business and family money management, 
Mr. Johnson said at the luncheon. At the 
same time, this small business man has 
increased responsibility to the commun- 
ity to become more professional and 
more proficient, as the public increas- 
ingly demands a high degree of per- 
formance. 

“Success in the years ahead is going 
to be measured in a great degree by the 
extent to which the business man ful- 
fills public desires and public needs,” 
Mr. Johnson declared. “By the very 
complexity of business today, this means 
that business, large or small, corporate 
or individual, must become more and 
more proficient technically and its rep- 
resentatives more and more professional 
in their attitudes and performance. 

“It is no longer possible for anyone 
to long maintain a_ successful business 
on the basis of pure self-gain,” the 
Institute head said. “Rather, perfor- 
mance in the public interest is a prime 
consideration and along with this goes 
the necessity for a better than average, 
technical service and a concerted effort 
to carry an understanding of the prod- 
uct or service to the public. Public 
relations stem from an attitude of mind. 
Do the things the public expects you 
to do in order to make the public be- 
lieve in you. Be part and parcel of your 
community. Performance, what you ac- 
tually do, will determine the public’s 
attitude toward you.” 
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Creative Art In Promotion Urged 


Intense competition for the public’s 
eye demands that the insurance industry 
create clear, colorful and tasteful adver 
tising to get its story across, says Art 
Schlosser, head of Monogram Art Studio, 
a leading New York studio which has 
done considerable work for insurance 
companies and agencies that handle in- 
surance advertising. 

As a test, Mr. Schlosser suggested 
that insurance executives make a quick 
mental count of how many ads and mail 
promotions they see each day and of how 
many they remember. 

“From the executives’ point of view,” 
he said, “the important thing is what 
made any particular ad register. If they 
analyze the layout, they'll probably find 
certain common elements that stem from 
what we call creative art. This is not 
just illustration, although pictures and 
drawings are important, but skillful 
blending of every element, from type 
size to overall design. 

“Creative art is attention engineering. 
It impings on the emotions, and few 
industries spare the emotional horses 
less than insurance.” Mr. Schlosser said 


the creative art approach is as vital ‘to 
insurance when the advertising target 
is another branch of the industry as 
when it is the general public. 

“l’m sure that when the plans of the 
National Association of Insurance Agents 
for a broad ad campaign materialize, the 
advertising will reflect this,” he said, 
“because I have found the entire indus- 
try paying closer attention to attention- 
getting techniques. 

“It takes a creative mind to produce 
an insight that will be remembered,” 
Mr. Schlosser continued. “For example 
sometimes symbolism is better than a 
straight story. Recently Monogram illus 
trated an insurance promotion piece 
with a smashed pocket watch. The re- 
sult was far more effective than had 
we used a picture of a wreck, which, 
thanks to the newspapers, is something 
people are used to seeing. 

‘That is the kind of work creative art 
studios produce. They add creative 
thinking to their art, in order that the 
advertiser will get the greatest possible 
return out of his advertising dollar, no 
matter what form the advertising takes.” 




















“The first time I thought it was a stroke of luck; the second 
a coincidence. Then when those fellows at Jaffe Agency continued 
with darn good selling information that turned prospects into clients, 
they sold me 100%. Their ideas on the package dwelling policies are 
good examples of the stuff I mean. We use the Jaffe office as a top 


market now.” 
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Rating Factors Of Super ‘Tankers 


Involve Draft, Structure Weakness 
By Mires F. York 


President, Atlantic Companies 


Miles F. York, president of the Atlan- 
tic Companies of New York and also 
second vice president of the American 
Institute of Marine Underwriters, de- 
livered an important paper on under- 
writing problems of “super tankers,” now 
being constructed in shipyards through- 
out the world, before the annual meeting 
of the International Union of Marine 
Insurance at Copenhagen. His talk fol- 


lows: 





No segment of = “world’s hull busi- 
ness has been isolated from the forces 
which have operated persistently to im- 
pair the claims experience in 1956 and 
the first half of 1957. These forces have 
included the continuing upward spiral in 
ship repair costs, shortages of experi- 
enced officers and crews, deferment of 
repairs because of the high rate of vessel 
employment, and seemingly unjustified 
reliance upon radar used by untrained 
agrees 

Aside from this over-all problem of 
ager vated hull claims, the development 
and expansion of the so-called “super 
tanker” has created underwriting prob- 
lems peculiar to the class which may 
prove to be of mz wor proportions. 


Many Huge Tankers on Order 


Within the post-war period the 
marked increase in oil consumption has 
brought about the development of the 
super tanker as a more economical car- 
rier of crude oil to refineries from dis- 
tant fields. Whereas the term super 
tanker was first used to identify vessels 
of 17,000 to 18,000 gross tons, it now 
applies to “mammoth” tankers ranging 
in size to that of recent deliveries ex- 
ceeding 50,000 gross tons. If there re- 
mained any feeling that the super tanker 
represented a minor or passing phase in 
over-all tanker transportation, this feel- 
ing was dissipated by the dramatic clos- 
ing of the Suez Canal last year. 

Furthermore, the future importance of 
this type of vessel is definitely confirmed 
by a recent report indicating that there 
are 63 tank vessels of over 60,000 dead- 
weight tons on order or planned for 
delivery before the year 1965, including 
«a substantial number which will exceed 
100,000 deadweight tons. Of the total 

tanker tonnage on order and projected 
for delivery before 1965, aggregating 
38,000,000 deadweight tons, 40% will be 
in vessels of 40,000 dez .dweight tons or 
larger. The extent of this projection is 
evident when it is borne in mind that in 
mid-1956 the total world’s tanker fleet 
had a deadweight tonnage of about 
43,700,000. 

As shipbuilders have found it neces- 
sary to discard old concepts and draw 
entirely new plans and specifications for 
the construction of the super tankers, 
so also hull underwriters are confronted 
with entirely new factors of risk—not 
previously encountered—when they rate 
tankers in the 60,000 to 100,000 dead- 
weight ton range. Although the increase 
in tanker size from 10-12,000 G.T. to 
18,000 G.T. did pose new rating problems, 
these were of minor import against those 
which appear inherent in properly rating 
the colossi built and building. 


Problem of Draft 


Perhaps the most serious risk factor 
io evaluate on these tankers concerns 


draft. Tankers of 100,000 deadweight 


tons fully loaded may draw 47 feet, and 
if placed in service to United States 
ports would encounter not only limita- 
tions in channels and approaches to 
terminal and refinery discharge locations 
but also depth restrictions in passing 
over the continental shelf in reaching 
harbor approach channels. 

Because of these limitations of water 
depth, it becomes necessary in serving 
certain ports to lighter part of the cargo 
before the vessel proceeds to her dis- 
charge location; this involving new haz- 
ards which are ‘difficult to appraise, par- 
ticularly since this operation may have 
to be accomplished in unprotected wa- 
ters, and other times in uncertain 
weather. 

Answers to many rating questions can 
be resolved only by time and experience 
such as those relating to ship structure 
weakness which may develop in service, 
future availability of strategically 1lo- 
cated graving docks, the adequacy of 
tugs to handle these huge structures on 
weather and 


long tows in difficult 

whether super tugs will be built and 
stationed to meet the developed need. 
Finally, we must wait to determine 


whether masters in numbers required to 
command these ships can adapt them- 
selves quickly in the transition from 
tank vessels of conventional size without 
exposing owners and underwriters to 
costly casualties in the process of learn- 
ing. 
Structure Weakness 


As to ship structure weakness which 
may develop in these mammoth tankers, 
we note that unlike large passenger ves- 


sels, with which they compare in size, 
the tanker has only one deck, its main 
deck, and below that it relies solely on 


bulkhead construction 
and shell plating for its integrity. Con- 
trasted with normal operation of the 
large passenger vessels, the super tanker 
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must be able to meet a southwest mon- 
soon this week and Atlantic gales the 
next, subjecting it to severe hogging and 
sagging, and broad decks subjected to 
the weight of tremendous quantities of 
sea water—because of low freeboard. 

Then, too, there is the condition pre- 
sented by the rapid loading rate of sev- 
eral thousand tons per hour at crude 
oil ports. A vessel which was empty only 
a few hours earlier will have tens of 
thousands of tons to lift with attendant 
stresses and strains and careful atten- 
tion must be given to the proper dis- 
tribution of the load throughout the ship. 

Likewise at some ports of discharge, 
and there are comparatively few avail- 
able to the larger super tankers, the ves- 
sels can only dock at high tide; un- 
usual delays in mooring or hooking up 
lines and pumps have resulted in ships 
sitting on the bottom plates with conse- 
quent damage before the draft could be 
lightened sufficiently for the available 
water. 

Recognizing the great care taken in 
their design, only time will fully demon- 
strate whether sufficient strength is built 
into the longer spans and depths to 
maintain ship unity in variable stresses 
of service over the years. 

Damage in Dry Dock 


At the present time there are only 
29 graving docks throughout the world 
which will receive the larger super tank- 
ers but many of these docks will not 
be able to accommodate the largest tank- 
ers built or to be built. The super 
tanker may suffer damage when placed 
on the conventional type of dock with 
centerline blocking. The naval architect 
will agree that the strongest point, un- 
der which a support for tankers should 
be placed, would be immediately below 
the longitudinal bulkhead. This obvious- 
ly is the greatest and strongest internal 
member in the vessel, yet is rarely con- 
sidered when on dry dock as a point 
of support. 

Instead, the keel plate, the centerline 
girder, and deep webs to support and 
retain in position the large span, reach- 
ing out to the shell plate at the turn 
of the bilge. Again, in the conventional 
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tanker we have observed the result of 
such supporting, especially when a vessel 
is on dry dock for any length of time. 

The keel plate becomes set up and 
transversely corrugated, and the center- 
line deep webs become buckled. If this 
be so, and we continue to use the same 
method of support for tankers twice the 
width ot ships with which we are fa- 
miliar, then we can expect even greater 
deflections ot keel plates and internal 
members. 


Present Big Tanker Rates Too Low 


In rating the first so-called “supers” 
of 18,000 gross tons in size, a realistic 
appraisal of risk was reflected in rates 
named. However, because of the gener- 
ally good experience on this type during 
initia] period of operation, competition 
has operated to depress rates rapidly 
to a level which appears unrealistic in 
the light of the steady deterioration in 
over-all experience with age now evident 
as to this class on tonnage. 

Therefore, it seems evident that the 
low rate structure now applying gener- 
ally to tankers in the 18,000 to 25,000 
G.t. range should not be used as the 
basis for rating the very large supers— 
without adequate adjustments at least 
for the unique risk factor peculiar to 
their extreme size. 

| should like to acknowledge that the 
majority of the material used in this re- 
port has been prepared by C. G. Corn- 
well, general manager of the American 
Hull Insurance Syndicate and by James 
Palmer of the United States Salvage 
Association, Inc. 


Order for New Tankers 


In September new orders were placed 
for 20 more ships of 36,000 tons or more 
each, er aggregate deadweight ton- 
nage of 1,200,000 according to the Amer- 
ican rode of Shipping. Included are 
five 104,500-ton tankers for Daniel K. 
Ludwig, a leading independent; ten 
46,000-ton ships, two of 67,000 tons and 
two of 36,000 tons. Almost 90% of tanker 
orders placed in the first half of this 
year were for super tankers, each in 
excess of 29,000 tons. Most of these 
huge tankers will be in operation by 
196 


BACKS AUTO SEAT BELTS 





House Subcommittee States They Are 
Valuable Safety Device; 67,204,000 
Autos in the U.S. 

A House Commerce subcommittee, as 
a result of recent extensive hearings, has 
concluded that automobile seat belts “are 
a valuable safety device and careful con- 
sideration for their use should be given 

by the motoring public.” 

The special subcommittee on_ traffic 

safety, headed by Rep. Kenneth A. Rob- 
erts (D., Ala.) said it based this con- 
clusion on the prepondenance of testi- 
mony supporting the value of seat belts. 

“The subcommittee feels that upon the 
basis of the testimony received, a seat- 
belt will greatly increase the individual 
passenger’s safety,” the report stated. 
“It is economic; it can be installed easily 
in all makes and models of cars; and it 
will be accepted and used by the public 
much more readily than a more cumber- 
some device.” 

The Bureau of Public Roads, mean- 
while, estimated that motor vehicle reg- 
istrations are expected to reach 67,204,- 
000 for 1957. Passenger cars will number 
56,101,000, a 3.3% increase over 1956, 
and trucks and buses are expected to 
total 11,103,000, a gain of 2%, the Bu- 
reau stated. 
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Impressive Program 
For AMA Fall Meet 


NOVEMBER 13-15 IN CHICAGO 





One Panel Has Insurance Company 
Presidents, Henry S. Beers, W. H. 
Burhop, A. B. Jackson 





The three-day fall insurance confer- 
ence of the American Management Asso- 
ciation has been set for November 13- 
15 at the Palmer House in Chicago. The 
current overall insurance picture ana 
areas of growing concern will be ex- 
plored during the sessions. 

Philip H. Peters, vice president, John 
Hancock, will open the conference with 
a discussion entitled “Trends in Em- 
ploye Benefit Thinking.” He will dis- 
cuss such topical problems as benefits 
for retired employes, comprehensive 
medical plans, and how to tackle the 
job of achieving “inflation-proof pen- 
sions. 

Following Mr. Peters on November 
13, Joseph F. Murphy, counsel, America 
Fore Group, will discuss the new indus- 
trial property floater, explaining what it 
covers, how it is rated and what indus- 
trial needs it is aimed to fill 


Impact of Excessive Insurance 


The afternoon session will be devoted 
to a panel discussing “The Use of 
cessive Insurance-—Its Impact on Risk 
Management.” Chairman of the panel 
will be Roy L. Jacobus, manager, in- 
surance and pension department of Ford 
Motor Co. The following are the panel 
members: Fred W. Greenlaw, insurance 
manager, Kaiser Aluminum & Chem- 
ical Corp.; David Palmer, vice president, 
Lumley, Dennant & Co., Inc.; Albert J. 
Ingley, manager, insurance, Diamond 
Alkali Co. and Frederick W. Wrenn, 
departmental vice president, Federal In- 
surance Co. Panel members will devote 
themselves to discussion of advantages 
and disadvantages of excess-type cover- 
ages, why they were developed and how 
they have been successfully applied to 
safeguard industrial risks. 

The second day of the conference, No- 

vember 14, opens with a meeting on 

"Prepartiy for the Adiustment of a 
Major Fire Loss.” Casimir Z. Greenley, 
director, insurance and safety, Interna- 
tional Minerals & Chemical Corp., will 
discuss how a successful risk manager 
protects his company through wise pur- 
chase of insurance and when loss occurs, 
how he is able to make a complete 
recovery. Robert M. Beatty, assistant 
vice president, W. A. Alexander & Co., 
(a former adjuster and underwriter) will 
explain the importance of developing tn- 
surance values and show how they can 
be established. 


Company Aircraft Risks 


Two 0 viewpoints on “Insuring Company 
Aircraft” will be presented by James 
J. Mitchell, vice president, Aero Asso- 
ciates, Inc., and W. Nichols, assis- 
tant secretary and assistant treasurer, 
the Standard Oil Co. (Ohio). Mr. Nichols 
will outline the coverage needed by com- 
panies which buy and rent aircraft for 
top executives and corporation activities. 
Mr. Mitchell, an underwriter, will take 
up problems and limitations posed by 
such risks. 

Following a get-together luncheon on 
November 14, there will be a panel dis- 
cussion of “Automobile Fleet Coverage 
Problems.” Major factors in automobile 
insurance, those of safety and controlling 
fleet losses, will be given special em- 
phasis. Panelists will include Edward L. 
Dilworth, insurance manager, Lever 
Brothers Co.; B. E. Kelley, manager, 
insurance department, U. S. Plywood 


(Continued on Page 49) 
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Navarre, Ferguson and Gove 





Five important questions to be an- 
swered by five key personalities will be 
a feature on the program of the 26th 
annual meeting of the National Asso- 
ciation of Mutual Insurance Agents. The 
meeting is scheduled for October 14-16 
at the Sherman Hotel, Chicago, and will 
bring together members from all parts 
of the country to attend this yearly 
function of mutual fire and casualty 
agents. 

The “Five by Five Feature” will call 
for answers to the following questions: 
(1) Is the insurance agent a necessary 
factor in the function of insurance (Z) 
Where a borrower must furnish insur- 
ance as security for a loan, should he be 
able to buy it from an agent or company 
of his choice? (3) What are the advan- 
tages or disadvantages of state as distin- 
guished from Federal regulation of insur- 
ance? (4) What is the importance o1 
insurance in the American Private En- 
terprise System? (5) Do people under- 
stand that the high losses caused by 
excessive jury verdicts increase their 
living expenses? 

Answers to these questions will repre- 
sent an “agonizing reappraisal” for the 
insurance industry which today faces 
many crises due to soaring losses com- 
plicated by vicious competition. 

NAMIA has called on five leading 
figures to provide those answers: Robert 
Tavlor, newly elected president of the 
Mill Owners Mutual; Hugh H. Murray, 
Ir., local agent, Raleigh, N. C., and presi- 
dent of the American Institute of Prop- 
erty & Casualty Underwriters; Robert 
B. Myers, insurance buyer, of the Fatfr- 
banks, Morse Co.; Marvin F. Burr, at- 
torney, who is also chairman of the 
Illinois Insurance Committee; Joseph A. 
Navarre, Insurance Commissioner of the 
State of Michigan, president of NAIC. 
This forum will have as its moderator 
Chase M. Smith, general counsel, Lum- 
bermens Mutual Casualty. 

Demonstration on “Risk Analysis” 

A feature for the mutual agents’ con- 
vention agenda will be a demonstration 
of “Risk Analysis” by three mutual 
agents, all CPCU’s. Ben G. Sager of 
Cleveland, O., Robert Putnam of Roan- 
oke, Va., and Henry Duke of Cumber- 
land, Md., will present a two-hour session 
devoted to “Survey Selling.” 

A presentation of official charters to 

(Continued on Page 45) sett, general manager, 


Robert Z. Alexander, 
New NACSE President 


COMPLETE LIST OF OFFICERS 





Two New Companies Admitted to 
NACSE; B. H. Paddock Elected 
President of NACSA 


White Sulphur Springs, October 8— 
Robert Z. Alexander, president of Amer- 


ican Insurance Co. of Newark group, avas 


ROBERT Z. ALEXANDER 


elected here this morning as president 
of the National Association of Casualty 
& Surety Executives. He succeeds Wil- 
liam T. Harper, board chairman and 
president of Maryland Casualty. 

Other new officers are Beverly H. 
Mercer, president, Fidelity & Deposit, 
named vice president; J. Dewey Dor- 
Association of 





Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co. Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstr. 1, Zurich, Switzerland 


Gerling International Compagnie d'Assurances 
et de Réassurance S.A. 


26 rue du Lombard, Bruxelles, Belgium 














Casualty & Surety Cos., re-elected secre 
tary-treasurer, and Wilson C-. 
president, Hartford Accident & Indem 


Jainsen, 


nity elected executive committee chair 
man, 

In addition, James M. Crawford, vice 
president, Indemnity Co. of North Amer 
ica, and Guy Mann, vice president, 
Aetna Casualty & Surety, were elected 
to the executive committee and Nathan 
Mobley, senior vice president, Federal 
Insurance Co., and Mortimer E. Sprague, 
executive vice president, Home Indem- 
nity were re-elected. 

In keeping with NACSE’s traditional 
practice, retiring president Haseer was 
elected to life membership. Two newly 
admitted companies are Reinsurance 
Corp. of New York and Camden Fire. 

Career of President Alexander 


Mr. Alexander is president and a di 
rector of the American Insurance Co., 
American Automobile Insurance Co., and 
Associated Indemnity Corp., and is chair- 
man of the executive committee of all 
three companies. 

The new NASCE president was born 
August 15, 1898 at Mount Vernon, Indi- 
ana, and received his Ph.B. degree from 
the University of Chicago in 1921. He 
spent several years doing fire field work 
in Illinois and Wisconsin before joining 
American Auto in 1925 as assistant 
branch manager at Detroit. He was ad 
vanced to branch manager in 1930 and 
held that position until 1939 when he 
was elected vice president and brought 
into the head office at St. Louis to as- 
sume broader administrative responsibili- 
ties. He became president in 1953 and a 
year later, upon the death of Board 
Chairman Lee Schleyer, became chief 
executive of the companies. In the fall 
of 1956 when the American Insurance 
Company and American Automobile In 
surance Company joined forces, Mr. 
Alexander became president of the 
\merican with headquarters in Newark 

During his sojourn in St. Louis, Mr 
Alexander was active in various civic 
affairs. He served as chairman of the 
Red Cross Fund, director of the St. Louis 
Children’s Hospital, the United Fund, 
and director of the St. Louis Crime 
Commission. 


His Interests in Newark 


Since his arrival in Newark, Mr. Alex- 
ander has been elected a director of the 
National Newark & Essex Banking Co., 
a director of the United States P. & I 
Agency, Inc., and a member of the exec 
utive committee of the Marine Office of 
America. He also holds membership in 
the Newark YM-YWCA and the Robert 
Treat Council of the Boy Scouts of 
America. 

Mr. Alexander is a member of the 
Essex Club, Newark; Baltusrol Golf 
Club, Springfield and the Short Hills 
Club, Short Hills, N. J. He is also a 
non-resident member of the Noonday 
Club, the Racquet Club and the Univer- 
sity Club in St. Louis. His main hobby 
is golf. He and Mrs. Alexander live in 
Short Hills. 


Business Meeting of Agents 


At the business session of NACSA, 
Ben H. Paddock, Detroit was elected 
(Continued on Page 41) 
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Downward Trend In 
Crimes Against Banks 


THOMAS F. GLAVEY REPORTS 





American Bankers Assn., Committee 
Finds Sufficient Coverage for Losses 
in Most Cases 
Thomas F. Glavey, vice president, 
Chase Manhattan Bank, New York City, 
speaking in New York last week, re- 
vealed that the trend in crimes against 
banks is again downward. Mr. Glavey 
was making the report for the fiscal 
year as chairman of the insurance and 
protective committee, American Bankers 

Association. 
In a report on embezzlement losses of 





Pach Bros., N.Y. 
GLAVEY 


THOMAS F. 


$10,000 or more covering the first half 
of 1957, the ABA poe ia records 
show a decrease of 28% in the dollar 
total over the same six- replies period 
of 1956, while the decrease in crimes of 
violence against banks during the Asso- 
ciation year ended August 31, is 16% 
below the previous 12-month period. 

During the first six months of the year 
1957, there were reported 37 bank em- 
bezzlement losses of $10,000 or more 
aggregating $2.7 million, compared with 
35 losses amounting to $3.7 million dur- 
ing the same period of 1956. 

In his report on the year ending 
August 31, Mr. Glavey, who has charge 
of the Chase Manhattan Bank’s insur 
ance operations, continued: “Also en- 
couraging is the fact that only three of 
the 37 losses exceeded the amount of 
fidelity insurance in force, being under- 
insured to the extent of approximately 
$1 million. Two of the three underinsured 
banks were pl aced in receivership by 
supervisory authorities, and the deposits 
~ those two banks were insured by 
the l‘ederal Deposit Insurance Corp. 

Dramatic Loss 

“The largest loss of approximately 
$1.1 million, underinsured to the extent 
of $900,000, had cumulated over a period 
of 20 years, reportedly due to the presi- 
dent’s inability to refuse loans to friends 
whose credit standings were question- 
able. After the president committed sui- 
cide, directors, stockholders, and others 
interested raised sufficient additional 
capital for the bank to resume business; 
the receivership was terminated and the 
bank reopened. With this development, 
supervisory authorities were forced to 
liquidate only one bank during the first 
six months of 1957, and the total de- 
posits of that bank were about $1 mil- 
lion. Manipulation of deposit accounts 
for more than ten years by the executive 
vice president resulted in a loss of $155,- 
000, and fidelity insurance was limited 
to $65,000.” 

In a report on crimes of violence 
against banks, the ABA Committee 


TO HEAD PACIFIC INDEMNITY 





C. R. Herda Picked as President to 
Succeed Retiring William J. 
Gaynor 
C. R. Herda, executive vice president, 
Pacific Indemnity, was elected president 
of the company at a meeting of the 
board of directors. This succeeded the 
acceptance by the board of the resigna- 
tion of William J]. Gaynor as president. 
President Herda joined Pacific Indem- 
nity in 1953 as a vice president and 
played a major role in expanding the 
company’s activities in the Midwest, the 
Ohio Valley and the Southeastern terri- 
tory, and was named executive vice 

president during the present year. 

Prior to 1953 Mr. Herda spent 27 years 
as an officer of Swett & Crawford. He 
is a member of the governing committee 
of the California Inspection Rating Bu- 
reau, and has been a member of the 
executive committee of the Pacific Insur- 
ance and Surety Conference. 

Mr. Gaynor was associated with Swett 
& Crawford from 1926 to 1950, serving 
until he retired in the latter year as 
underwriting manager. In 1951 he re- 
turned to head Pacific Indemnity. He 
will remain with the company in an 
advisory capacity. 


Mark C. Waterman, 72, Dies 


Mark C. Waterman, 72, president of 
the State Automobile and Casualty Un- 
derwriters, Des Moines, died at Iowa 
Methodist Hospital in Des Moines fol- 
lowing a heart attack. Burial was at 
Clarinda, Ia. He was one of the foun- 
ders of the company, formerly known as 
State Automobile Insurance Association. 





shows: “The total of 248 crimes of 
violence comprises 26 attempted bur- 
glaries and 32 burglaries, 33 frustrated 
holdups and 157 holdups. Losses report- 
ed total $1,129,985, of which burglars got 
$185,272 ‘and bandits $944,713. Compar- 
able figures for 1956 included 49 at- 
tempted burglaries and 28 burglaries 
with losses of $214,275 and 57 frustrated 
holdups and 163 holdups with losses of 
$1,330,109.” 
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Kemper Agency Makes 
New Big Promotions 


CHAIRMAN JOSEPH E. MAGNUS 
An Adva t For George W. 
Patterson, Lewis H. Bodman 


and Richard M. Coords 








George W. Peterson, formerly presi- 
dent of James S. Kemper & Co., Phila- 
delphia, has been named president of 
James S. Kemper & Co., Chicago. The 
announcement was made by Joseph E. 
Magnus, chairman of the agency, who 
formerly served in the dual capacity of 
chairman and president. Mr. Magnus 
also announced that Lewis H. Bodman 
has been appointed manager of the 
Philadelphia production office of J. S. 
K. & Co. with a territory including 
Delaware, Maryland, southern New Jer- 
sey and Pennsylvania. 

Territory of the agency’s New York 
City office, managed by Walter D. Yates, 
has been extended to include all of New 
York and northern New Jersey. Richard 
M. Coords, formerly manager of the 
J. S. K. & Co. office in Newark, has 
been named assistant to Mr. Yates in 
the New York City office. 

Career in Insurance Since 1919 


Mr. Peterson has been associated with 
the insurance business since 1919, go- 
ing to James S. Kemper & Co. as a 
producer in July 1934. He served as a 


fieldman in the Michigan territory and 
in Wisconsin before being named pro- 
duction manager of L. & M. Mutuals of 
Wisconsin in 1942. In 1947 he became 
manager of the James S. Kemper & Co. 
office in Philadelphia and was elected 
president in 1951 

He was born in Elkhart, Indiana, and 
attended Northwestern University before 
entering the insurance business. 

_ Mr. Magnus is 25 years with James 
S. Kemper & Co. After field production 
work he became an officer of the agency 
and was elected president and general 
manager of the central states department 
in 1934. 

Prior to entering the insurance busi- 
ness, Mr. Magnus held various executive 
positions in Milwaukee, Wis. Today he 
is an officer of Kemper Group Com- 
panies as well as a director of the City 
National Bank & Trust Co.. General 
Candy Co. American Underwriting 
Corp., Wacker Drive Safe Deposit Co. 
and the Twenty North Wacker Drive 
Corp. 

Mr. Bodman, who was born in Brook- 
line, Mass., is a graduate of Princeton 
University. He has been in the insur- 
ance business since 1927, joining the 
Kemper organization in 1932 as a field- 
man in the Philadelphia office. 

During World War II he servea in 
the U. S. Navy, leaving service with the 

rank of lieutenant commander. He was 
appointed manager of the agency’s New- 
ark branch in 1946 and returned to the 
Philadelphia office as manager in 1953. 

Mr. Yates was graduated from tne 
University of Chicago i in 1928 and joined 
the Kemper Group in 1932 Ra an audi- 
tor. He moved to the J. K. & Co. 
Newark office as a ait in 1934 and 
transferred to the agency’s New York 
City office six years later. 
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An office in your area led by a team: 


CASUALTY ° FIRE 





CAPABLE OF HANDLING YOUR MANY PROBLEMS 


Sales development, underwriting, office management—whatever your problem, chances 
are the Standard office near you can help you handle it. That’s because the men heading 
Standard’s offices throughout the country average over 25 years in insurance experience— 
experience that has brought them a certain sureness and skill in solving difficult problems. 


* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
° MARINE ° 


Standard Accident Branch Office—Pittsburgh, Pa. 
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Joint Casualty-Surety Convention, White Sulphur Springs, 





Wm. T. Harper Calls For Action In Cutting 
Production And Distribution Expenses 


NACSE President Says It’s Not Enough to Meet the Price 
of Lower-Cost Companies; Faced With Competitive Mass 
Marketing System Which Cannot Be Combatted 
Except on Its Own Terms 


White Sulphur Springs, W. Va., Oct. 7 

Realistic revision of rating methods to 
cope with the rapidly mounting number 
of claims and the “terrific” inflationary 
costs of settling them was urged nere 
today by William Harper, president, 
National Association of Casualty & 
Surety Executives, as a major part of a 
program to counteract competition ror 
the huge mass market of personal risks. 
In making this recommendation Mr. 
Harper also called upon company execu- 
tives and agents to keep in step with 
the buying habits of the public by cutting 
production and distribution expenses, 
thus bringing insurance to the consume: 
at a lower cost. 

Making a keynote address at the open- 
ing session of the joint annual meeting 
of the National Association of Casualty 
& Surety Executives and the National 
Association of Casualty & Surety Agents, 
Mr. Harper, who is board chairman and 
president of Maryland Casualty, warned 
that the 1956 underwriting loss of nearly 
$200,000,000 suffered by the stock casu- 
alty and fire companies in the United 
States might be even greater in 1957. 

Something Lacking in Leadership 

“The seems to me to be 
inescapable,” he said, “that there is 
something basically lacking in the leader- 
ship of an industry which suffers such a 
no matter 


conclusion 


loss in two consecutive years, 
how we may try to explain it away as 
unprecedented highway trattic 
accidents, more fires and windstorms, 
more injured workmen, or other circum- 
stances beyond our control. 

“When our very existence is at the 
mercy of such circumstances, it is the 
responsibility of an enlightened leaaer- 
ship to see that they are brought into 


control.” ; 
The speaker then emphasized that too 


due to 


great a share of automobile and fire 
coverage is being siphoned into the 
books of lower-rate competitors. In this 


connection he said: “I cannot help but 
feel that we may have been complacent, 
if not fat and lazy, for too long.” 

“Let us not deceive ourselves. We all 
know by now that, on the production 
front, we are facing a major threat to 
our way of doing business. The inroads 
of the lower-rate specialty companies in 
the field of automobile and dwelling in- 
surance will certainly be extended to 
other lines unless we take aggressrve 
action.” 


Average American Is Price Conscious 
Pointing out that from now on it 1s 
a case of survival of the fittest, Mr. 
Harper continued: “We must meet the 
public on its own terms as the price of 
our survival in a competitive market. 
Thus, it is high time that we pulled our 
heads out of the sand and accept tne 
plain fact—known to practically every 
class of merchandiser in this country 
that the average American is price con- 
Scious and compares price as one ot the 
first factors in his choice of product.” 
He continued by saying that “in our 





case, simply meeting the price of our 
lower-cost competitors is not enough. 
We are faced with a competitive system 
of mass marketing which is based on a 
high incidence of personal calls and per- 
sonal salesmanship. Personal salesman- 
ship, coupled with a price appeal, is a 
combination which in mv_ considered 
opinion cannot be successfully combatted 
except on its own terms.’ 


No Alternative But to Lower Costs 

“Tt is no secret to any of us that there 
are certain situations where the agent’s 
commission has risen out of all propor- 
tion to the service performed. This is 
particularly true in some localities with 
severe loss experience. where the rates 
on certain lines have multiplied in the 
last few years. The net result is that 
the agent’s commission has climbed 
rapidly with little additional effort or 
expense on his part. In the long run, 
this is inevitably reflected in a diversion 
of business to our competitors.” 

Mr. Harper felt compelled to say that 
to the best of his knowledge, “ours is 
the only business or industry in all of 
the United States, and in its entire his- 
tory, that has failed to reduce its cost 
of production and distribution as volume 
of business has risen. So say—our 
choice is inescapable. If we wish to retain 
our share of the market. we must lower 
our costs. There is no alternative.” 


Too Great a Reliance on Advertising 

The speaker then remarked that he 
viewed with some concern the recent 
tendency to place too great a reliance 
on advertising to fight this competition. 
He thought that the companies may be 
trying to convert into an advertising 
problem a situation which is essentially 
a price and merchandising problem. 

So that he would not be misunderstooa, 
Mr. Harper emphasized that he is a 
great believer in advertising. 3ut it was 
his well-considered opinion that “we 
cannot advertise our way out of our 
competitive difficulties, and insofar as we 
focus too much of our attention on aa- 
vertising as a solution, we may be di- 
verting our efforts from devising more 
practical ways and means of dealing witn 
the situation. . 

“Tt would seem that while we are 
spending substantial sums in advertising 
to convince the public of the ultimate 
benefits of doing business with the inde- 
pendent agent or broker. with little ap- 
parent practical return, the salesmen or 
captive agents of our competitors are 
sueady spending carfare money on per- 
sonal calls to convince individual pros- 
pects of the immediate benefits of saving 
$20. 

“As all of us well know, the recent 
growth of some of our competitors has 
been little short of phenomenal. For 
example, one company alone, whose name 
I won’t mention because you all know it, 
has had a twelve-fold gain in policfes 
written in the last ten years. They have 
grown from 361,000 policies to 4,204,000 
policies. Their annual earned premiums 
have risen from $14,500,000 to $263,700,- 
000. Assets have soared from $24,000,000 
to $388.000,000.” 

In the face of such a record, Mr. 
Harper said, it would be naive to believe 
that this staggering public acceptance 
of a competitor’s lower rate policies “is 
due entirely or in any major part to the 
public’s ignorance of the advantages of 
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HARPER 


doing business with a local independent 
agent representing stock companies. 

“The sooner we recognize this, tne 
sooner will we begin to take steps to 
compete in the only arena where the 
fight can be won—on Main Street, ana 
not in the Saturday Evening Post.” 

The speaker recalled the hard 
discouraging struggle which agents ana 
companies had not too many years agu 
to convince even a small percentage of 
the American public of the need for 
automobile liability insurance. The agents, 
like the postman, rang doorbells and 
wore out shoe leather in the heat of the 
summer and the gloom of the winter. 
“But try as we would,” he said, “the 
best we could do in many states was to 
sell the coverage to a relatively sma 
percentage of the eligible automobile 
owners. The others just wouldn’t buy.’ 

The situation changed in the early 
1940’s when various states started to pass 
the modern secutity- pa automobile 
financial responsibility laws. Then, in a 
comparatively short time the percentage 
of insured drivers rose up to around 80% 
as a country-wide average where it has 
substantially remained to this day. 

The significant phase of this situation 
to Mr. Harper is that in the intervening 
years, with a rapidly expanding market, 
“our percentage share of the written 
premiums has consistently declined, while 
our competitors have steadily gained.” 


A Drastic Revolution—Mass Market 


He continued by making pointed 
reference to a drastic revolution which 
occurred in the insurance industry with 
the passage of the state auto responsi- 
bility laws. “At the time it passed almost 
unnoticed, except by certain of our com- 
petitors who were quick to foresee the 
possibilities.” he noted. “This revolution 
consisted of the sudden creation, for the 
first time since the beginning of our 
industry, of a mass market for a line of 
insurance. We have bandied around the 
words ‘mass market’ ad nauseum for the 
last year or two, but still I do not be- 
lieve its ultimate effect on our business. 
not merely on the automobile lines, but 
on other lines, has yet been fully com- 
prehended.” 

Even though the independent agents 
and their companies were johnny-on-the 
spot, ready and anxious to write 


ana 


the. 
business, the low-rate boys were prepar-: 
ing to go into heavy action with their: 
mass merchandising techniques. The mo-: 
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torists had nowhere else to go 

Mr. Harper said that “most of these 
policyholders have stayed with us and 
our agents over the years for various 
reasons—inertia, friendship, other busi- 


ness connections, etc.—but more signif 
icantly many have stayed put simply 
because they have never been actively 


solicited by a captive agent or salesman 
for a lower-rate company.” 


The Impact of Inflation 


Before closing Mr. Harper 
tersely on the underwriting loss situation 


spoke 


which has plagued the stock casualty 
and fire companies for the past’ rwo 
years. He said it did not seem to be 


a mark of maturity to keep repeating 
the old refrain: “The rates are inade- 
quate.” He felt it to be the unmitigated 
responsibility of the industry to see that 
rates are adequate, and he added: “When 
we say that our losses are due to rates, 
we are admitting that we have failed in 
that responsibility.” 

Pointing to the era of continuous in- 
flation in which we have been living ror 


the last decade, the speaker remarked: 
“We should have known that this clearly 
forseen inflation would have a most 


severe impact on our business not only 
on one line but on all lines. 

“The effect of inflation is particularly 
severe in the case of long-term policies 


in the fire lines and in the third-party 
liability and property lines. In these 
instances, we have been collecting pre- 


miums on one price level and paying 
losses on subsequently inflated values. 
And the end is not in sight. We all 


know quite well that any termination of 
creeping inflation would be unpopular 
with the general public and hence polit- 
ically hazardous. 

“Yet we continue to drift, hoping that 
somehow the tide will turn, as it always 
has in the past, and restore our profits 
without effort and initiative on our part 

“We sometimes take refuge in the trite 
excuse that ours is a cyclical business, 
that every five years or so we are to 
anticipate bad experience. The statement 
seems to me to be compounding the 
original error. If we have the collective 
knowledge and experience to establish 
the cyclical nature of our business, tnen 
we should have the collective knowledge 
and judgment to devise ways and means 
of ending the cycle 


Calls Hindsight Method Impractical 


“There are those who say that rates 
must be based on past experience, that 
there is no wi 1y to fix our prices except 
on the basis of hindsight. Why? When 
the hindsight method brings us to the 


staggering losses of 1956 and 1957, then 
I say the hindsight method must be 
condemned as impractical. We nave 


blindly followed the pattern of the past, 
a pattern which is usually so inept that 
it is known to every school boy as 
Sodking the stable door after the horse 
is stolen.’ 

“Must we give up and admit that tr 
is beyond our collective capacities to de 
vise a system of rate making that will 
at all times, in the absence of some 
catastrophe of the first magnitude, as 
sure our industry of a fair chance to 
make a fair profit by apeiaedlin a fair 
price for our product? 

“Always, when we have a bad year, we 
take refuge in the hope that next year 
will be better, that prosperity is ‘sust 
around the corner.’ I sav that we are 
indulging in wishful thinking when we 
in blind optimism invariably expect the 
future to be better than the past. What 
if the evils of today are not followea 
y better times, but in fact by worse? 
What guarantee have we that the higher 
rates already promulgated in many states 
are in fact adequate, and that they may 
not become obsolete before the ink 1s 
ry? 2 

“When an individual company falls 
behind the parade, it is easy to pinpornt 
responsibility on the management. When 
an entire industry produces suc h a dismal 
record as that of ours in the last two 
years, it is not as simple to place our 


(Continued on Page 40) 
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Joint Casualty-Surety Convention, White Sulphur Springs, October 6-9 


Major Problems Get 
Harrington’s Attention 


ESPECIALLY N. Y. AUTO RATES 
His Report to NACSA Features Industry 
Code of Ethics, Rate Regulatory Laws, 
Compulsory Ins. and Legislation 


WwW hite Sulphur Springs, W. Va., Oct. 
An industry code of ethics, which 
pe now being drafted by the National 


Association of Insurance Commissioners, 
rate regulatory laws and_ acquisition 
costs were the subjects of chief interest 
in the annual report which C. F. J. Har- 
rington, executive vice president, Na- 
tional Association of Casualty & Surety 
Agents, submitted here this morning at 
the business session of this organization. 














HARRINGTON 


ee: 


Harrington was glad to say that 
company managements and 
Insurance Commissioners have shown a 
disposition to discuss freely with pro- 
ducers’ org anizations the many problems 
of the “This is of great value 


to us, 


Sees Need for All-Industry Discussion 


Mr. 


insurance 


business. 
he said. 


The need for adequate and reasonable 
automobile insurance rates, a problem 
uppermost in the minds of both com- 
panies and agents, received Mr. Harring- 
ton’s full attention. He felt that dif- 
ficulties currently being experienced in 
securing such rate approval should in- 
fluence the leaders of the business to 
consent to an all-industry discussion of 
all aspects of this problem. 

Cognizant of the situation in New 
York where Superintendent of Insurance 
Leffert Holz recently rejected a filing of 
he National Bureau of Casualty Under- 
writers for a 10.5% increase in B.I. and 
P.D. passenger car rates, Mr. Harrington 
his views 


gave full expression to on 
developments. He told NACSA mem- 
bers that Superintendent Holz had is- 


sued a strong statement denying that he 
had recommended a reduction in com- 
missions paid to agents and brokers or 
that he had requested automobile insur- 
ance companies to slash their acquisition 
cost. 

(Editor’s Note: After Mr. Holz ad- 
vised the Bureau that its filing had been 
rejected because he felt the requested 
rate increase was too high, the Bureau 
companies decided that their only next 
move was to make a new filing pro- 
viding for a production cost loading of 
20% instead of 25%. This would mean 
a reduction of 5% in producer commis- 
sions. Up to this week the new filing 
had not formally been made nor had the 
Superintendent indicated his reaction to 
the proposed commission cut.) 

To Mr. Harrington’s mind this filing 
raises a question concerning action in 
concert by insurance companies with 


respect to preliminary steps to fix rates 
of commission without legislative author- 
ity. He brought out that in New York 
there continues to be no legislative vest- 
ing authority in the Superintendent to 
regulate commissions directly or indi- 
rectly. He explained: 
Defeated in N. Y. Legislature 


“In New York particularly, the ques- 
tion of regulating commissions has been 
specifically discussed by the Joint Legis- 
lative Committee on Insurance Rates and 
Regulations. It will be recalled that a 
bill to authorize such action was de- 
feated in the New York legislature. 

“T have presented this subject because 
the producers’ place in the ratemaking 
picture and the protection of their con- 
tractual rights should be considered ina 
calm and deliberate fashion.” 

The speaker then emphasized: “If it 
is permissible for insurance companies 
to counsel with one another relative 
to commission problems, it should also 
be permissible for the companies to 
counsel with representatives of the na- 


tional producers’ organizations. This 

pg stems from the fact that 

New York issues licenses to thousands 
(Continued on Page 42) 





Harper's Address 


(Continued from Page 39) 


finger on any individual or group of inai- 
viduals responsible. 

“But if there is any group of individ- 
uals who can be held accountable, then 
I say, in all humility and sincerity, that 
many of them are here in this room.” 

Mr. Harper brought his presidential 
address to a close by saying: “In the 
last decade, with a radically altered 
economic and competitive climate, many 
of the standards and guide lines of the 
normal conduct of our business have 
collapsed and disappeared. For the first 
time in our long history we are sailing 
We have been cata- 
pulted into a new, unguaranteed and 
unconsolidated position which calis not 
for simply holding fast to the line in 
the traditions of the past, but for cour- 
ageous and aggressive leadership of a 
high order. We must be prepared to meet 
the novel demands of an unpredictable 
future.” 


in uncharted seas. 
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Harper’s Courageous 
Address Featured 


OPENING GREENBRIER SESSION 





Forcefully Urges Drastic Revolution In 
Marketing Practises; 400 Attendance 
Includes Six Commissioners 





White Sulphur Springs, W. Va., Oct. 
7—If there was any complacency in 
the casualty company ranks or among 
the agents as to the state of their busi- 
ness it was forcibly disrupted here this 
morning by the challenging address of 
William T. Harper, president, National 
Association of Casualty & Surety Execu- 
tives, and chief executive of Maryland 
Casualty. Addressing the opening ses- 
sion of this joint annual convention at 
The Greenbrier, Mr. Harper told the siz- 
able assembly of company men and 
agents why “The Hour Grows Late” and 
why they should face the fact that there 
is now going on a complete and drastic 
revolution in insurance marketing prac- 
tices governing fire and casualty busi- 
ness, particularly automobile insurance. 

Mr. Harper warned — and his warning 
should be heeded—that “unless we find 
that the time is now right for some 
positive action to correct some of our 
current ills, there may be fewer com- 
panies in our industry, and perhaps some 
new executive faces.” 


Address Hailed as Courageous 


Mr. Harper’s address, which was hail- 
ed as “courageous” by many of those 
who heard it, is reviewed at length in 
another column. It’s a certainty that 
close study will be given to it (copies 
are available in booklet form) and par- 
ticularly the part in which he urged 
executives and agents to keep in step 
with the “price conscious” buying hab- 
its of the public by cutting production 
and distribution expenses, so as to bring 
down the cost of insurance to the con- 
sumer. 

In The Greenbrier lobby after the 
morning session the conversation cen- 
tered around Mr. Harper’s pointed ref- 
erence to agents’ commission. He said 
it is no secret that in certain situations 
commissions have risen out of all pro- 
portion to the service performed. He 
had in mind localities with severe loss 
experiences where the rates on certain 
lines have multiplied in the last few 
years. The net result is that the agent’s 
commission has climbed rapidly with 
little additional effort or expense on his 
part. Although the speaker did not pin- 
point “localities” metropolitan New York 
is one example of where this condition 
exists as far as automobile liability in- 
surance is concerned. 

“No comment” was the response which 
one NACSA leader gave to this reporter 
when asked for his reaction tu the Har- 
per address. He said it would require 
close study before any opinion could be 
expressed. 

The address of J. Edward Cochran, 
president of NACSA, which followed 
that of Mr. Harper, indicated a clear 
understanding of major problems of the 
industry. His suggestion of a top level 
conference of agents and companies on 
the entire question of compulsory auto- 
mobile and UJ fund laws was timely 
and should be acted upon, it was felt. 

It was noted that Mr. Cochran gave 
a “once over lightly touch” in his refer- 
ence to rates and acquisition cost. Stat- 
ing that delays in approval of requests 
for equitable rates are contrary to the 
public interest, he pointed out: “If rates 
are not increased, then an effort is made 
to reduce acquisition costs. I believe 
that any reduction in acquisition costs 
is a matter between companies and pro- 
ducers a should be pursued in that 
way.” Mr. Cochran’s address is also re- 
viewed on + iota page. 


Six Commissioners Introduced 


Attendance at this convention topped 
400 this morning, equaling that of a 
(Continued on Page 41) 
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Cochran Proposes Industry Study 


Of Compulsory Auto and U. J. Laws 


NACSA President in Reviewing Current Problems Declares 


That Any Commission Cuts Should Be Matter of Nego- 
tiation Between Agents and Companies Individually 


White Sulphur Springs, W. Va., Oct. 
7 _ Taking a realistic position on major 
problems confronting casualty agents and 
their companies — compulsory automo- 
bile insurance and unsatisfied judgment 
fund laws the forefront — J. 
Edward Cochran of Hagerstown, Md., 
president of National Association of Cas- 
ualty & Surety Agents, recommended at 
the opening joint session here this morn- 
ing that both the producers’ organiza- 
tions and the companies appoint special 
committees to make an all-industry re- 
the entire question o1 
and UJ tuna 
produce the. 


being in 


examination of 
compulsory automobile 
laws in the hope that it may 
desired remedial results. 

Mr. Cochran in his presidential address 
had yet to be convinced that 
either of these two laws, now in effect 
in a number of states, thoroughly pro- 
tected the insurance buying public or 
lent any great amount of protection in 
addition to that given under financial 
responsibility laws and the family pro- 
tection endorsement which today 1s ad- 
ded to practically every policy issued. 
In this connection he said: 

“T firmly believe that if our industry 
were allowed time to work out the auto- 
mobile problem which now exists, the 
clamor for such laws would be greatly 
minimized. It is almost a certainty 
that those states which now have the UJ 
fund law will, at their next legislative 
sessions, , attempt to pass compulsory in- 
surance.’ 

In the passing he spoke of the “grow- 
ing pains” and additional public expense 
currently experienced under the New 
York compulsory act. He asked: “Is not 
North Carolina now having an adminis- 
trative problem and seeking assistance 
of the industry to help solve it?” He was 
also fearful that the warfare between 
the mutuals who advocate compulsory 
and the stock companies which, in most 
instances, oppose it, has a tendency to 
produce bad laws and confuse the public. 


said he 


Rising Loss Ratio and Inflation 


The speaker then called attention to a 
recent survey on 1956 experience under 
the Massachusetts compulsory act which 
pointed to a loss ratio of 87.7% last 
year. “This is the highest in Bay State 
history,” he said, “and with an under- 
writing deficit of over $8 million on pri- 
vate passenger cars alone. The loss ratio 
in other states is not nearly as high but 
it is still bad enough. Faced by this ex- 
perience the public must prepare itself 
to expect a substantial increase in auto- 
mobile rates. The same holds true in 
other lines where increased loss ratios 
have developed. Are not rate increases 
the only means of solving this difficult 
situation ?” 

His next point was that the cost ot 
doing business affects both the producer 
and the insurance carrier. Faced with 
the inflationary impact on cost of claims 
coupled with increased number and sev- 
erity of claims, the industry is justified 
in feeling that delays in approval of 
filings for equitable rates are contrary 
to the public interest. If rates are not 
increased, then an effort is made to re- 
uce acquisition costs. 

In Mr. Cochran’s opinion “any reduc- 
tion i in acquisition costs or reduced com- 
missions is a matter between compantres 





Officers Elected 


(Continued from Page 37) 


president, succeeding J. Edward Cochran, 
Hagerstown, Md. C. W. Olson, Jr., Chi- 
cago, was named vice president; C. F. 


J. Harrington, Boston, re-elected execu- 
tive vice president and Chase Ridgley, 
Baltimore, secretary-treasurer. 

As a result of a constitutional change 
NACSA’s executive committee was en- 
larged to ten members who are as fol- 





J. EDWARD COCHRAN 


and producers and should be pursuea in 
that manner.” 


Referring to the tense situation in New 


York where the Insurance Department 
rejected the National Bureau’s filing ror 
a 10.5% increase in private passeuger 
car rates on the grounds that it was too 
high, Mr. Cochran said he hoped tnat 
the expected new filing to be made by 
the Bureau will not mean a 5% reductton 
in producer commissions as has been 
reported. 


Impressed by Atomic Energy Meetngs 


The speaker then said that one ot the 
most interesting of the numerous meet- 
ings held by NACSA with the company 
committees during his term in office was 
the one at which the atomic energy 1n- 
surance program was discussed. “All ot 
the company representatives at work on 
this problem are to be congratulated on 
the time and efforts they have devoted to 
development of nuclear energy insurance 
arrangements. Their handling of the 
problems involved and the manner in 
which the program has been coordinated 
is outstanding. It’s a wonderful contn- 
bution to the industry as a whole.” 

Mr. Cochran also referred to a com- 
mittee recently appointed by NACSA to 
act jointly with other producer groups 
in an effort to bring about more uniform 
rating laws countrywide. “This is cer- 
tainly to be desired,” he said, “as today 
the difficulties experienced due to tne 


(Continued on Page 42) 


B. H. PADDOCK 


lows: E. B. Berkeley, 
D. Bowen, Baltimore; 
chita; Edwin P. 
Thomas W. Earls, Cincinnati; H. 
Warner, Kansas City; J. Edward Coch- 
ran, Hagerstown; John Conklin, Hacken- 
sack; Walter M. Sheldon, Chicago. 


NACSA Board of Directors 

Newly elected to the NACSA board 
of directors were the following: George 
Blossom III, Chicago; Victor Blakely, 
Topeka; J. Edward Cochran, Donald H. 
Denton, Charlotte, N. C.; Robert Max- 
well, Texarkana, Ark., and Dallas Smith 
of Dallas, Texas. 

The resignation of Alice M. Foy, Chi- 
cago, for many years NACSA’s treas- 
urer, was recorded. 

Much of the session was devoted to 
the Insurance Commissioners’ proposed 
draft code of ethics in connection with 
welfare and pension funds, and a state- 
ment containing NACSA’s attitude on 
it was submitted today to Commissioner 
Joseph A. Navarre, NAIC president. 

By resolution NACSA voted to appro- 
priate $500 to American Institute of 
Property & Casualty Underwriters and 
$100 to the President’s committee for 
traffic safety. 

Retiring President Cochran was com- 
mended in another resolution for his 
fine job. In closing the res Execu- 
tive Vice President C. F. J. Harrington 
gave recognition to John te Weghorn, 
New York, NACSA director, for his 
constant helpfulness. 


Cleveland; Presley 
R. J. Noble, Wi- 

Simon, Chicago; 
ie 
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New NACSA Pres. Advanced 
With Young Detroit Agency 


The new president of NACSA gradu- 
ated from Princeton University with an 
A.B. degree in 1921, following which 
he spent a year with the Detroit Bank, 
and ten years as a junior officer of the 
United States Radiator Corp. 

General Underwriters Inc., was formed 
in January, 1931. Mr. Paddock: was most 
interested in their possibilities as a stock 
agency and joined forces with them in 
July, 1932, and became 
1934. In 1946 Mr. Paddock advanced to 
vice president, became executive vice 
president in 1954 and president on July 
1, 1955. ae 

General Underwriters, celebrating its 
25th anniversary this year, now has some 
14 producers, and a total office staff 
of 70, and its own life and claim depart- 
ments. Mr. Paddock served two and one- 
half years in the Naval Reserve as a 
Lieutenant Commander in the Naval Air 
Administration Program, 18 months as 
commanding officer of Colgate Naval 
Flight Preparatory School, and the bal- 
ance 





secretary in 


as administrative assistant to the 


commanding officer of Barron Field, 
Pensacola, Fla. 
Praise for Cochran 
White Sulphur Springs, W. Va., Oct. 8 
-Praise for NACSA President J]. Ed- 


ward Cochran was expressed by C. F. J. 
Harrington, executive vice president ot 
the association, in opening his annua 
report here today. He said: “Ed Cochran 
has been a most diligent leader. He has 
personally attended many meetings on 
matters of great consequence to NACSA 
and its membership. His presence and 
Participation at conferences has con- 
tributed much to the solution of some 
of our problems and considerable prog- 
ress in solving others.” 


Greenbrier Opening 
(Continued from Page 40) 


year ago. In the audience were six In- 
surance Commissioners who were warmly 
welcomed. They are George A. Bisson, 
Rhode Island; Joseph S. Gerber, Illinois, 
attending his first White Sulphur cas- 
ualty-surety convention; Joseph A. 
Navarre, Michigan, who is NAIC presi- 
dent; Harold E. Neeley, West Virginia: 
Arch E. Northington, Tennessee, and T 
Nelson Parker, Virginia. Also on hand 
is Alfred E. Bohlinger, former New York 
Superintendent, and Mrs. Bohlinger 
However, Superintendent Leffert Holz 
could not make it. 

William A. Earls Gold Trophy Presented 

The morning session closed with the 
announcement by Edward L. Castleton, 
first vice president, Maryland Casualty, 
who is the Men’s Golf Committee chair 
man here, that William and Thomas W 
Earls of Cincinnati had presented to the 
two associations a gold trophy for tour- 
nament competition to be known as the 
William A. Earls Trophy. It is named for 
their father, now in his 80’s, who is still 
active in the Earls-Blain Agency in 
Cincinnati. This trophy was accepted 
appreciatively by NACSE and NACSA 
and competition for it got under wa) 
early this afternoon. The weather, how- 
ever, was rainy. 

Social highspot of the convention 
comes this evening when the convention 
banquet will take place. In the spotlight 
will be Mrs. Betty Kelly Murphy, col 
oratura soprano, daughter-in-law of Ray 
Murphy, Association of Casualty & 
Surety Companies, and Earl Wrightson, 
baritone, whose brother is a director of 
Maryland Casualty. W..L. C. 








Cochran's Address 


(Continued from Page 41) 
various state rating laws have created a 
problem in providing our insureds with 
the proper rate and coverage. A com- 
mittee of our association along with sim- 
ilar committees of other producer or- 
ganizations will start functioning 
and they certainly will make some vatu- 

able suggestions to the industry.” 

Better Public Understanding 
Before pers: Mr. 
the need at this time 
public iadcaes inding as to what the 
insurance industry is doing to improve 
and stabilize conditions affecting the eco- 
nomic and social life of the nation. “We 
for better public relations, 


soon 


Cochran spoke of 
to create a better 


should strive 
a better informed public, and closer, 
more aggressive coordinz ition of thought 


on the part of stock companies and their 
producers,” he said. “Talks before vari- 
ous civic groups and various chambers of 
commerce around the country would cer- 
tainly be a means of obtaining a better 
informed public.” 

As an example to prove his point he 
spoke of a poll conducted recently in 
Michigan to ascertain the attitude of the 
car driving public toward compulsory 
naionaniale insurance. The poll revealed 
that 53% of more than 2,000 persons 
queried favored compulsory insurance 
and 739 favored the UJ fund law. Mr 
Cochran’s point was that if Michrgan 
motorists had been better informed by 
means of insurance educational meetings 


they would not have voted as they did. 

His further suggestion was that the 
motor vehicle departments in various 
states can be a controlling factor in con- 
nection with traffic enforcement. “They 


decide who should drive on the highways, 


and in exercising their authority they 
could help in elimination of the irre- 
sponsible motorist. The traffic situation 
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will remain serious as long as the states 
continue to license a large number ot 
irresponsible drivers. Thus, the situation 
calls for positive action,” he emphasized. 


Multiple Line Underwriting 


Mr. Cochran then turned his attention 
to multiple line underwriting which, he 
said, has been a great help to producers 
and companies alike in increasing pre- 
mium volume. At the same time, he won- 
dered if the marked broadness in policies 
has not had a tendency to reduce the 
favorable experience in such lines as the 
homeowners A, B and C policies, com- 
prehensive dwelling and commercial 
property coverage. 

“We producers understand that there 
are to be probable changes again in these 
policies, and we hope that such is not 
the case. But if changes are made will 
they reduce coverage or increase rates? 
Either, in my opinion, would be unfor- 
tunate at this time because of the public's 
favorable acceptance of these contracts 

“One change which would probably i 
beneficial in homeowners A and B aaa 
be to add coverage for mysterious dis- 
appearance under the burglary portion 
of the policy. This causes confusion 
when the loss occurs but eventually tne 
loss is paid. Wouldn’t it be better to 
include mysterious disappearance even if 
a slight rate increase is necessary? This 
suggestion, if adopted, would surely help 
in connection with some of the losses 
being reported. Besides, it would cre- 
ate a more favorable public reaction.’ 
Insurance Should Toot Its Own Horn 

Mr. Cochran’s final suggestion was tnat 
the companies have not done enough 
horn tooting about the numerous policy- 
holder services which they perform, espe- 


cially in time of emergency. As an 
ex: ample, he referred to the lacx o1 
publicity given to the outstanding ana 


piede work of General Adjustment 
Bureau adjusters in areas stricken by tne 
recent hurricane “Audrey.” He was sur- 
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Harrington's 
(Continued from |} 


ot non-resident produce 
resident producers.” 


Committee Named to Study Rating Laws 
restiveness con- 
cerning the rating methods and admin- 


Because of industry 


istration of state rating 
President J. 
guested last April to app 
tee to study such laws anc 
tration. Referring in his 
action, Mr. Harrington 
dents of other national 
ciations were 
committees and_ to 
NACSA in consideration 
“Our committee and that 
Association of 


now available for action. 


that other producer groups will accept 


NACSA’s 


Chica 


our invitation. 
hold a meeting in 
future.” 


The speaker then directed attention to 
Superintendent 
dated September 4, in the matter of the 


the decision of 


independent rate filing 
classes, and i 


prised that no news stor 


inform the public of serv 
worry. 
not this same suggestion apply 


relieve their stress and 


“Does 


to other catastrophies w 
pened in the past with daily newspaver 
y lacking?” he 


and trade press publicit 
asked. 

Mr. Cochran rounded 
by expressing appreciatic 


membership including officers, past pres- 


idents and executive cor 
the interest shown and cx 
during his term in 
particular of Executive 


Harrington’s guidance and assistance. 


Edward Cochran 


invited to 


“ : as such. In considering rates, acquisition costs 
said that presi- hich would audleae S ae ; . 
tl eS which would include commissions are consid- 
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pr v as 1. ered by the Superintendent. Where, as here, 
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that filing, the expenses of the filing 
company (Insurance Co. of North Amer- 
ica) alone were considered in combina- 
tion with the entire industry’s fire loss 
experience. Although only one class 
(dwellings) was subject to deviation, the 
hearing officer was satisfied that the 
company properly used its expenses for 
all fire classes substantiating the inde- 
pendent filing, 


Talk 
age 40) 


rs as well as 


laws, NACSA 
was re- 
oint a commit- 
1 their adminis- 
report to this 


states: ‘It is trite to remind 
that the Superintendent of Insur- 
to regulate commissions 


“The 
the industry 
ance has no authority 


opinion 


of the subject. 
of the National 
Brokers are 


for such lower there is no room to exer- 


filing. 


rates, 
against the one 


cise discretion 


We still hope In Mr. Hz urrington’s opinion the fore- 
+ going quotation raises a question as to 
committee wi the value of agency contracts, and he 


go in the near acked: “Tf 


regardless of contract com- 


mitments, a company may secure the 
Hol; approval of rates based among other 
0'Z, things on lower commissions isn’t the 


sequel a unilateral mandatory revision of 
agency contracts?” 


Code of Ethics 


dwelling 
with 


for 
onnection 
in the Works 
ies appeared to 


‘ne peniebed: to The speaker prefaced his comments on 


the industry code of ethics by pointing 
out that the Douglas Report (Page 7, 
Paragraph 2) referred in its conclusions 
to the fact that the insurance industry 
has not yet set up a code of ethics to 
deter wrong doing among its member- 
ship. Said Mr. Harrington: “This con- 
clusion apparently ignores the fact that 
action in concert in our industry is 
prohibited by the anti-trust laws, hence 
the suggestion of the life insurance 
associations that ‘such a code may be 
more appropriately adopted by the Na- 
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hich have hap- 


out his address 
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nmitteemen for 
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tional Association of Insurance Com- 
missioners,’ ’ 

He went on to say that NACSA 
President Cochran and he have been 
appointed by President Joseph Navarre 
of NAIC to work with an_ industry 
committee and the Commissioners in 
preparation of a so-called code of ethics. 
A draft code, dated May 31, 1957, has 
received consideration of this industry 
committee, Mr. Harrington noted, and 
has been carefully studied by NACSA 
and four other national producer asso- 
ciations — NAIA, NAIB, NALU and 
IAAHU. “We hope to learn at this 
meeting the attitude of the appropriate 
committees of these cooperating pro- 
ducers’ organizations,” he stated. 


National and State Legislation 


Legislative developments in Washing- 
ton and in the various states thas been 
given close attention by Mr. Harring- 
ton during the past year. At the na- 
tional level he spoke of the Financial 
Institutions Act of 1957 which permits 
national banks in communities of over 
5,000 inhabitants to act as insurance 
agents. However, he noted that it does 
not appear to require the bank to pro- 
cure an insurance agent’s license. 

“A proposal to remove the limitation 
and thereby permit national banks to 
act as insurance agents in larger com- 
munities was rejected. We are now 
informed ae it has been suggested that 
the Federal law be amended to allow 
national banks to continue in the insur- 
ance business even when the 1950 Fed- 
eral census shows population in excess 
of 5,000 or change the population limit 
generally to 10,000 or 15,000. Reportedly, 
the national administration and national 
banks strongly favor this change. 

“T suggest that NACSA members give 
this development very careful attention.” 

Mr. Harrington’s observation on the 
Banking and Currency Committee’s in- 
vestigation of certain automobile finance 
company subsidiaries as to their violation 
of state laws with respect to over- 
charges for automobile insurance, was 
that “further legislation at the state 
level seems necessary if Federal legisla- 
tion is to be avoided. 

“The suggestion of our association for 
state legislation would prohibit lending 
institutions from engaging in the insur- 
ance business, This suggestion is not 
drastic when we consider that the 
suggested legislation is similar to the 
F ederal death sentence for holding com- 
panies in the securities field.” 

Referring to abuses in the administra- 
tion of welfare and pension plans, which 
have received the attention of Congress 
and the Insurance Commissioners, Mr. 
Harrington remarked: “The NAIC 
recommended enactment by the several 
states of legislation authorizing super- 
vision of welfare and pension plans. This 
would permit regulation by the states 
rather than the Federal government. 
New York, Connecticut, Washington, 
Wisconsin and Massachusetts have al- 
ready passed such legislation. Enactment 
by other states of similar legislation is 
preferable to Congressional action to 
correct the abuses.” 


Compulsory Automobile Insurance Laws 


Mr. Harrington then said that the 
state legislation most vigorously op- 
posed by NACSA was compulsory auto- 
mobile insurance. Saying that North 
Carolina is the only state in which a 
compulsory law was passed this year, he 
pointed out: “A review of this state’s 
act indicates difference in provisions 
from those contained in the Massachu- 
setts and New York laws. It is unlikely 
that this law would have passed if the 
industry had not been divided on the 
subject. 

“The North Carolina events present a 
strong argument for another all-industry 
conference on this subject before the 


legislatures meet next year. 


able that 


kt 35 er 


a ‘meeting at the summit’ be considered 
would develop a course of action re- 
dedicated to a solution of the automo- 


bile accident problem.” tive.” 


The speaker recalled that in 1924 
Hoover, then f 
Commerce, directed that. a conference 
study of highway safety problems be 
made by the best minds of the country. 
Mr. Harrington has documentary evi- 
dence that 
study, reported to the Conference that 


Herbert 


Secretary of 


rington. 


“the committee, after full enactment 





compulsory liability insurance should not 
connection with the 
highway safety program because it of- 
fered not a remedy but merely a pallia- 


Since the foregoing report millions of 
uttered and written 
supporting these views, said Mr. Har- 


words have been 


insurance gaauke. still cling to the view 
that the problem has been solved by 

so-called compulsory ing the adverse effects of expanding 
law?” he asked. : 
















Before closing the speaker spoke in 
high praise of the work of the U. S. 
Chamber of Commerce of which NACSA 
is a member. He felt that one of the 
most effective and impressive efforts to 
control public spending at the Federal 
level has been carried out under the 
direction of John S. Coleman, president 
of the Chamber. He also recommended 
careful perusal of a “Nation’s Business” 
article—September, 1957 issue, concern- 


do some informed 


government. 












Combined Group of Companies 


Hearthstone Insurance Company of Massachusetts, Boston 
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W. CLEMENT STONE, PRESIDENT 
Combined Insurance Company of America, Chicago 


Combined American Insurance Company, Dallas 


First National Casualty Company, Wisconsin 


Insuring over 1,200,000 policyholders 





















































COMBINED 
UNION LABOR 
PLAN 














housewife finds a 
package worth over 


$125,000.00 


Sure it’s still a man’s world. But we’ve also 
found that the ladies are quick to recognize 
outstanding success opportunities in the 
accident and health field. 


One example among the many agents on our 
roster of star salespeople is a housewife 
who specializes in the sale of Combined’s 
Union Labor Plan. Applying Com- 
bined’s specialized sales training 
in coordination with our tailor- 
made merchandising materials, 
the lady is well on her way to 
earnings of over $125,000.00 in 
the next ten years. After that, 
renewals will pay her a retire. 
ment income of over $1000 a 
month. 

A man’s world? Of course. Hun. ay 
dreds of other agents are doing as 
well or better with Combined plans. 

It will pay you to inquire about them 
now. Do it today by mailing the coupon. 
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Combined Insurance Co. of America, Dept. 114 i 
5316 Sheridan Road, Chicago 40, Illinois 


MAIL 
THIS 
COUPON Xo” 
NOW! Address 


Gentlemen: Please rush me details on what | 
Combined package plans can do for me. 








City. State 
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Prepare For No. Carolina’s New Auto Responsibility Act 





The public officials and insurance in- 
dustry executives shown in the picture 
above have been working over the past 
several months with North Carolina’s 
Motor Vehicle Edward 
Scheidt to develop the detailed plan for 
administering that state’s vehicle finan- 


Commissioner 


cial responsibility law which will become 


effective on January 1, 1958. Left to 
right: Charles H. Robuck, Jr., National 
Association of Independent Insurers; W. 
F. Laughlin, North Carolina Automobile 
Rate Administrative Office; H. L. Ken- 
nicott, Lumbermens Mutual Casualty; 
Assistant Motor Vehicles Commissioner 
J. W. Garrett; Commissioner Scheidt; 





TO MAKE AETNA DRIVOTRAINER 





Aetna C. & S. Classroom Device to Be 
Handled Commercially by Automatic 
Machine Corp. 
Manufacturing, sales and servicing of 
the Aetna Drivotrainer, a _ classroom 
driver training device now being used 
in many schools throughout the country, 
has been taken over by the Automatic 
Voting Machine Corporation of James- 

town, N. Y. 

Designed to provide increased facilities 
for the production of Drivotrainer’ class- 
rooms, the new setup was announced last 
week by Aetna Casualty & Surety which 
sponsors the device. The Automatic 
Voting company made the machines on 
which 30 million people cast their votes 
in the last presidential election. 

Aetna Casualty will continue its spon- 
sorship of the Drivotrainer as a means 
of promoting the spread of driver educa- 
tion courses, as well as the development 
of the educational and instructional film 
program for use with the classroom 
trainer. 

In addition, Aetna Casualty has asked 
its field organization to continue to pro- 
mote interest in the Drivotr ainer and to 
report inquiries to the company’s infor- 
mation and education department. 

\s a part of its sales program, Auto- 
matic Voting will make available for the 
first time financing plans that will en- 


Discount Rule Changes For 
Five More States, Oct 9 


Revised discount rules for burglary, 
glass, and certain general liability cov- 
erages, prepaid for three and five- year 
terms, became effective October 9, in 
Alabama, Delaware, Minnesota, Okla- 
homa and Pennsylvania. These addi- 
tional states were announced by the 
National Bureau of Casualty Underwrit- 
ers, which last week announced rule 
revisions for 29 other states and Alaska, 
for its member and subscriber com- 
panies. 

Purpose of the changes, the Bureau 
stated, is to establish consistency with 
the prepaid term discount rules approved 
for the fire rating organizations in vari- 
ous states as well as to achieve greater 
uniformity of treatment for general lia- 
bility insurance. 





able schools to spread over several years 
the cost of installing Drivotrainer class- 
rooms. 

In the past 18 months, the number 
of schools introducing the Drivotrainer 
system has increased three-fold, and 
states which are subsidizing driver train- 
ing programs in the local schools have 
authorized use of the Drivotrainer as a 
substitute for half the required hours 
of on-the-road instruction in dual-con- 
trol cars. 











PRITCHARD 


the best. 














REINSURANCE 
Consultants and 
Fully prepared through long experience to intel- 


ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
WOrth 4-1981 


————————e 


AND BAIRD 


Intermediaries 


Charles F. 


Commissioner 
Mize, North 


Insurance 


Gold; Paul L. Carolina 


Automobile Rate Administrative Office; 


John R. Montgomery, Jr., Institute of 
Government, Chapel Hill; Miss Foy 
Ingram, Registration Division Director, 
North Carolina Department of Motor 
Vehicles; F. G. Holzhauer, Royal-Globe 
Insurance Group; K. W. Rogler, Na- 
tional Bureau of Casualty Underwriters; 
J. T. Flanagan, Nationwide Mutual, and 
N. S. Cornell, Mutual Insurance Rating 
Bureau. 

Although North Carolina’s new law is 
not so named it is compulsory for all 
motor vehicles licensed and operating 
in the state to carry auto liability in- 
surance. Proof of financial responsi- 
bility is required at time of registration 
and must be maintained continuously 
throughout the period of registration. 
Such proof, Motor Vehicle Commissioner 
Scheidt stated, will usually be evidenced 
by insurance and a certificate of insur- 
ance, designated as Form FS-1, that will 
be made available to policyholders by 
their insurance companies for presenta- 
tion at the time of registration. 




















Keep a Jong step ahead of competition with 
American Casualty’s NEW 


COMPREHENSIVE 
MAJOR MEDICAL POLICY 








BASIC 
MEDICAL EXPENSE 


*hOQ.00 


Pays up to $500.00 of covered 
medical bills after a $50 de- 
ductible 


| PAYS BOTH 4) 
a 7 4 ) 








MAJOR 
MEDICAL EXPENSE 


10,000-°° 


After $500.00 has been paid, 
the policy then pays 80% of mea- 
ical expenses incurred within 3 
years* up to an additional limit 
of $10,000.00 (or seni 
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premiums... 





FOR INDIVIDUALS AND FAMILIES: Unallocated benefits for accident 
and sickness (treatment in home, hospital or doctor's office) .. . level 
special children’s rates... 


regardless of other insurance in force except Workmen's Compensa- 
tion or Occupational Disease Act or Law Benefits. GET ALL THE 


FACTS TODAY. 


AMERIGAN GASUALT'Y 


minimum exclusions... pays 





(*2 years in Calif.) 


COAST-TO-COAST BRANCH OFFICE SERVICE 





Expense Plan. 


AMERICAN CASUALTY CO., READING, PA. 
Please send Sales and Information Kit on the new COMPREHENSIVE Major Medical 
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Zone 4 NAIC Meeting 
Hears of Big Losses 


GET THE FACTS FROM CAHILL 
National Bureau Secretary Quotes Un- 
derwriting Bad News; Need for 
Increased B.I., P.D. Rates 


James M. Cahill, secretary, National 
Bureau of Casualty Underwriters, ad- 
dressing the Zone 4 meeting of the 
National Association of Insurance Com- 
missioners in Chicago last week, said 
that additional rate increases in auto- 
mobile bodily injury and property dam- 
age liability lines for most states will 
be necessary to meet the statutory re- 
quirements that rates shall not be inade- 
quate, excessive nor unfairly discrimina- 
tory. 

Apparently the shortage in rates is 
now between 35 and 40% based on cur- 
rent experience, but the companies nave 
indicated that they will not ask for the 
full amount. In his talk before the Zone 4 
NAIC gathering Mr. Cahill said that 
insurance companies are losing substan- 
tial sums because of the upward trends 
in claim frequency and in average claim 
cost. He said that member companies of 
NBCU lost $8 for each $100 of premiums 
earned in 1956. The trend, from experi- 
ence in the first six months of 1957, 
indicates a further increasing loss ratio. 





Sample Underwriting Losses 


Mr. Cahill illustrated these trends with 
examples: Fidelity & Casualty had an 
underwriting loss for all lines of $528,000 
in the first half of 1956; this figure 
jumped to $6,635,000 in the first six 
months of this year. Some other com- 
panies chosen by Mr. Cahill with 1956 
figures in parenthesis: U. S. F. & G, 
$11,800,000 ($2,839,999) ; Indemnity Co. of 
North America, $5,060,000 ($154,000) ; 
orgies Automobile, $6,881,000 ($3,500,- 

) 


Rising medical costs, Mr. Cahill said, 
is a big contributory factor to these 
underwriting problems. He cited the New 
York Blue Cross; before the Korean 
War its average daily payment to mem- 
ber hospitals was $6.81, but today that 
rate is $22.94. This 340% increase, he 
said, is indicative of the impact medical 
charges now make on claim settlements. 

Mr. Cahill also pointed out that the 
rates for Classes 1-A and 1-B, which 
constitute about 75% of the total, are 
not much different than they were in 
1952. He said the National Bureau policy 
Was to make the various classifications 
“self-supporting,” and that the Bureau’s 
new classification plan, to be completed 
by late October, will be on a calendar 
year rather than a policy year to facili- 
tate greater understanding both within 
and without the industry. 

He also called for approval of the 5% 
and contingencies factor in the automo- 
bile rate structure. 

Other industry speakers included: 
Chase M. Smith, vice president and gen- 
eral counsel, Lumbermens Mutual Casu- 
alty; John M. Henry, vice president and 
general counsel, Continental Casualty, 
and Allstate’s vice president and general 
counsel, Henry A. Moser. 


Public Relations Program Suggested 


Mr. Smith suggested an industry will- 
ingness to collaborate with the Commis- 
sioners on a public relations program 
to inform the public as to why the rate 
increases are necessary. 

Mr. Henry said that while Continental 
Casualty was not suffering underwriting 
losses, it has experienced heavy losses in 
surplus and he considered the rapidly 
narrowing market was not good for the 
industry, their agents or the public. 

M {r. Moser reported that Allstate was 
in “somewhat the same plight” as other 
elements of the insurance industry. 

espite economical operations Allstate’s 
underwriting loss for the first half of 
1957 had increased over the comparable 
Period of last year. Mr. Moser said the 
all-industry bills had | not solved the 
Problem of getting “up-to-the-minute 
figures” and that reliable formulae for 
future rating purposes cannot be based 
on past experience. 


NAMIA Program 


(Continued from Page 37) 


each of the 34 state and regional mutual 
agents associations has also been sched- 
uled. NAMIA’s chief executive officer, 
Ralph B. Williams of Kansas City, Mo., 
will make the presentation to the first 
and immediate presidents of each of the 
state and regional groups. 

Winners of the fourth annual fire and 
accident prevention contest will also be 
honored. A winner in each category, fire 
and accident, will be presented with a 
plaque in recognition of the achievement. 
Committee Chairman Roy A. Allsopp of 
Waynesboro, Pa., will make the presen- 
tations and later ‘chairman a meeting on 
fire and accident prevention. 

Three Important Business Sessions 

Prior to the opening of the convention, 
three important business sessions are 
scheduled for Sunday, October 13. In the 
morning the 34 presidents of the various 
state and regional associations will as- 
semble for the meeting of NAMIA’s 
advisory board. They will make recom- 
mendations for the association’s directors 
meeting scheduled for that afternoon. 
This meeting will be presided over by 
Earl A. Lamb of New York City. 


On Sunday afternoon the association’s 
board of directors will hold its semi- 
annual meeting and will consider among 
other things the re-defining of the Na- 
tional Association’s objectives. President 
Williams will preside. 

On Sunday evening the annual meeting 
of the state and regional secretaries will 
consider a long agenda headed by state 
legislative activity. Also included are 
public relations in mutual insurance and 
membership solicitation and maintenance. 
William A. Stringfellow, assistant man- 
ager of NAMIA, will preside. 


Fine Entertainment Plans 

On the social side, the convention 
committee, of which John B. Read and 
George R. Dressler, both of Chicago, IIL, 
are co-chairmen, offers a western style 
costume party on Monday evening, Octo- 
ber 14. It will feature the music of the 
Kenosha Corn Huskers and prizes will be 
presented for the best costumes. A lunch- 
eon is scheduled for the ladies on Tues- 
day, and particular emphasis has been 
made on the wind-up hospitality hour 
and banquet on Wednesday evening. The 


highlight will be the “Parade of the 
States.” Philip L. Baldwin, general man- 
ager of NAMIA, will announce the 
states. 


In addition conventiongoers can attend 


Hartford Accident Offices 
Move Today to 123 William 


The New York City offices of Hartford 
Accident & Indemnity Co., are being 
moved this week-end to the new location 
at 123 William Street. This move in- 
cludes all departments now situated at 
110 William Street, the Metropolitan 
claim office at 70 Pine Street, and the 
medical department at 75 Maiden Lane. 


The Hartford Accident offices will be 
closed today, Friday, October 11, but 
the company will conduct “business as 


usual” on Monday, October 14. 





the professional football game between 
the Chicago Bears and San Francisco 
Forty-Niners on October 14 and the 
rodeo being held in Chicago during the 
entire week of October 14 

Tom Collins of Kansas City will give 
a humorous talk at the opening luncheon 
Guy en of Chicago will speak on 
“Today's Problems and Tomorrow’s 
Management,” and Bill Gove of E. M. C 


Recordings from St. Paul, Minn., will 
offer the sales inspirational speech for 
the meeting. Thomas Andress, Harleys- 
ville Mutual Co., will present a safety 


demonstration. 
















On Sunday evening, October 20, 
1957, The Prudential Insurance 
Company of America will launch 
a‘new television series, over 

the CBS Television Network, 
that will follow up their 
award-winning show of 1956-57: 
“Air Power” 


= 4 


“THE TWENTIETH CENTURY’— 


AND EVENTS THAT HAVE SHAPED THIS CENTURY IN WHICH WE LIVE 





ANNUITIES 


LIFE INSURANCE 


SICKNESS & ACCIDENT PROTECTION 


“THE 
TWENTIETH 
CENTURY’ 






A BROAD, PICTORIAL REVIEW OF OUR TIMES, TOLD IN TERMS OF THE PERSONALITIES 
— THE FIRST SHOW: 


“MAN OF THE CENTURY” 


A one hour program devoted to the story of 


Winston Churchill... statesman, soldier, 
writer and artist. 


upon all of us. A penetrating, incisive 


study of a man set against the backdrop of 


the modern world he has helped to mold. 


Brought to you by your Prudential Agent. 


His life and his influence 


GROUP 


The PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


INSURANCE GROUP PENSIONS 
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Northeastern Life Names 
General Agent in Brooklyn 


Lawrence L. Monnett, Jr., president of 
Northeastern Life of New York, an- 
nounces the appointment of Jeremy- 
Philips Agency, Inc., as a new general 
agent for the company in Brooklyn. 
Jerome Finkelstein, president of Jeremy- 
Philips Agency, Inc., will function as the 
active agency head. 

Mr. Finkelstein has been in the insur- 
ance business since 1949 and has served 
with several companies in various capa- 
cities as a soliciting agent, a program- 
ming specialist and as a_ supervisor, 
assisting in the procurement, training 
and supervision of a production staff. 
He*was last associated with the Myron 
I. Specht Agency of Security Life in 
Brooklyn. 

Mr. Finkelstein served in the Army 
during World War II in the South Pa- 
cific area, Prior to entering the service, 
he was graduated from Long Island 
University with a B.S. degree in Sociol- 
ogy. After leaving the service he was 
a social investigator with the Depart- 
ment of Welfare, serving in that post 
until he entered the life insurance busi- 
ness in 1949 


New President of Association 





ORLIN E. KIRKMAN 


Orlin E. Kirkman, Decatur, Ill., new 
president of the General Agents Asso- 
ciation, has been a general agent of the 
Hoosier Casualty for the past 12 years. 
He has served as secretary-treasurer of 
the General Agents Association for the 
past six years. This is his 30th anni- 
versary year in the local agency field, 
having started in Decatur in 1927. He is 
an active figure in Illinois insurance 
circles. His agency is a multiple line 
operation, representing various other 
companies besides the se tyes Casualty. 

As previously announced these officers 
were also elected: Leonard W. Mc- 
Kinnon (IAAHU “Man of the Year”), 
vice president; Marie Ford, secretary- 
treasurer; Paul Raines, retiring presi- 
dent, chairman of the board and Har- 
old Plack, member of the board. 





HOWELL BUYS NEW BUILDING 

Hilton T. Howell Co. has purchased 
a new building at 3240 Broadway, San 
Antonio, Texas. Mr. Howell established 
his office in San Antonio’s Milam Build- 
ing in 1931 and has specialized in petrol- 
eum underwriting and fire and casuatty 
lines. 


Ask Supreme Court To 
Deny FTC Requests 


FOR REVIEW OF _ DECISIONS 





Given in Circuit Courts; American 
H. & L. and Fireman’s Fund Indemnity 
Want States’ Jurisdiction 





American Hospital & Life last week 
asked the Supreme Court to deny the 
Government’s request for a review of 
the Federal Trade Commission’s decep- 
tive advertising action against the com- 
pany. 

The Fifth Circuit Court of Appeals 
ordered the FTC’s cease and desist or- 
der set aside and the complaint dis- 
missed on the grounds that the FTC 
does not have jurisdiction over the dis- 
puted practices under the McCarran Act. 
The company told the Supreme Court 
that “undisputed evidence conclusively 
establishes” that the states in which it is 
licensed have the power under their 
regulatory laws “completely to control 
every act of respondent, included in the 
Commission’s complaint.” 

American Hospital & Life acknowl- 
edged that there might be cases meriting 
Supreme Court review, such as_ those 
involving direct mail, newspaper, maga- 
zine, radio or television advertising. In 
such instances, the brief stated, it could 
be argued that the Insurance Commis- 
sioners of the states into which the 
advertising entered could not effectively 
prevent deception. In this case, however, 
the company does not engage in any of 

(Continued on Page 50) 


Reeder, Carmick Get New 
Posts At Fireman’s Fund 


Robert C. Reeder, Jr., assistant secre- 
tary, Fireman’s Fund Group, has been 
transferred from the position of associ- 
ate manager of the bond and burglary 
department, New York Metroplitan 
branch, to the Eastern department, bond 


and burglary. He will succeed R. W. 
Stewart, who was appointed Eastern de- 
partment, education coordinator. 

Mr. Reeder, who is a graduate of the 
University of Maryland and the Univer- 
sity of Maryland Law School, has been 
with Fireman’s Fund since 1947. He will 
have responsibility for the underwriting 
of surety business produced throughout 
the entire Eastern department terri- 
tory 

hike T. Carmick, who has also been 
associate manager of the bond and bur- 
glary department, Metropolitan New 
York Branch, has been appointed man- 
ager of that department. Mr. Carmick 
is a graduate of George Washington 
University and has had 18 years experi- 
ence in bond and burglary work. 


Record Indianapolis 


DITC Class Gets Underway 


The sixth Disability Insurance Train- 
ing Council course which opened in In- 
dianapolis recently set a national record. 
No other city has run as many courses, 
and no other city has run them con- 
tinuously, fall and spring, since DITC 
was formed. 

The 16 people enrolled in the sixth 
course, which will run until December 
19, represent ten different companies 
including casualty, life, and monoline— 
plus two companies not now in the 
A. & S. field — Northwestern Mutual 
and Mutual Benefit Life. One enrollee 
is from Muncie, Ind., 50 miles north- 
east of Indianapolis. 











Canadians want.* 


HOME OFFICE 





HOW VALUABLE IS 
RELIABILITY? 


In a corporation, as in a man, reliability is indeed a precious asset. 
Since its foundation eleven years ago Canada Health and Accident 
Assurance Corporation has built a solid reputation of reliability 
second to none. Proof of this is shown in the growth of Canada 
Health and Accident to the largest all-Canadian insurance company 
of its type in the country, selling Canadians the protection 


If reliability is one of your assets and sales your endeavour there 
are a number of unusually fine opportunities for you in our ever 
expanding program across Canada. 


Write in confidence to O. J. Breidenbaugh, Managing Director. 


*Individual Hospital Expense e Income Protection e Medical-Surgical 
Employee Benefit Plans e Credit Insurance e Special Risk Coverages 


CANADA HEALTH & ACCIDENT 


ASSURANCE CORPORATION 
WATERLOO 


ONTARIO 








S. B. Miller, Vice Pres., 
Retires After 30 Years 


WITH GLENS S$ FALLS GROUP 





Was Vice President of Fidelity-Surety, 
A. & H. Depts.; Prominent in In- 
surance, Civic Affairs 





Stanley B. Miller, vice president, 
fidelity and surety, A. & H. department 
of the Glens Falls has retired under the 
company pension plan after thirty years 
of service. Mr. Miller joined the Glens 
Falls in 1927 as assistant manager ot 
the bond department, in 1930 was named 
manager of that department, and on 
January 31, 1940, was elected a secre- 
tary of the company. : 

Since 1949 he has been vice president 
in charge of underwriting and produc- 
tion of all types of fidelity and surety 
bonds and accident and health insurance. 
He is a native of Maine and a graduate 
of Colby College at Waterville, Maine. 
During World War I he was commis- 
sioned a Second Lieutenant in the United 
States Army rising to the rank of 


Captain. 
Active Life 


Throughout his 30 years in Glens 
Falls he has been active in many civic 
and fraternal and religious organizations, 
including the American Legion, the War- 
ren County T. B. and Health Association. 
He has served many years as a director 
of the Masonic Hall Association, and on 
the advisory board of the Salvation 
Army. He is a past president of the 
Glens Falls Chamber of Commerce, and 
served as president of the Kiwanis Club 
of Glens Falls in 1932. His leadership 
of Kiwanis led to his election to the 
position of Lieutenant Governor of the 
Seventh or Upstate New York Division 
of Kiwanis International. He has served 
as a member of the Board of Deacons 
and as a member of the Session of the 
First Presbyterian Church of Glens Falls. 

In the insurance industry he served 
as a director of the Bureau of Contract 
Information in Washington, D. C., and 
represented the Glens Falls on the ex- 
ecutive committee of the Surety Asso- 
ciation of America. 

Mr. Miller is not expected to be idle 
in his retirement for, in September, he 
won the nomination for Councilman in 
the town of Queensbury and it is gen- 
erally expected he will be elected. 


INDUSTRY ADVISORS NAMED 





In Indiana Hospitalization Probe; Set 
November 6 for Talks With 
Townsend Committee 
Meeting in Indianapolis last week, the 
Indiana legislative committee investigat- 
ing hospitalization insurance in the state 
accepted the membership of an advisory 
committee, appointed at its request by 
the Indiana A. & H. Association. How- 
ever, it requested the addition of two 
more members to give out-of-state com- 

panies greater representation. 

While the association has not as yet 
officially announced the names of the 
two additional members, it is thought the 
posts will be offered to James Barbour, 
CLU, general agent, Continental Assur- 
ance, association president, and Robert 
Monroe, Group manager, Great-West 
Life, both of Indianapolis. 

Members of the committee as sub- 
mitted to the legislators are Willard 
srudi, second vice president, Lincoln 
National; John Morris, Morris Agency, 
both of Fort Wayne; Charles Ray, vice 
president, aaage ee ‘Life; Pi; Jacob- 
son, manager of A. &S., Jefferson Na- 
tional; Harold Moore, manager, A. &S. 
department, Hoosier Casualty; W. Har- 
old Petersen, superintendent of agen- 
cies for A. & S., American United Life 
and W. Howard Bull, CLU, Group man- 
ager, Aetna, all of Indianapolis. 

In addition, R. W. Osler, Rough 
Notes Co., association secretary, will 
serve as an ex-officio member of the 
committee. 
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LOYAL PROTECTIVE'S INTERNATIONAL CONVENTION 





erome M. Powell Keynoter 


Stirs Loyal Protective Conventioneers With 1957 Progress 
Report; Cites Company’s Seven Guiding Principles; 
To Continue to Stress Quality 


By Wattace L. Ciapp 


Loyal Protective Life’s recent conven- 
tion at The Cavalier, Virginia Beach, Va., 
attended by 230 field representatives, 
general agents, wives and home office 
people, was the most successful held to 
date. It was truly an international gath- 
ering as a sizable number of Loyal’s 
Canadian agents qualified to attend, and 
Wesley L. McCutcheon, assistant vice 
president at the Toronto office, gave an 
address on “Canada Looks Ahead.” 

The spotlight centered on the Powells, 





President Jerome M. Powell addressing 
convention. 


father and son, at the opening session. 
With justified pride Chairman of the 
Board John M. Powell introduced his 
son, Jerome M., who assumed the presi- 
dency last May 1. It was an important 
occasion for the younger Powell, who 
like his father, has an actuarial back- 
ground. This was his first convention as 
Loyal’s president and he made a fine 
impression. He is noted for his unlimited 
capacity for hard work. His father told 
how “Jerry” had completed his exams 
for fellowship in the Society of Actu- 
aries in only five years’ time by dint of 
long and intensive study. He then said 
that this same intensity of effort is 
shown in pursuit of his favorite sport— 
sailing. He won top honors last summer 
in a series of regatta races at Plymouth 
(Mass.) Yacht Club and at the Duxbury 
Yacht Club. 


Stresses Big Opportunity Ahead 


In his presidential address, which key- 
noted the convention, Jerome Powell 
emphasized that Loyal Protective stands 
today upon the threshold of opportunity 
for service to the American and Canadian 
people in all walks of life, “such as we 
have not seen before.” He remarked that 
the Loyal for some period of time has 
rolled up new records in the production 
ot sickness and accident and life insur- 
ance. In fact, for the year to date an 
over-all increase of about 10 to 15% has 
been shown in premium writings. “Peo- 
Ple today are becoming increasingly 
aware that they cannot afford to be 
Without this personal, or more properly, 
family protection,” he said. 

Mr. Powell was glad to say that tne 
incessant political pressure to have the 
Government do the job, which was evi- 


denced a few years ago, has been much 
reduced. This provides an opportunity 
and a challenge for the private insurance 
companies to do a bigger and better job 
in selling income protection. “We have 
responded to this challenge and we must 
continue to do so at an ever increasing 
tempo,” said the speaker. He pointed to 


gains made by the Loyal since 1945, one 
example being that premium income has 
advanced from about $2 million to over 
$7 million. 

The speaker then said: 


“T know of no 





Chairman John M. Powell at the 


microphone. 


endeavor, with the possible exception of 
preaching the gospel, where the oppor- 
tunity for service to mankind and to 
strengthen our highly developed mores 
of family life, is greater than in the sale 
of non-cancellable S. & A. and life in- 
surance protection. ” He showed rez udy 
appreciation of the fact that the agent's 
lot is not a soft one but he gave the 
Loyal men and their wives encourage- 
ment when he said: “Your opportunity 
to serve well your fellow man anda at 
the same time to be able to achieve a 
fine income is one of the greatest satis- 
factions of our business.” 


Insistent on Quality 


Mr. Powell put new emphasis on 
Loyal’s guiding principle — quality of 
product and of operation— and said: 
“We will continue into the future to 
emphasize quality. Loyal, in fact, insists 
upon a quality operation. This is the 
standard by which all our decisions are 
made and there must be no compromise 
on this point for the sake of expediency 
or temporary gain.” 

He also promised that the prevalent 
disease of “volumitis,” criticized by 
NALU and other field organizations, 
would not gain a foothold in the Loyal. 

Mr. Powell then pointed to seven guid- 
ing principles, as follows. which the 
Loyal Protective holds dear: (1) a 
quality product; (2) a fair pricing policy, 
giving due regard to the interests of 
policyowners, field producers and home 
office employes; (3) integrity in all deal 
ings; (4) a home and branch office per- 
sonnel dedicated to providing the service 
function fully in line with expectations 
of policyowners and field representatives. 
“This means that proper claims are hon- 


Osler Tells Why Life Insurance 
Is The Most Important Business 


Some i impressive figures to back up his 
belief that life insurance is the most 
important business in the world today 
were given by Robert W. Osler, editor 
of “Insurance Salesman,” who was the 
banquet speaker at Loyal yaar 
recent convention at Virginia Beach, Va. 
He maintained that life insurance is vital 
in war, peace, or times of economic 
emergency, and that it is also vital to 
the continued existence of our Democ- 
racy. 

The speaker felt that Loyal’s field 
representativ es could use to good advan- 
tage in their sales calls the fact that 
during World War II the money lent by 
life companies to the Government would 
have bought 271,242 fighter planes, 39.375 
four engine bombers, 218,749 medium 
tanks and 277 aircraft carriers. 

Likewise, Mr. Osler felt that agents 
should know that the investment re- 
sources of life insurance companies 
totaled $96,250.000,000 at the end of 1956. 
representing the policyholder equities of 
106,000,000 Americans. He_ explained: 
“This is over three times the total re- 





ored promptly and in full, and field pro- 
ducers’ commission checks are drawn ana 
sent with clockwork dispatch,” said the 
speaker. He went on: 


High Importance of Salesmen 


“Regardless of our high quality prod- 
uct, our low cost, integrity of manage- 
ment and service performed by the home 
office, I think no company has ever risen 
to greatness except it has had a great 
agency force. This brings me to the 
fifth fundamental: We recognize fully 
the high importance of the salesman in 
the operation of our business. Just as I 
have reminded you of the service pro- 
vided by the home office, I want to make 
it equally clear that we in top manage- 
ment try to keep all departments keenly 
aware of the vital role played by the 
field producer. We are delighted to find 
complete acceptance of that philosophy. 
Ours is a team operation—each phase is 
indispensable to the other.” 

The sixth principle, Mr. Powell said, 
is that of promotion from within wher- 
ever possible; in other words, creating 
and maintaining opportunity for advance- 
ment for Loyal personnel both field and 
home office. The seventh fundamental 
has to do with competition which, he 
noted, has grown much keener. Be that 
as it may, the Loyal will not. take hasty 
action in directions not in the best long 
run interest of the field producer or of 
the insurance industry. In giving this as- 
surance, Mr. Powell said: “In compar- 
ing growth, attention must always he 
given to the role of Group insurance. 
While we are happy to receive a reason- 
able amount of Group, we are not in 
sympathy with programs of gigantic 
Group, particularly where the interests 
of the field man are brushed aside.” 


Innovations Introduced 


In closing Mr. Powell highlighted in- 
novations which the Loyal has _ intro- 
duced during its convention qualification 
period. They included: (1) Empioye 
benefit program with special features 
for older persons, impaired risks and 
females; (2) life insurance training 
courses; (3) new life policies; (4) mul- 
tiple family income riders and double 
family income; (5) reduced rates tor 
waiver of premium under life policies as 
well as for double indemnity; (6) liber- 
alized S. & A. waiver of premium pro- 
vision; (7) liberalized out-patient hos- 
pital benefits; (8) an agency supervisory 
program; (9) more effective new man 
financing plans; (10) improved Group 
hospital and surgical plan, and (11) 
retirement plan for the field producer. 


serves of the 12 Federal Reserve banks.” 
Payments to Beneficiaries, Policyowners 


It was also brought out how vital life 
insurance is in time of economic emer- 
gency. For example, in 1956 the money 
paid to beneficiaries — $2,407,790,000 — i 
enough to feed 2,006,500 families of three 
($1,200 a year); clothe 4,815,580 families 
of three ($500 a year), and pay $75 a 
month on mortgage or rent for an entire 
year for that many families. Payments 
in 1956 to living policyowners, Mr. Osler 
continued, reached a total of $3,422,210,- 
000. This was sufficient to provide $200 
a month to 1,425,921 old people for a year 
and $50 a week during unemployment to 
1,306,236 people for a full year. 

Accident and sickness benefits last 
year, totaling $2,115,000,000, would have 
9 403,861 people to pay $100 a 
week during disability for an entire year. 

The speaker then declared that “when 
income is cut off a fertile field for com- 
munism is created. This is because com- 
munism and socialism breed on the soil 
of despair.” 

As to his last point—that life insurance 
is vital to the continued existence of 
Democracy in this country—Mr. Osler 
said: “The worker wants cradle-to-grave 
social insurance, the war veteran wants 
socialized medical care and Government 
handouts, the farmer wants price sup- 
ports, the businessman wants restraints 
on his competition. How can they have 
all of these and not have high taxes? 
Everybody wants the ( rovernment to pay, 
forgetting that no government is a pro- 
ducer. It’s a fact that everything that 
our Government spends comes right out 
of the pockets of the little man.” 

In closing Mr. Osler pictured the life 
insurance man as_ being in the front 
line of defense for Democracy. “Every 
sale you make is that much less pressure 
on Democracy. Actually you’re in your 
biggest sales contest, vour opponent be- 
ing socialism. and failure will mean 
enslavement. It is your responsibility at 
home to save Democracy for which men 
have been fighting and dving abroad. It 
is your responsibility, furthermore, to 
make secure the future of future Ameri- 
cans.” 


\ébiamees Health ineine 
For 123 Million in 1957 


Voluntary health insurance against 
costs incurred through accident and sick- 
ness continues to spread its protective 
coverage over more and more Americans. 
The Health Insurance Institute, taking a 
forward look to year-end growth figures, 
predicts that by December 31 next, over 
123 million people (close to 75% total 
population) in the United States will 
be protected by some form of health 
insurance designed to help pay hospital, 
doctor or other medical care bills. 

Breaking down the national totals on 
health insurance coverage for 1957, an 
estimated 109 million persons will be 
covered for surgical expenses, 74 million 
will have regular medical expense pro- 
tection, 13 million will be insured against 
major medical expenses, and 43 million 
for loss of income coverage, in addition 
to the 123 million protected. against the 
cost of hospital bills. Biggest growth in 
recent years has been major medical 
expense insurance w hich helps to absorb 
the cost of serious, or catastrophic, ill- 
ness. 

Health insurance today covers more 
people than any other single type of 
insurance in force, the Institute reports. 

Total health insurance benefits paid 
out this year by insurance companies, 
Blue Cross-Blue Shield and miscellane- 
ous plans, will amount to an estimated 
$4.2 billion, as compared to $3.6 billion 
in 1956 HII reports. 
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Loyal’s H. O. Executives Point To 
Latest Life And A. & S. Trends 


Making a real contribution to the suc- 


cess of Loyal Protective’s recent con- 
vention at Virginia Beach, Va., nine 
home office executives were on the 
speaking program. Each in turn gave 


the latest trends and developments in his 
gs ar phase of insurance 

Walter E. Collins, vice president and 
secretary, aored President Powell. at 
the opening business session by giving 
“Sickness and Accident Trends.” He 
pointed to the growing demand for non- 
cancellable insurance, saying that the 
public wants “the truly guaranteed type 
of protection in which we have special- 
ized for many years.” He also noted the 
trend toward major medical expense in- 
surance and said: “This may well become 
a significant market in the future and we 
should be prepared for it.” 

The speaker then called 
the increasing interest in professional 
overhead expense insurance because of 
tax factors in favor of the purchaser, 
and said: “Our general agents agree that 
this is a field we should enter promptly.” 
Steps are being taken and Mr. Collins 
said this coverage would be a logical 
supplement to Loyal’s loss-of-time pro- 
tection and a useful addition to its 
S. & A. program. Continuing, he said: 

“There has been a trend lately toward 
a definition of ‘total disability’ which has 
‘his occupation’ for a limited period of 
time. For competitive reasons, we are 
preparing to adopt a rider which would 
use a ‘his occupation’ definition for the 
first two years of total disability. How- 
ever, this is not a significant liberaliza- 
tion from our present definition, evi- 
denced by the tiny additional premium 
which will be charged.” 

Advance information was given Loyal 
agents that the company will be ready 
early next year with a non-can. policy 
which pays sickness benefits to age 65. 
Mr. Collins felt that such a policy can 
be underwritten on an actuarially sound 
basis. 

The Loyal also plans to make available 
the pre-authorized check and the post 
dated check systems, giving its field 
offices at first the option of electing one 
or the other. “We will watch experience 
carefully,” said the speaker, “with the 
expectation that at a later date we will 
probably concentrate on one plan only.’ 

Aware of the changes being made by 
some hospitals in their methods of bill- 
ing, Mr. Collins said that “in each case 
where this has happened we are inter- 
preting our policy broadly to make sure 
that an equitable benefit is paid to the 
disabled policyowner.” 


attention to 


Conrod on Mortgage Redemption Rider 


The next speaker, Stuart F. Conrod, 
vice president-actuary, announced that a 
series of mortgage redemption riders to 
replace Loyal’s existing mortgage re- 
demption policy will be ready this 
month. He said: “The program will be 
flexible in that the riders—seven in all 
may be added to any plan of insurance 
with but a few exceptions. The riders 
have been approved for issue in all but 


six states. 

Another improvement in Loyal’s life 
policy program will be to furnish rate 
book pages this month for single pre- 
mium — and the juvenile life paid- 
up at age 65 plan. 

Mr. ‘Conped then announced a_ pro- 
posed new dividend scale for 1958, now 
in the works, which. is more favorable 


than Loyal’s present scale. It will become 
an actuality when approved by the board 
of directors. In the aggregate dividends 
will be approximately 15% higher than 
at present and will be payable on most 
plans at most ages, he said 


Robins on Underwriting 


Final speaker the first morning was 


Albert Robins, second vice president, 
who told why “Underwriting Is a Joint 
Operation.” He stressed that effective 


underwriting requires the utmost coop- 
eration of the fieldman and home office 
underwriter. He dwelt at length on fac- 
tors of insurability which can best be 
appraised by the fieldman, and also un- 
derlined the importance of securing full 
information so as to avoid delays. Mr. 
Robins made clear that the home office 
does its best to approve every applica- 
tion for issue as written and employs 
riders only when necessary to avoid out- 
right rejection. 


McCutcheon on “Canada Looks Ahead” 


At the breakfast meeting the second 
day Wesley L. McCutcheon, assistant 
vice president at Loyal’s Toronto office, 
gave the Canadian outlook which is 


director, who outlined medical history 
and developments over the past 40 years. 


Doyle on Lapsation Improvement 


Leadoff speaker the third morning was 
Edward L. Doyle, Jr., superintendent of 
agencies, who ‘concentrated on steps to 
take in improving lapsation. He said the 
first step is to develop the knowledge 
and attitude that good conservation is 
worthwhile. Five ways in which to ac- 
complish results were offered by Mr. 
Doyle as follows 

(1) More stress at the time of sale in the 
value of the product and, therefore, the need 
of considering it as a permanent possession. 

(2) Effort to obtain an annual or semi-annual 
premium rather than a quarterly premium espe- 
cially in those cases where the individual’s occu- 
pation or income shows some seasonal fluctuation. 

(3) A definite program of following up second 
quarter renewals. 

(4) A follow through on all reminders and 
lapse notices, to get the premium paid or the 
policy reinstated quickly. 

(5) The maintainence of the attitude that 
lapses are expensive and that the retention of 
business is extremely worthwhile to you finan- 
cially. 


President’s Month Contest Winners 





Left to right—R. K. Cranston, Willis Agency, Spokane; E. L. Michaelsen, Willis 
Agency; General Agent C. W. Willis; General Agent Luther A. Fisher, Reading, 
Pa.; John M. Powell, Loyal’s chairman of the board; John L. Wenrich, Reading 


Agency; Channing W. Souther, Jr., Horton Agency, Boston; Henry 


A. Speer, 


Manlove Agency, Monmouth, IIl.; James R. Williams, genefal agent, Baie, Idaho. 


bright. The company has operated in the 
provinces for many years with rates and 
policies similar to those in the States 
and similar guidance except for minor 
difficulties due to legal requirements. 

Mr. McCutcheon mentioned that Loy- 
al’s officers are always willing to adjust 
policies to reflect changing conditions, 
to meet competition, or to give better 
service to policyowners. 

Speaking of Canadian trends, he said: 

“As in other countries there is a certain 
amount of pressure put on the govern- 
ment to provide for the aged and infirm 
and the unemployed. Our provincial gov- 
ernments have been careful as to how 
far so as not to overtax workers 
in paying for these services. We have 
old age pensions to a very modest degree, 


to go 


but no contributory plan like Social 
Security.’ 
Mr. Collins then noted: “It looks as 


though we will have government hospital 
coverage of some degree for all citizens 
by 1960. We do not expect that it will 
be completely satisfactory to everyone. 
Thus, private enterprise will still flour- 
ish.” He also spoke of a contributory 
unemployment insurance plan and chil- 
dren’s allowances, given by the govern- 
ment out of its revenues. 

In closing he was glad to say that the 
Loyal Protective ranks high in Canada, 
both among policyowners and Insurance 
Department officials. 

Another breakfast speaker was Dr. 
Henry W. Hudson, Jr., Loyal’s medical 


Lytle on Claim Department Policy 


Bringing greetings from Loyal’s ‘claim 
department, Charles A. Lytle, assistant 
secretary, stressed the importance of full 
cooperation between the field force and 
his department “if we are to achieve the 
desired measure of success in discharg- 
ing our responsibilities and obligations.” 
He further brought out: 


“We are committed to a liberal and enlightened 
viewpoint in settlement but not in a liberality 
that fails to take full account of our obligations 
to other policyowners. We make every endeavor 
to find ways of paying claims within the pro- 
visions of the policy contract. If we are to take 
this liberal approach to claim problems, it neces- 
sarily follows that cases which clearly are not 
covered must be declined and any unreasonable 
ones brought in to line. 

“We would be remiss in our responsibility 
and obligation of a fiduciary nature if we were 
to stand by idly and permit the money provided 
by policyowners who deal with us fairly to be 
spent in satisfying unjustified demands. Most 
people have little regard for an insurance com- 
pany or any other business that knowingly per- 
mits itself to be ‘taken’ by unscrupulous persons 
without exerting necessary steps to prevent it. 

“Frequently our best ambassadors of good will 
are policyowners who have seen the promised 
protection and security become a reality. There 
are countless instances of these Loyal friends 
who are rendering a great and unsolicited as- 
sistance to you. Our files are filled with these 
human interest stories covering almost every 
possible situation. We are always glad to help 


BANQUET HIGHSPOTS 


President Powell in Tribute to Field 
Leaders; President’s Month Awards 
Made by Chairman Powell 


At the banquet which climaxed Loyal 
Protective’s recent three-day convention 
at Virginia Beach recognition was given 
by President Jerome M. Powell, the 
toastmaster, and Chairman John M. 
Powell to agents and general agents 
whose production this year has been out- 
standing. President Powell mentioned in 
particular Luther A. Fisher of Reading, 
Pa., Loyal’s leading general agent for 


the pel eight years whose agency was 
No. 1 in the President’s Month campaign 
last ‘Anril 

Chairman Powell's part in the eve- 
ning’s program was to make the Presi- 
dent’s Month awards. He explained that 
it would be his last time to do so inas- 
much as he became chairman of the 
board last May 1. 





you in making the best possible use of claim 
payments as an effective selling tool.” 


Shotwell on Baby Group 


Stuart M. Shotwell, second vice presi- 
dent and associate actuary, followed Mr. 
Lytle and gave details on Loyal’s baby 
Group policy. He said that $1,000 to 
$10,000 per employe is provided but not 
more than 2% times the average amount 
of insurance per life. Each group must 
have at least $15,000 total life insurance 
if baby Group is to be issued. These 
benefits are available only on lives of 
employes. Continuing, he said: 

& A. weekly indemnity of $20 to 
$40 weekly is provided for each employe. 
No maternity benefits are included. Hos- 
pital expense benefits will reimburse ex- 
penses incurred by both the employe and 
his dependents . . . Daily room and board 
benefit may be from $10 to $15 and re- 
imbursement for miscellaneous fees may 
be from 10 to 20 times the daily benefit. 
Maternity benefits will be given at ten 
times the daily benefit, but preferably 
only to dependents. 


Surgical Expense: There will be two surgical 
schedules, one with a $200 maximum and the 
other with $300 maximum. Obstetrical benefits 
are provided, but preferably only for the de- 
pendents. 

Medical Expense: Only the in-hospital medical 
expense benefits are available for employes and 
their dependents, since more comprehensive types 
of medical expense benefits are not as practical 
for small groups. The limit for each doctor’s 
visit is from $3 to $5, and the over-all maximum 
will be related to the basic hospital coverage, 
which we contemplate will be for 70 days con- 
finement. No maternity in-hospital benefits are 
provided. 


Ryan and Splittgerber Talks 


Two final talks which complemented 
each other were those by Ralph L. Ryan 
of John D. Jacobs Agency, speaking on 
“The Field Representative—His Respon- 
sibilities and Rewards,” and Roland J. 
Splittgerber, superintendent of agencies, 


who discussed “The Most Respected 
Man in Town.” : 
Mr. Splittgerber explained that this 


respect comes from four distinct units: 
the field representative, his wife, the 
agency and the company. He brought 
out that without the persuasive efforts of 
the salesman, “most of us would neglect 
to establish adequate insurance programs. 
We must be sold on owning life and 
disability insurance, and_ that’s where 
the agent comes into the picture.’ 

Mr. Splittgerber paid tribute to the 
wives of insurance agents, saying that 
they provide the inspiration so necessary 
for sales success. He stressed the im- 
portance of good public relations as w ell 
as the esprit de corps which must exist 
in an organization if the major objective 
—to produce business—is to be realized. 

In closing he said: “Our business is 
comprised of sales and service with a 
clear recognition that selling is first.” 
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Continental’s 1957-58 
Coverage for Cagers 
1s A ONE-CONTRACT PROGRAM 
Features $1,000 For Accidental Death 
To Any Member of Basketball Team; 


For H. S., Amateur, Semi-pros. 








The special risks division of Conti- 
nental Casualty announces its new 1957- 
1958 basketball insurance program for 
high school, amateur and semi-profes- 
sional teams. 

Continental’s one contract program, 
covering every player on the team up 
to five months, is divided into two plans. 
Both plans provide $1,000 for accidental 
death when loss occurs within 90 days 
after the date of the accident. 

In addition, the one plan pays up to 
$500 unallocated medical expense benefits 
for each accident, and the other pays up 
to $250, with the first $10 deductible. 
The unallocated medical expense bene- 
fits covered are injury bills incurred 
within 26 weeks after the date ot the 
accident, for treatment by a physician, 
surgical operations, dental treatment 
made necessary by injury to natural 
teeth, hospital confinement and other 
necessary medical treatment, up to the 
limit of the plan selected. 

Both, plans provide injury expense 
protection for all games, practice ana 
supervised team travel, with no limit 
to the number of accidents covered 
either per athlete or team for a period 
up to five months. 

The program does not cover any loss 
caused or contributed to by: suicide 
while sane or self destruction, while in- 
sane or any attempt at either ; accident 
occurring in consequence of riding as a 
passenger or otherwise in any vehicle 
or device for aerial navigation, except 
as a fare-paying passenger in a licensed 
passenger aircraft which is being oper- 
ated at the time upon a regular schedule 
between established airports within or 
between. the continental limits of the 
United States. The policy does not cove: 
the expense of replacing eyeglasses or 
prescriptions and first aid treatment at 
the scene of the accident where tne 
injury occurred. 





Combined Group Salesmen 


Prepare for Hawaii in ’59 


The Combined Group, headed by W. 
Clement Stone, has instituted a per- 
sonal bonuses plan to help defray per- 
sonal costs of its sales managers’ trip to 
the 1959 convention in Hawaii. 

On four days — Oct. 7, 14, 21 and 28 
—the sales managers will be given special 
bonuses for each new policy sold on 
those days. Through this and other tn- 
centive programs, the compensation, ex- 
pected to amount to $1,500 to $2,500 in 
most instances, then will be laid aside 
by the companies in the name of the 
sales manager for the Hawaiian conven- 
tion. 

For the salesmen, the program offers 
special gifts from various parts of the 
world — England, Germany, France, 
Italy and Japan—as daily and weekly 
prizes for increasing premium volumes 
and selling new policies. Recipients of 
the prizes are determined under a sys- 
tem whereby a salesman gains a certain 
number of ‘miles, figuratively speaking, 
in a trip around the world under the 
incentive plan theme, “See New Places. 
Sell New Faces — the World is Yours.” 


Nurse Appointed By Kemper 


Grace Bissonette, R.N. has been 
named industrial health consultant for 
Lumbermens Mutual Casualty and 
American Motorists. Miss Bissonette, 
a graduate of Rhode Island Hospital 
School of Nursing (1937) attended ad- 
vance nursing courses at Boston College, 
Harvard and Yale. She will be at- 
tached to the safety engineering staff 
of the Kemper company. 




















Kemper TV 
Football Scoreboard 


ADDS SCORING PUNCH TO AGENTS’ SALES 


Beginning September 21 Kemper Insurance again backs its 
agents with a coast-to-coast television show—the NBC Foot- 
ball Scoreboard. 


On eight Saturdays following nationally televised games an 
audience of 6,000,000 families will hear the Kemper story of 
unbeatable countrywide insurance service, and full line facil- 
ities at standard rates but with a savings opportunity through 
policyholder dividends. 


Equally stressed is local agency service and the fact that 
Kemper Insurance is sold only through agents and brokers. 

If you are interested in representing one of the progressive 
Kemper companies write B. S. Weyforth, Jr., vice-president, 
at Home Office. 


Lumbermens |) “U0 GSUL) MY 


LNmeucan MOTORISTS INSURANCE COMPANY 


AMERICAN MANUFACTURERS muTUAL INSURANCE COMPANY 


Sutbrul Jide svaance COMPANY 


DIVISIONS OF KEMPER INSURANCE 
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Thos. E. Atkinson Promoted 
By Mass. Indemnity & Life 


Thomas E. Atkinson, who has repre- 
sented Massachusetts Indemnity & Life 
in New York City for the past two years, 
has been promoted to the home office 
post of agency field representative cov- 
ering New England territory and eastern 
New York State. 

A graduate of Amherst College, Mr. 





THOMAS E. ATKINSON 


Atkinson served in the U. S. Marine 
Corps in both World War II and the 
Korean conflict. He was honorably dis- 
charged in December, 1951, as a sergeant, 
resuming his studies at Amherst. 

Joining the Massachusetts Indemnity 
& Life in 1955, he served as brokerage 
manager in the New York general 
agency operated by his father, Loyal At- 
kinson. Over the past two years he has 
built up a substantial following. 

His father had been a general agent 
of the company for the past 13 years, 
serving in Minneapolis before coming 
to New York in 1947. He started his 
agency in uptown New York from 
scratch and it now ranks as one of the 
leading general agencies of the company. 


AMA Fall Meeting 


(Continued from Page 37) 


Corp.; W. H. Flinn, general security 
manager, Illinois Bell Telephone Co., and 
Donald G. Vaughan, secretary, Aetna 
Casualty & Surety. 


Four Insurance Presidents 


The morning of the closing day, Fri- 
day, November 15, will be devoted to 
a presidents’ panel on “Tomorrow’s In- 
surance Market.” Orville B. Tearney, 
manager, corporate insurance division, 
Inland Steel Co., will be chairman 
Panelists will include Henry S. Beers, 
president, Aetna Life; W. H. Burhop, 
president, Employers Mutuals of Wau- 
os and A. B. Jackson, president, the 

Paul Group. 

Shi panel of presidents will take up 
recent insurance company mergers and 
the trend toward multiple-line underwrit- 
ing and, among other problems affecting 
the insurance buyer, the impact of in- 
flation on rating and coverage, industry’s 
increasing need for greater capacity 
from insurance carriers and the con- 
tinuing trend toward higher jury awards 

Wilson C. Jainsen, president, Hartford 
Accident & Indemnity, will be luncheon 
speaker, November 15. His subject is 
‘The Growing Importance of Arbitration 
in Casualty Insurance.” Among ques- 
tions to be discussed by Mr. Jainsen, a 
director of the American Arbitration 
Association, are: Does arbitration en- 
hance speedier sislies handling? Will it 
prove more fair for all parties con- 
cerned? Can it eliminate the possibility 
of exorbitant awards? 
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Forand Bill, A Way To 
Socialized Medicine 


SAYS CHAMBER OF COMMERCE 





Danger in Limited Amount of Free Med- 
ical Services For Old-Age Pensioners; 
Has AFL-CIO Backing 


The U. S. Chamber of Commerce 
charges that a new social security bill 
backed by the AFL-CIO would be a step 
in the direction of socialized medicine. 
The bill, introduced at adjournment by 
Rep. Aime J. Forand (D.-R.I.), would 
provide a limited amount of free hos- 
pital, nursing home and surgical care 
for persons eligible to receive old-age 
and survivors insurance benefits. 

“Here is a new gateway for the old 
compulsory health insurance plan which 
the American medical profession fought 
and defeated for the very reason that 
such a plan would lead to Government 
control of medicine,” the Chamber 
warned, 

The bill also would increase OASI 
and disability benefits by about 16%, 
would raise the taxable wage base from 
$4,200 to $6,000 and would step up the 
contribution rate by 0.5% each for em- 
ployers and employes and by three- 
fourths of one percent for the self- 
employed, effective in 1959. 

Provisions of Bill 

Under the medical care provision, the 
OASI trust fund would defray the cost 
for social security beneficiaries and 
eligibles of up to 60 days of semi-private 
hospital accommodations in a 12-month 
period. Nursing home care would be 
provided for if the patient is transferred 
to the nursing home from the hospital. 
Up to 120 days of combined hospital 
and nursing care could be paid for in 
the 12-month period, not more than 60 
of which could be days of hospital care. 
In addition, payment would also be made 
for medical and surgical services. 

In order to obtain these services, the 
beneficiary would be required to produce 
the certification of a qualified physician 
that these services were necessary. 

Despite Mr. Forand’s emphasis that 
the bill provides for absence of govern- 
ment control over the practice of medi- 
cine or the operation of hospitals and 
nursing homes, the Chamber declared, 
the language of the bill makes it clear 
that the Federal Government could nave 
a say with respect to hospital adminis- 
tration and the determination of doctors’ 
fees. Furthermore, the Chamber cau- 
tioned, “if the Forand bill becomes law, 
pressure to extend medical, surgical and 
hospital benefits to all persons would 
develop.” 


New Hampshire A.&H. Meet 

The New Hampshire Accident and 
Health Association held its first meet- 
ing of the 1957-58 season in Manchester, 
New Hampshire. Speaker for the meet- 
ing was Attorney Gus McDonough, De- 
vine & Millimet, leading insurance 
attorneys in Manchester, N. H. Also 
addressing the group was Eugene Gaffey, 
executive board member of the Inter- 
national Association of Accident and 
Health Underwriters. 

New officers introduced were Henry F. 
Walker, Mutual of Omaha, president; 
Larry Horion, The Prudential, vice pres- 
ident, and Earl Wescom, Bankers Life, 
treasurer. 


Leaflet of HIAA Code 


The recently adopted Code of Ethical 
Standards of the Health Insurance Asso- 
ciation of America, has been produced 
in leaflet form and is being distributed 
to the Association membership. The 
Code, unanimously approved by HTAA at 
its annual meeting last May in Wash- 


ington, D. C., lists nine specific points 


governing the sale, administration and 
advertising of voluntary health tnsur- 
ance, and has become a strict condi- 


tion of membership in the Association. 
Additional copies may be obtained from 
the Health Insurance Association of 
es 208 S. LaSalle St., Chicago 4, 
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Albert H. Stoddard Heads 


New Division of Craftsman 


Boris, Boston 


STODDARD 


ALBERT H. 


Craftsman Insurance Co. announces 
the appointment of Albert H. Stoddard 
as director of its new marketing and 
research division. Mr. Stoddard has been 
associated with the insurance industry 
for nearly 20 years. : 

President William I. Newton of Crafts- 
man said that as director of the new 
division, Mr. Stoddard’s duties will in- 
clude the development of new policies, 
and the setting up of an extensive new 
training program for salesmen. 

Prior to joining Craftsman Insurance 
Co., Mr. Stoddard was associated with 
another national accident and health in- 
surance company where he helped for- 
mulate policies, and recruited and trained 
salesmen. He is an executive member 
of the National Sales Executives’ Club 
and a member of the Boston Health and 
Accident Association. 


Combined Group Sales 
Drive Based On Horoscopes 


Disability departments of three of the 
Combined Group Companies headed by 
W. Clement Stone, are staging a specific 
sales incentive program based on the 
composite horoscopes of all the group’s 
salesmen. Entitled the “Blazing Star,” 
the program features a special inspira- 
tional message for each day to spur 
salesmen into becoming “Star Perform- 
ers.” 

A typical horoscope composite for the 
salesmen is Sept. 7, under the sign of 
Virgo, is: “New ideas and interests spark 
your enthusiasm and help you reach that 
goal. Go out of your way to help others 
today. GO THE EXTRA MILE!” 

On the final day, the horoscope mes- 
sage reads: “Day figures well for all 
personal and business matters. Take care 
of them at once. One extra call —one 
more Sale.” 

In addition to the extra income from 
new business obtained during the incen- 
tive period, the horoscope program also 
offers the Combined salesmen special 
prizes. 


Women’s A. & H. Meeting 


Philip C. Gordon, brokers’ supervisor, 
New York Life, was the guest speaker 
at the recent opening of the fall session 
of the Women’s A. & H. Clu’) of New 
York. Mr. Gordon discussing the new 
trends in accident and health insurance, 


dealt. particularly with the need for 
major medical coverage of risks over 
age 65. 

He pointed out that in the United 


States there were fourteen million people 
who were 65 and over and they incurred 
13% of the nation’s medical costs. Hence 
most companies were offering broader 
coverages to this class of risk. 


N. CAROLINA SPECIAL AGENT 

Robert A. Hastings has been appoint- 
ed, bond special agent for North Caro- 
lina, by Hartford A. & I. Mr. Hastings 
succeeds Robert J. Bellerose, who be- 
comes superintendent of fidelity and 
surety bonding at the new Orlando, Fila., 
branch office. 


FIC Cases 


(Continued from Page 46) 





these types of advertising. All of its 
material is sent only to agents in states 
in which it is licensed and is distributed 
within those states by the agents. Each 
of the states has statutes regulating in- 
surance advertising, the brief pointed 


out. 
Licenses Provide Protection 
“Under each of the state laws, the 
insurance commission has all of the 


powers to control the agents within that 
state and to control the respondent re- 
ceiving a permit to do business in that 
state,” the company asserted. 

“Under all of these statutes the In- 
surance Commissioner is given the same 
broad powers over false and deceptive 
advertising matter as is given to the 
Federal Trade Commission by the Fed- 
eral Statute, including the power to issue 
cease and desist orders. Additionally, 
each state has the power to revoke the 
licenses of agents and to revoke the 
permit to insurance companies to do 
business within the state. 

“As the only distribution of the mat- 
ter complained of is distribution wholly 
within the confines of the state by 
agents whose license may be revoked by 
the Insurance Commissioner at any time, 
these agents representing an insurance 
company whose permit to do business in 
the state may also be revoked at any 
time, with both the agents and the 
insurance company subject to process 
within the state and upon whom com- 
pletely enforceable cease and desist or- 
der may be served at any time, respon- 
dent submits that the matter complained 
of in the Federal Trade Commission’s 
complaint in this case is subject to com- 
plete, adequate and effective control at 
all times by every state in whicn re- 
spondent does business.” 


Ask Dismissal of Mr. Crafts’ Subpoena 


In another FTC case before the Su- 


preme Court, the Fireman’s Fund In- 
demnity and its president, James F. 
Crafts, asked the Court to refuse a 


review of the Ninth Circuit Court ruling 
dismissing a Commission subpoena whrch 
would have required Mr. Crafts to testify 
and to produce company records at a 
hearing on the FTC charges of decep- 
tive A. & H. advertising. 

Urging that the Ninth Circuit Court 
decision be sustained, the company dis- 
puted the Government’s position that the 
question of jurisdiction cannot be in- 
jected into a proceeding to enforce an 
administrative subpoena. The company 
argued that this case is not limited to 
questions of fact, as contended by the 
Government in its petition for review. 

“Jurisdiction of the FTC to regulate 
advertising of A. & H. insurance is 
purely a matter of law depending on 
State statutes, and does not involve any 
question of fact,” the brief stated. “The 
present case involves jurisdiction to con- 
duct the proceeding at all.” 

The company argued that all states 
have enacted either the so-called “model 
act” or similar statutes prohibiting false 
advertising and, therefore, the FTC is 
completely barred by the McCarran Act 
trom moving into the field. 

“If the Commission has no jurisdiction 
to regulate the advertising of accident 
and health insurance in those states 
where such advertising is regulated by 
state law, the FTC should not complain 
about resistance to supoenas issued in 
excess of authority,” the brief stated. 

“If Public Law 15 means what it says, 
the Commission cannot regulate adver- 
tising of accident and health insurance 
regulated by state law. If such adver- 
tising is regulated everywhere by state 
law, as we contend, the FTC has no 
statutory authority to regulate it any- 
where.” . 


Mutual of Omaha to Assist 
In Recovery for Disabled 


Mutual of Omaha president V. J. 
Skutt has announced the recent forma- 
tion of a Rehabilitation Division to as- 
sist disabled policyowners of the com- 
7g to return to a useful and productive 
life. 

The new division, which will be headed 
by Roger McGargill, will offer this new 
service to policyowners on a nationwide 
basis, utilizing the facilities and assis- 
tance of the various state rehabilitation 
departments in providing this opportun- 
ity to disabled persons who desire to 
return to a_ self-supporting status in 
society. 

An additional function of the division 
will be to keep the company informed 
on trends and progress in medicine and 
research as they apply to the field of 
insurance as well as that of rehabilitation, 

Mr. McGargill has been with Mutual 
of Omaha since 1942. He has served in 
the claims and legal departments, and 
Was an administrative assistant prior to 
his present appointment. 


Royal-Globe Enters Group 
Travel Accident Field 


Royal-Globe Insurance Group has en- 
tered the Group travel accident field with 
a four-color advertising kit packed with 
direct mailing pieces, a handbook on the 
new form, sales letters, a proposal form 
and order blanks. The kit has been dis- 
tributed to Royal-Globe fieldmen and 
will shortly be in the hands of all its 
casualty agents. 

Designed for flexibility, Royal Globe 
says the Group travel accident policy is 
designed to fit the many needs of the 
employer. With business travel by ex- 
ecutives, middle-management specialists, 
and technicians on the increase, group 
travel accident insurance is slated to be 
one of the big sales targets this year. 





STATEMENT REQUIRED BY THE ACT OF 
AUGUST 24, 1912, AS AMENDED BY THE 
ACTS OF MARCH 3, 1933, AND JULY 2, 
1946 (Title 39, United States Code, Section 
233) SHOWING THE OWNERSHIP, MAN- 
AGEMENT, AND CIRCULATION 

Of The Eastern Underwriter, published weekly 

at New York, N. Y., for October 1, 1957. 

1. The names and addresses of the publisher, 
editor, managing editor, and business managers 


are: 

Publisher, Eastern Underwriter Company, 
93-99 Nassau Street, New York 38, N. Y. 

Editor, Clarence Axman, 299 West 12th 
Street, New York 14, N. Y. 

Managing Editor, L. Jerome Philp, 25 Rocky 
Road, Larchmont, N. Y. 

Business Manager, W. L. Hadley, 1835 Wat- 
chung Avenue, Plainfield, N. J. 

2. The owner is: qt owned by a corpora- 
tion, its name and address must be stated and 
also immediately thereunder the names and ad- 
dresses of stockholders owning or holding 1 
percent or more of total amount of stock. If 
not owned by a corporation, the names and 
addresses of the individual owners must be 
given. If owned by a partnership or other un- 
incorporated firm, its name and address, as well 
as that of each individual member, must be 
given.) 

Eastern Underwriter Company, 93-99 Nassau 
Street, New York 38, N. Y. 

Clarence Axman, 299 West 12th Strect, New 
York 14, N. 4 

W. L. Hadley, 1835 Watchung Avenue, Plain- 
field, N. J. 

3. The known bondholders, mortgagees, and 
other security holders owning or holding 1 
percent or more of total amount of bonds, mort- 
gages, or other securities are: None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder ap- 
pears upon the books of the company as trustee 
or in any other fiduciary relation, the name 
of the person or corporation for whom such 
trustee is acting; also the statements in the two 
peersene show the affiant’s full knowledge and 

elief as to the circumstances and conditions un- 
der which stockholders and security holders who 
do not appear upon the books of the company 
as trustees, hold stock and securities in a ca- 
pacity other than that of a bona fide owner. 

The average number of copies of each 
issue of this publication sold or distributed. 
through the mails or otherwise, to paid sub- 
scribers during the 12 months preceding the 
date shown above was 3,836. (This information 
is required from daily, weekly, semiweekly, and 
triweekly newspapers only.) 
Eastern Underwriter Company, 
W. L. Hadley, Business Manager. 

Sworn to and subscribed before me this 19th 

day of September, 1957. 


(Seal) 
THOMAS L. HALTON 


Notary Public, State of New York 
No. 40-1646950 
Qualified in Queens County 
Certificate filed in New York County 
Commission Expires March 30, 1959 
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REINSURANCE 


Top-grade results in any 
field depend on the best 
tools plus the tightest 
team-work. 


Example in Reinsurance: 
An Employers treaty plus 
our close co-operation— 
aimed directly at top- 
grade results. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 
107 William St. 175 W. Jackson 100 Bush St. 1139 W. 6th 

















BIRIESDIESTRRIOYS 
NEN TOISiTAA 
BIE OINEDIOTEINAIRTS 


INEZ RIGIRERaY 


Fire is no respecter of clocks or calendars ... people or property. Each year thousands of people 
die in fires . . . millions upon millions of dollars worth of property is consumed. 


And most fires are the result of carelessness! That’s why constant and continuous fire 
prevention efforts all through the year are so necessary. 


To help our agents, we provide a variety of fire prevention materials — booklets, motion pictures, etc. 
In addition, many other materials are available from the National Board of Fire Underwriters, National 
Fire Protection Association and the National Association of Insurance Agents. 


Remember, when you help to prevent fires, you’re helping yourself. Make fire prevention a regular, 
integrated part of your agency program — not only during Fire Prevention Week, but all year long. 


AETNA CASUALTY and SURETY COMPANY 


nS 6 ee Cantons STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 


Affiliated with Aetna Life Insurance Company 
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